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to complete the finest line 
of cutting tools in the industry 


THREADWELL 


Auf 





END MILLS REAMERS 


MILLING CUTTERS 


Threadwell’s 
complete line 
gives you 
more sales per call, 


THREADWELL TAP & DIE CO. more profit per order. 
GREENFIELD, MASSACHUSETTS 


Stocking Warehouses: New York — Cleveland 
Detroit — los Angeles — Greenfield, Mass. 








DODGE New 1961 Promotion 


—+ of Mishawaka, Ind. Plans Released 


NEWS 





“The Products with the Pluses’ keynotes the 
Dodge promotional effort for 1961. Used as the 
title of a colorful 16-page presentation in which 
advanced and exclusive design features of Dodge 
products are spotlighted, this theme will appear 
also in Dodge publication advertising, mailing 
pieces and point-of-sale material. 

The entire program for 1961 is outlined in 
the big, new Dodge Plan Book prepared for the 
benefit of Dodge Distributors. It shows in detail 
the wealth of material available for Distributor 
use and includes, besides technical literature, 
such merchandising helps as direct-mail, sound 
slide films, local promotion, displays. It also 
details the extensive campaign of advertising 
which will reach all major markets with 
impressive space units in the nation’s leading 
industrial publications. These advertisements, 
as in the past, direct attention to the Dodge 
Distributor as a valuable source of information 
on the latest developments in mechanical power 
transmission equipment. 
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ue-Arm A= King-Size Post Cards 

Ease | poses Feature New Catalog 

== Recipients of the new Dodge Catalog, which is now 

i Proll aX eer in the process of distribution, will be reminded of the 

* helpful data it contains by means of these big, eye- 

catching post card mailings. Each card features one 

of the product lines shown in the catalog and specifies 

the section in which it appears. The cards, furnished 

by Dodge, carry the name of the Dodge Distributor 

who presented the catalog. Three cards, shown here, 
are already being mailed. Others will follow. 








TRANSMISSIONEERING SCHOOL 


Enrollments are already being received for the Spring term of this school for Dodge Distributors’ representatives. 
There will be two one-week sessions, beginning April 17 and April 24. 
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A Time Saving Guide to the Contents of This Issue 





MODERATE TO EDUCATE 54 


Richard Misener, sales manager, decided after attending the Porter Henry 
Seminar that the case discussion method had great potential in interesting the 
veteran and inexperienced salesmen in those subjects beyond the range of 
product and application know-how. Mr. Misener points out the importance of 
the role of moderator to get 100% participation from all the salesmen attending. 


LEARN TO DRAMATIZE YOUR PRODUCTS 56 


“No one can ignore the evidence of his own senses,” says Clem Davis of 
Indianapolis, in support of his theory of presenting visible proof of the claims 
he makes for his products before a customer. His method is to decide what 
attribute of a product will be emphasized and then concentrate on giving the 
customer or prospect a vivid impression of that attribute. 


CAN YOUR BUSINESS SURVIVE YOU? 58 


“Too many small businessmen operate on a day-to-day basis and fail to con- 
sider the complexities of business survival after the death of a major partner or 
stockholder,” says a lawyer. An effective means of insuring the continuance of 
a business is the “survivor purchase agreement” which paves the way for orderly 
disposition of a firm’s stockholdings. Such agreements avoid posthumous 
conflicts over valuation of assets between executors and Internal Revenue. 


PR: TIME FOR RE-APPRAISAL 62 


It’s high time distributors re-appraised their relationship with all their “publics,” 
both as individual companies and as an industry. Too many take “P.R.” for 
granted, or misunderstand its principles. For good P.R. is not just good 
publicity. It stems from a management’s philosophy and daily deeds, and 
particularly an understanding of the impact of specific acts. 


GOING AFTER THE ‘MULTIPLEITIS’ BUG 66 


In its simplest terms, “multipleitis’” has been defined as “carrying similar 
items of more than one vendor.” One New England distributor, not content with 
what he calls “multipleitis of assembly,” has declared unofficial war on this 
problem. In the case of one product, he has reduced the number of pieces 
stocked from 126 to 49, calling it an application of industry’s “do-it-yourself.” 
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STREAMLINING THE DIRECT SHIPMENT 68 


The paper work involved in direct shipment orders has a way of getting com- 


plicated, but one North Carolina house has eliminated many headaches by 
streamlining its direct shipment procedure based on the use of a practically 
fool-proof six-part form. 


A PA SPEAKS ON INDUSTRIAL SELLING 70 


Most industrial selling is pretty competent these days, but a lot of salesmen seem 
to overlook—or have forgotten—some basics of good salesmanship. The 
purchasing agent of a large Worcester manufacturer, sitting on the other side 
of the desk for a quarter-century, repeats some of these fundamentals of selling. 


TWO-WAY COORDINATION ... THREE-WAY BALANCE 72 


Coordination of advertising, sales promotion and sales management by the W. 
5. Nott Co., Minneapolis, results in a balanced selling program of great 
effectiveness. Wens Lindfors, vice president, tells how each of the three functions 
contributes to the central idea of improving the odds by pre-selling the buyer 
and preparing the salesman, and how they are coordinated. 


‘ 


LEARN TO MAKE DECISIONS 75 


Salesmen-readers volunteer solutions to ID’s November problem case, “Would 
You Accept This Order?” Consensus was that “all’s well that ends well:” if 
a salesman’s worth his salt, he ought to be entrusted with resilient policy. 


WHEN A BUYER WANTS MORE CREDIT 76 


This month’s problem case highlights a vexing and persistent problem: What 


ee 


to do about those borderline “growth” customers whose ambitions far exceed 


their grasp, and call on their distributor for help. 


OTHER FEATURES 


Ideas and Opinions 7 Price Index 
Trends and Prospects 45 Business Outlook 
Industry Statistics é Editorial 

Supply Sales Trend 4o ID News Index 


ANNUAL SURVEY OF DISTRIBUTOR OPERATIONS 


You can make your annual comparison of your company’s performance with 
this survey showing sales, gross profits, turnover, accounts receivable, invoices 
handled, number of employees and salesmen, sales per employee and sales per 
salesman of distributors throughout the country. It is the March feature. 
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MULTIPLE 
v-BELTS 


What are your V-Belt needs? 
DURKEE-AT'WOOD solves them! 


When you stock and sell V-Belts, you want to be able to 
offer your customers full-rated power transmission and long, 
trouble-free life. Power Drive problems vary from industry 
to industry and machine to machine, whether OEM or re- 
placement. Durkee-Atwood meets any V-Belt needs with 
the right belt, a belt made with the newest high tenacity 
fibres, carefully engineered and thoroughly tested for perform- 
ance. Durkee-Atwood distributors benefit from a complete 
line and from the thorough drive design assistance provided 
them and their customers . . . For quality, profits and cus- 
tomer satisfaction, look to Durkee-Atwood. 


Industry’s most 
complete 


V-Belt Line 


DA 358 V-Belts «+ DA 
Positive Drive Belts « Red 
Shield Multiple V-Belts 
Variable Speed Belts 
Steel Cable V-Belts 
Double V-Belts « FHP V- 
Belts « Open End V-Belt- 
ing « ilroad Belting 
Sturdy-Link Belting. 





Look for the DA] On Your V- Belts 


Oventt 


DURKEE-ATWOOD V-BELTS 


DURKEE-ATWOOD COMPANY MINNEAPOLIS 13, MINNESOTA 


February 1961 5 








In industrial circles, Nicholson and 
Black Diamond blade sales are growing. 
They have the quality that craftsmen 
need, the reputation and full line that 
buyers look for... and they’re heavily 


6 


promoted to open buyers’ doors for you. 

In the best industrial circles, sell re- 
liable local service plus blue chip brands 
—and that means you and Nicholson or 
Black Diamond industrial saw blades. 


Nicholson File Company, Providence 1, R. |. 
Files + Rotary Burs - Hacksaw and Band Saw 
Blades « Ground Flat Stock - Industrial Hammers 


*. NICHOLSON “> 
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IDEAS AND OPINIONS 


Current Thinking on Business Problems 





Trade Partners 


Just before Christmas in New York, 
an ex-president of the National In- 
Distributors’ 
took a sip of water, then launched 


dustrial Association 


into an informed description of 
economic conditions in Afghanistan 
and Iran. 

Wallace H. Campbell, president of 
Seattle’s Campbell Industrial Supply 
Co., was reporting as a member of a 
U.S. trade mission appointed by the 
U.S. Department of Commerce to in- 
vestigate market prospects for Ameri- 
can products. 

Headed by a Department of Com- 
merce official, Bradley Murray, the 
mission spent seven weeks touring the 
Other 
the group in addition to Campbell 


two countries. members of 
were R. L. Frey, president of a 
Chicago import-export firm, and 
A. V. K. Babcock, manager of the 
Arizona Public Service Co.’s area 
development department. 

Besides reporting that trade pos- 
sibilities appeared promising for U.S. 
industry, Campbell pointed out that 
in order to stay in the race com- 
petitively with other countries, 
American firms must ask themselves 
these questions: 

“Is my product competitive both 
price- and service-wise? Is sales 
representation adequate to the mar- 
ket? Do we have a policy of factory 
and executive personal contacts? Are 
we emphasizing part service? 

Campbell feels, also, that foreign 
trade is of immediate concern to 
all distributors for the simple rea- 
son that the welfare of many of 
their customers and suppliers are in- 
timately involved with it. Attending 
a German trade fair on a previous 
trade mission trip, he noticed that 
prominent among the exhibitors were 


U.S. firms most prominent here as 
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selling through distributors. 

As for the quid pro quo—meaning, 
should U.S. distributors sell lines of 
foreign merchandise — Campbell 
stated that international trade must 
The accomplished 
fact is, he said, that distributors are 
already handling imported products 


flow two ways. 


and the trend will continue. 


A Marginal Case? 


As all the statistics stubbornly show 
ID’s Annual 
month), the average gross margin of 


(see Survey next 
industrial distributors hovers more or 
less in the 20 to 25% region. Critics 
of distributors’ complaints concerning 
margin inadequacy say they must be- 
come more efficient since there is little 
likelihood of their margins being in- 
creased by suppliers. 

We pondered on this as, wide-eyed, 
we read an article in the December 12 
issue of Advertising Age by a mer- 
chandising expert, named E. B. Weiss. 
He confronted his readers with the 
astounding intelligence that super- 
be highly 


efficient operations, are having mar- 


markets, considered to 
gin trouble. And a reader could quite 
well nod his head and say, “Ah, but 
no doubt they are, having to make do 
on five or 10 per cent. But of course 
they have an enormous volume to 
offset relatively low margins.” 

Do you want a real surprise? Ac- 
cording to Weiss, supermarkets’ 
grocery margins were 14.6% in 1950, 
and 19.8% in 1960—a rise of 35% in 
the decade! 
margin on fast-turning food items. 


Remember, this is their 


In disclosing this, Weiss went on to 
describe a new trend under way—the 
appearance of discount food stores, 
consisting of grocery concessions set 
up in established discount stores 
handling non-food or hard goods. 


These concessions undersell the super- 
markets on a limited selection of 
brand-name products, all with the 
purpose of stimulating “a whale of a 
lot of traffic” into the store. 

What significance such a trend 
might have for industrial distributors 
is obscure. Yet the fact that super- 
markets are making it known that a 
20 to 22% margin on volume food 
merchandise is not enough to support 
overhead in fancy shopping center 
locations would seem to buttress dis- 
tributors’ claims to hardship. 

After all, supermarkets merely say 
to their customers—“Come and get 
it!” Not for them the training and 
compensating of salesmen calling on 
customers, maintaining a high level 
of service, running clinics, and all the 
other paraphernalia of maintaining 
close, conscientious contact with in- 
dustrial buyers. 

Nevertheless, in the swiftly- and 
ever-changing U.S. market place, 
status quo is as dead as the language 
it’s written in. Quite possibly you are 
aware of impending changes which 
will alter aspects of industrial dis- 
tribution and render present talk 
about margins obsolete. If so, let us 
know what you see and hear. 


Taxes 


No, don’t run away. This isn’t about 
income taxes. It’s about tax conces- 
sions offered by many states as in- 
ducements to new industry. 

Writing in Challenge, published 
monthly by New York University’s 
Institute of Economic Affairs, Prof. 
Kenyon Poole, professor of economics 
at Northwestern University, doubts 
that such concessions are worth the 
revenue which is foregone by the 
state in question. 

continued on page 8 
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SOCKET SCREW 


PRODUCTS 


Quality is something you can 
sell with confidence when 
you're selling Blue Devil 
Socket Screw Products. With 
this complete socket line, you 
enjoy maximum customer 
confidence and you never 
have to worry about factory 
service or delivery. Better get 
the details right away! 


Minimum quantity 5,000. 
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Sold Only Through Authorized Industrial Distributors 


6500 North Avondale Avenue + Chicago 31, Illinois » Telephone ROdney 3-2020 
WAREHOUSES AT: LOS ANGELES + DETROIT » NEW HAVEN + NEW YORK CITY 
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In short, he says tax concessions 
are virtually valueless as a means of 
attracting new industry. Besides that, 
they're inefficient. 

“Firms that do not need such sub- 
sidies,” he says, “may be willing to 
accept them, thereby wasting tax 
money. Other firms, classified as 
‘fly-by-nights,’ may remain only long 
enough to use up the tax subsidy, and 
then move on.” 

The taxpayer, declares Poole, 
doesn’t want industrial property kept 
off the tax rolls, even for a few years, 
unless very clear economic benefits 
follow. Also, he wants to be reassured 
that industrial immigration does not 
so increase public expenditures that 
the additional tax revenues will he 
eaten up in higher budgets (water- 
works, roads, and other expensive 
installations demanded by new in- 
dustry). ce 

Poole goes on to assert that a firm 
relocates for reasons other than a tax 
concession or subsidy — markets, 
availability of skilled labor, satisfac- 
tory sites, access to raw material. 

“A number of able investigators 
have reached the conclusion that the 
tax factor ranks very low among con- 
siderations leading to industrial 
location.” 

And he doesn’t like inter-state 
rivalry which is engendered by tax 
concessions: “A _ healthy national 
economy requires that limits be set 
to the extent to which states act 
independently against each other’s 
interests.” All agreed? 


it’s All Greek 


“Distribution” as a word describing 
a function has been not unlike a 
cadaver in a medical lab. To explain: 
It has been dissected and studied by 
successive waves of savants searching 
for some way to define it. Some say 
it embraces all the activities required 
to move a product from the end of a 
production line to the consumer. 
Thus, distribution embraces trans- 

continued on page 14 
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UFKIN 


new leader in precision too/s/ 


... for exclusive features like these, you want Lufkin! 


That’s right. In precision tools today, the new leader is 
Lufkin. Here are just a few reasons why: 

Lufkin Mike Hole Gages feature exclusive contact 
points to let you measure hole sizes right down to 
the bottom. 

Lufkin Chrome Clad® Micrometers feature 5 to 7 
fewer parts, with one-piece frame and hub. 

Lufkin Dial Test Indicators feature stainless steel 
pivots, gears, rack and pinions; long-lasting accuracy. 


Lufkin’s precision tools are loaded with exclusive 


—a ws 
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features that help make them easier to sell. And, it’s 
the complete line for volume business! 

It’s all topped off with the biggest advertising and 
promotion program in the industry. Featuring hard- 
sell ads in Look, Popular Science, Popular Mechanics, 
Mechanix Illustrated and specialized machinists’ journals. 

Switch ’em to Lufkin... and give customers “‘some- 
thing extra” in Lufkin quality. You get easier selling 
and more repeat sales for volume business! 

Lurkin, Saginaw, Michigan. 








NO “NEW IMAGE” FOR US, THANKS 


a 


ote 


Jonhins Brey 


Seems nowadays practically everyone talks about “changing the image, 
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creating 


a new corporate image” or “giving the product a more dynamic image.” 


There’s no such talk around Jenkins Bros. 


When it comes to valves, we’re as modern as tomorrow! But when it comes to a 
new corporate image, no thanks. Not for us. Our corporate image is nearly 100 
years old, and it still suits us just fine. Here’s why: 


We'll Keep our Old, 1869-Model “Image” - 
Our Business Friends Seem to Like It 


“A Fair Offer” was first published in 1869. 
Simple and forthright, it said that Jenkins 
Bros. wanted Jenkins Valves to be judged 
on performance. But — and this made the 
difference — not on performance in the 
average application, but rather in the very 
toughest one. Note that phrase, “the worst 
place you can find.” 


To us, it just naturally figures that the prod- 


® 


Jenkins Bros., 100 Park Avenue, New York 17 


uct which asks for the hardest job, will also 
be better, longer lasting and more trouble- 
free in regular, run-of-the-mill applications. 
Makes sense, doesn’t it? 


At intervals we republish “A Fair Offer” 
just because it does make sense to so many 
of our customers and friends. It’s a useful 
reminder that products may change but high 
standards never go out of style. 


A FAIR OFFER 


If you will put a Jenkins Valve, rec- 
ommended for your particular serv- 
ice, on the worst place you can find 
. . » where you cannot keep other 
valves tight — and if it is not per- 
fectly tight or it does not hold 
steam, oil, acids, water or other 
fluids longer than any other valve, 
you may return it and your money 


will be refunded. Dontins roy 


This early Jenkins Catalog carri@gme famous A FAIR OFFER which has appeared in every catalog since 1869. 
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ADVERTISING TO HELP YOU SELL 


So it doesn't break---So what?? 


So we can bend a Marve. High-Speed-Edge 
Hack Saw Blade double, and it won’t break. 
Does this prove anything? 


Let’s see if it does. When you buy a box of hack 
saw blades, you expect each blade to have a 
reasonable cutting life. For example, take an 
ordinary blade that costs $4.00, and you expect 
it to produce 2000 sq. inches of accurate cutting- 
off before it is discarded. Would you be willing 
to pay $8.00 for that same blade? You will, if it 
breaks halfway through its expected life. 


Bending a Marvet High-Speed-Edge Hack 
Saw Blade to demonstrate that it is truly un- 
breakable proves the point that you get every 


square inch of blade life you pay for when you 
buy MARVEL Blades. 


Safety to both operator and machine, plus 
maximum blade life, seem like value enough 
from this remarkable blade. However, these 
MARVEL Blades give you even more, for they 
will cut faster, with greater accuracy because 
they can be safely tensioned more taut in your 
machine than ordinary “‘breakable’”’ blades and 
are therefore more rigid to resist deflection. 


Cost? Unbreakable MARVEL High-Speed-Edge Hack Saw 
Blades are priced competitively. Use MARVEL Blades 
consistently with complete confidence because they have 
no equal for value. Leading Industrial Distributors stock 
and sell MARVEL. Ask yours today. 


ARMSTRONG-BLUM MANUFACTURING CO. 
5700 West Bloomingdale Avenue « Chicago 339, Illinois 
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RUST I 


fits “hand-in- 


UNIQUE 
PRODUCT 


You sell the difference between 

Rust-Oleum and every other 

coating, because Rust-Oleum is 

literally the only one of its kind 

—from the remarkable 769 
Primer 


HIGH REPEAT 
SALES 


of 
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OTC 938 Push-Puller —a 
with forcing screw threaded 


into a 943 cup pulling attachment 
removing bearing cup from blind hole. 


Save time, cut costs in removing and 
installing cups, bearings, gears, seals, 
pulleys, etc., with versatile OTC pullers 


Save time, up profits by having the right tools in your shop to get 
the job done quickly, safely, easily — versatile OTC pullers with 
attachments. Manual or hydraulically operated .. . fit all makes of 
equipment. Complete hydraulic maintenance sets available in 
174%, 30 and 50-ton capacities. 


(A) Pulling rear axle inner bearing cup 
without damage or distortion to parts with 
some OTC-Push-Puller unit shown above. 


Removing transmission main shaft 
front bearing quickly and easily with OTC 
1002 Grip-O-Matic puller and 951 bearing 
pulling attachment. 


FREE 
CATALOG 


Help your customers solve their maintenance problems. 
Sell OTC. Distributorships onen in some states. 


ete -. OWATONNA TOOL COMPANY 


373 Cedar Street, Owatonna, Minnesota 
Cable Address: TOOLCO 








Starts on page { 





portation, handling, packaging, sell- 
ing, financing, and what have you. 
Others hotly maintain distribution is 
only the small, physical side of 
“marketing,” and they find them- 
selves in contention with still others 
who say marketing is only a phase of 
distribution. 

Now comes Prof. Stanley H. 
Brewer of the University of Wash- 
ington with a new definition of dis- 
tribution. In fact, he has a new word 
for distribution—rhochrematics. He’s 
derived it from the Greek rho mean- 
ing “flow,” and chrema, meaning 
” “things.” 

His definition of rhochrematics 
runs (or flows?) briefly this way: 


“products,” “materials, 


“It embraces the areas of materials 
management and physical distribu- 
tion and includes elements of pur- 
chasing, traffic, production planning, 
inventory control, warehousing, dis- 
tribution of products and parts.” 


Not that we're suggesting any of our 
readers need an “emotional checkup,” 
but we feel that Dr. William Men- 
ninger, founder of the famed Men- 
ninger Clinic of Industrial Mental 
Health, has some worthwhile recom- 
mendations aimed at improving ex- 
ecutive mental health: 

* “Periodically, the executive should 
set aside some time to think about his 
life goals—immediate and future— 
and his progress towards them. He 
should review carefully his priorities, 
his ambitions, and aspirations. He 
should consider how much time he 
devotes to his family. And he should 
take vacations.” 

¢“A kind of vacation is spending 
time on an avocation, enjoying a 
hobby, one which provides enrich- 
ment, refreshment, and relaxation to 
life during the working years, but 
it also can be a sound preparation 
for the retirement years.” 

¢“The executive must face up to 
his role in the organization. He 

continued on page 18 
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O-B Valves 


tain positive control... 














Plants piping steam, water, gas, air and oil to production 
machinery find O-B valves hold up under severest demands. 
They’re made for them. O-B bronze valves (like No. 1201 
globe pictured) combine fine casting, precise machining 
and sound engineering to maintain positive flow control. 


rile 


‘ 


Its exclusive construction features make this UL-listed 
dispensing valve ideal for transferring LP-gas from tank 
to tank. Body is extra heavy bronze that withstands rough 
handling. A stainless steel spring effects tight closure and 
a special latch holds valve open until it’s released. 

















Cating-Cooinege sysven 

Accurate heating, air conditioning and balancing of year 
"round combination systems are assured by O-B “Equa- 
temp” valves—used also for radiant heating. A quarter turn 
of stem closes valve, simplifies draining without need for 
refilling system. Special design discourages tampering. 


bok 


























nes 


Reliable operation of oil burning furnaces is aided by this 
O-B bar stock valve with needle point that maintains 
precise regulation of fuel. Special copper base bronze stem 
and disc offer excellent corrosion resistance, making this 
valve ideal for water and gas service as well. 








10063.VW 


You profit most when you sell the complete O-B bronze valve 


line. Consistent quality, exclusive features and a broad choice 


of sizes from \ to 3 inches give you many advantages. So does 


the extra sales help you get. Write for new folder, “Your O-B 


Full-Profit Program.” 


OHIO BRASS COMPANY «= Mansfield, Ohio 
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You'll sell more valves in the 
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There are 

300 different 
stock fractional 
horsepower 
motors in the 
Bodine line 


1/2000 to 
1/6 horsepower 


... including a wide range of speed 
reducer motors (TORQUES 1.3 in. oz. 
to 219 in. lb.... SPEEDS 0.7 to 300 
rpm. ... RATIOS 6:1 to 1800:1) 


QUESTIONS 
AND ANSWERS ABOUT 


BODINE MOTORS 

What about Bodine quality? 

Quality products are powered by qual- 
ity motors. These nationally known 
products use Bodine Motors: Victor 
Adding Machines... Sanborn Instru- 
ments... Howe Scales... Royal Elec- 
tric Typewriters ... Ampex Tape 
Recorders . .. National Cash Registers 
...Cutler-Hammer Controls... and 
many, many others. 


What do users say about Bodine 
Motors? 

A. B. Dick Co., “They’re reliable, 
rugged, compact.”’ Haloid Xerox, ‘‘We 
get consistent, trouble free perform- 
ance.”’ Leeds & Northrup Co., ‘““Bodine 
Motors are rugged, dependable.”’ Gen- 
eral Binding Corp., “Service require- 
ments on Bodine Motors are almost nil.” 








Are Bodine Motors well known? 


Definitely! Bodine advertises aggres- 
sively in 14 national magazines... 
including U.S. News & World Report, 
and Business Week. Bodine has manu- 
factured quality fractional horsepower 
motors since 1905... more than 
5,000,000 of them! 


Look at your Sweet’s File, or Thomas 
Register for product information and 
the location of your nearest distribu- 
tor. (A limited number of distributor- 
ships are available in a few selected 
areas.) Bodine Electric Company, 
2534 West Bradley Place, Chicago 18, 
Illinois. 





BPOUINE 
fractional J, ssower a 
MOTORS — 


the the 
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PATENT PENDING 


UNALON LINER 


A new twist for the old “handful” of tools problem, 
UN-A-LOK greatly simplifies bushing layout and installa- 
tion. Eliminates screw hole layout, drilling, tapping, lock 
screws and holding clamps. Saves time. Lowers labor 
cost. A quick twist is all that’s needed to remove or 


aa 


replace an American Slip Renewable bushing in Ameri- 
can’s new UN-A-LOK LINER. No tools required. Finger-tip 
pressure alone locks the American bushing in place. The 
UN-A-LOK Delta Liner eliminates the plastics engineer's 
problem of locating lock screws in plastic dies. Allows any 
standard A.S.A. Slip Renewable bushing to adapt to this 
liner, giving you the perfect answer for plastic tooling. 
UN-A-LOKS are also available in A.S.A. Ground and Un- 

ground finishes. 


Get full list of UN-A-LOK LINERS in the new American Catalog. Write for Free copy today. 


DRILL BUSHING CO.,5107 PACIFIC BLVD., LOS ANGELES 58, CALIFORNIA 


February 1961 
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HI-SPEED 
Cable 
Rewind 
Crank 


hed &) = 
22-5) 
CAPACITIES 


LUG-ALL ¢ 


w 


>) prices 


start at 
$29.50 


Superior to anything on the market. Simplified design 

with fewer parts. Detachable high-speed cable wind-up 

handle. Highest quality flexible aircraft cable. Safety handles 

design tested for overload to protect operator. Guaranteed one 

year against defective parts. Also especially corrosion-proofed 
models for use in chemical plants, mines, etc. 


Stock And Sell The Most Asked For Cable-Rachet Hoist 
Lightweight @ Versatile @ Compact 


THE LUG-ALL COMPANY 
HAVERFORD 11, PENNSYLVANIA 





Ideas and Opinions 


starts on page 7 


should be an honest, considerate, 
affectionate leader in order to mak 
it possible for his associates to live iri 
harmony with him and he with them: 
He also must realize that because of 
his leadership ability, the executive 
has a responsibility to his own com- 
munity.” 

* “Basic to the improvement of the 
executive's mental health and the re- 
duction of tension-producing situa- 
tions is for him to learn more about 
himself, how he relates himself to 
other people, how he handles his 
hostile feelings, and realizes that the 
best neutralizer of hate is the ability 
to love, which expresses itself in 
understanding, tolerance, generosity, 
humility, and constructive activity.” 


A Capital Idea 


Outfit name of Research Institute of 
America polled 30,000 businessmen, 
came to this conclusion: “Most busi- 
nessmen are willing to give up 
capital gains treatment of depreciable 
property sales in return for a more 
adequate depreciation system.” 

The depreciation system most of 
them would prefer is one giving each 
company freedom to set its own 
schedule of years for depreciating 
plant and facilities—provided such 
systems are consistent, not changed 
willy-nilly. 

The Research Institute used a 
questionnaire identical to that used 
recently by the U.S. Treasury Dept. 
and the Small Business Administra- 
tion. This, says the Institute, is cheer- 
ing—meaning it’s encouraging that 
the Treasury people are turning to 
businessmen for guidance on tax 
matters. 

Moreover, says the Institute, in- 
dustry witnesses testified to Congress 
earlier this year that American in- 
dustry is burdened with $100 
billion worth of obsolescent equip- 
ment, so it’s time a change was made 
in depreciation rules to enable in- 
dustry to increase its expenditures on 
capital equipment and improvements. 
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A leading distributor te//s us: 


“Experience has shown us that our biggest selling lines are those 
backed by an aggressive promotion program on the part of 


our suppliers .. . both on a national and our own local level.” 














ADVERTISING AND 
[ {MERCHANDISING 


says T. A. Summers, Shelby Electric, Memphis, Tennessee 


“Our steady growth 
reflects the effectiveness of 
Gates advertising support” 


‘“‘We were impressed from the start with Gates advertising and 
WAREHOUSE AVAILABILITY 


1 EE sales promotional programs. Trade ads have helped to build high user 
acceptance, but, most important to us, are the materials and programs 


available to us right in our own trading area. Gates Advertising is written 
from the distributor’s point of view ... and best of all it works! 
We've stepped up our sales of Gates products as well as other lines 


as a result of using Gates advertising. 


The Gates Rubber Company 
ae : World's largest maker of V-Belts Denver, Colorado TPea-ee4 
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When you buy new tools or 


four factors come first 


ACCURACY GRIP 


® Precisely the 
point... 


where the tool does its work, 
where profits are made and lost, 


where accuracy and grip of 
Jacobs Chucks reduce tool 
breakage, downtime and rejects. 


The Jacobs Model 50 is the world’s most modern A JRACY is greater with Model 50 because 
collet chuck. Model 50 and its entirely new series collet jaws are always parallel and maximum run- 
of Jacobs Rubber-Flex collets have been developed out is .001” T. I. R. at the nose, when properly 
especially for Atlas, Clausing, Delta, Logan, Shel- mounted. 

don, South Bend and similar lathes. With Model RIP is greater because the extra long collet jaws 
50 on your lathe you get a lot more for less. have tremendous torque capacity. 
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modernize your old ones 


at the chucking end 


RANGE PRICE 


COMPLETE SET OF 10 
RUBBER-FLEX COLLETS 
CHUCK ANY BAR 
BETWEEN 

340” and 114,” 


is greater because the 10 Rubber-Flex 
collets in this new series cover a greater bar stock 
range than 63 old-fashioned split steel collets . . . 
.100” range per collet. 


PRICE is revolutionary! 


70" ‘63° 


Model 50 Complete set of 10 
Collet Chuck Rubber-Flex Collets 


This performance at these prices proves the 
point. You can’t afford not to modernize your 
lathes with Jacobs Model 50 and Rubber-Flex 
collets. 

See your Jacobs industrial supply distributor. 
Give him the opportunity to prove the facts with 


a demonstration at your desk! Call him today. 


If you’d like further details before you call, write hx CH *~ 
Jacobs, Department 196 at the address below. =f 


THE JACOBS MANUFACTURING COMPANY, 


i WEST HARTFORD, CONNECTICUT 
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Keystone Use-Matched Coolant 
raises production speeds 45%, 
extends tool life 40% 


This manufacturer of electrical equipment had a 
production step which involved the machining of 
light-weight, high strength titanium forgings. The 
problem was to find a suitable cutting fluid for this 
hard-to-machine part. 


Switching from conventional oil-type cutting fluids to 
a water-type product developed by Keystone, brought 
almost spectacular results. The new coolant, 
Keystone No. 106, provided faster speeds and feeds, 
better dimensional control, smoother finishes, 40% 
longer tool life, and production was increased 45%. 


To Keystone, these results were not surprising. No. 106 
Coolant was especially developed by Keystone to 
provide the high lubricity of straight cutting oils, 

plus the superior cooling properties of water-type 
lubricants. Ideal for machining all metals except 
Dowmetal and other magnesium alloys, it is odorless, 
smokeless, and nonflammable. In short, its 

properties are matched to its job. 


guarantee of at least a 10 percent saving over their 
present cost of lubrication, including labor required for 
application—a guarantee made by 


no other lubricant manufacturer! 


; KEYSTONE LUBRICATING 
can this case study COMPANY, 2Ist & Lippincott - — 


help you close an order? Sts., Philadelphia 32, Pa. SPECIALIZED 
LUBRICANTS 


Wherever there’s a lubrication problem, there’s a 

Keystone specialized lubricant that is matched to 

the job. As a Keystone distributor, you have one of 

the nation’s largest stocks of special formula 

lubricants, ranging from bricks through semi-solid HERE IS REAL 

and liquid greases, to light penetrating oils and 

coolants. This nationally advertised case history is SALES ASSISTANCE 
helping to pre-sell your customer, so you can help 

him pin-point the one Keystone lubricant especially 

developed to step up his performance, end waste, cut 

downtime, or stop costly wear in a specific application. The Keystone Cutting and Grinding Fluids Booklet (BK-21) 


. . shown here is just one of the many sales aids offered by 
If your customers are not getting the most from 


their present lubricants, tell them about Keystone’s national advertising and publicity means you are selling a 
broad line of cost-cutting lubricants, and about known name and known quality. And that saves selling time. 
Keystone’s free Engineering Service. Remind them, 

too, that all Keystone lubricants carry a no-quibbling a ee 


Keystone to help pre-sell your customers. In addition, 
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SKIL 


COMES 
THROUGH 


with the 
biggest 
Saw news 
Te ES 


TURN PAGE AND SEE ———} 








——~ 


NEW! SKIL WORM-DRIVE SAWS 


With “Burnout-Protection” Motors 


In these all-new versions of famous 
Skilsaw Models 367 (614"),77 (7%”"), and 
825 (8%”"), you'll find all the important 
Skil traditional features including high 
torque worm drive, all ball bearing 
construction, ‘Vari-Torque” clutch, 
PLUS 12 major improvements. New 
Skil B-P motors give ‘“Burnout-Pro- 
tection” even with frequent, excessive 
overloads—motor is actually backed 
by full year free service guarantee. 
Skilsaw 10”, 12” and Groover worm 
drive saws also feature new B-P motors 
for maximum motor life. 


NEW! SKIL TOP HANDLE SAW 


With “Burnout-Protection” Motor 


This brand new 61%” saw rounds out 
Skil's line of extra powerful top handle, 
super duty saws. Like the 7%” Model 
857, 8%" Model 858 and 10” Model 860, 
it features Skil's exclusive ‘Floating 
Guard"’—even on extremely shallow 
depth settings, the blade is completely 
covered. Other features for greater 
convenience and safety include: ex- 
clusive push-button lock that secures 
the saw shaft for easy blade changes; 
exclusive ‘‘Vari-Torque” clutch that 
protects against kickback; convenient, 
easy to set depth and bevel controls 
ale Me- time of- lime el=t-lalale motelal-y cae leatlels 


New! Greatest Skilsaw 


setting new standards of performance to 


Here are the most advanced power saws the world has and convenience. 

ever seen—the finest accomplishment of Skil’s 36 years Then add up what these advantages can mean to you 

of saw leadership. in more sales, more profits, faster accessory turnovers. 
We invite you to compare each of these Skilsaw Ask your Skil representative for more details. Or 

Power Saws for cutting speed, for quality of workman- write: Skil Corporation, Dept. 1158, 5033 Elston 

ship, for multiple use versatility, for handling ease Avenue, Chicago 30, Illinois. 





NEW! SKIL JIG SAW 


World's fastest cutting ... with 
2 speeds for metal and wood! 


Flick the Model 160's switch to high 
speed for cutting wood (up to 2%’), 
plastic and compositions. Flick it to 
low speed for fast metal cutting with 
an absolute minimum of blade wear. 
Rips,cross cuts, plunge cuts, notches, 
roll cuts. An exclusive 3-position 
foot.adjustment lets you cut plywood 
without the usual, splintering. Exclu- 
sive one-inch orbital stroke helps make 
dali-me cal-mZelaleM—mi-t-)(-1-) Mone naclalemilel-t- le 
Bevel cuts full 45° right or left too! 
And it's superbly balanced for easy 
arcTalelitalep 





NEW! SKIL RECIPRO SAW 


All new version of world’s 
first two-speed reciprocating saw! 


New ideas, like lengthening the blade 
“) igo) (=m Gio) anr-t-) (clamor eh adlalem-leadlelad m-lale mr 
J ol -renr- 1 Mantel ides oles-thdlelaim oli-lel-M-jalel-m Gieli 


even longer blade life) are examples of 


the major improvements in the new 


Model 700 Recipro Saw. Two speed 
motor delivers 3500 strokes per minute 
fo) an r-1-) Mole) Gelato Mme) an’ Zelele mere) ial elel-ti diel ae 
plastic; 2600 s.p.m. for routine metal 
cutting jobs. New Model 701 Metal 
Cutting Recipro saw also available for 
fastest cutting of all metals, any highly 
abrasive material. Both models come 
complete with carrying case 


power saws in 36 years! 


create new markets, new profits for you 


-22and SKILSAW POWER TOOLS 














WHITMAN s BARNES 


Orv GON OF Umi THO GMEEN TELS Commoner ion 
MAKER SG OF FINE TOOLS SBItnece teat 


PLYMOUTH, MICHIGAN 


Mr. Charles S. Mill, Publisher 
Purchasing Week 

330 West 42nd Street 

New York 36, N.Y. 


Dear Mr. Mill: 


We, at Whitman & Barnes, are proud of the fect that many of our 
industrial distributors have represented us for over 40, 3 and 
even 65 years! We appreciate this loyalty to our products and 
policies and, in return for such support, we strive to give our 
distributors every bit of sales help we can. 


Effective advertising is one wey we can do this and, as « part 
of such @ program, we carry complete schedules of ads in a number 
of the leading business publications. Your aagezine is included 
because it gives us excellent coverage among Purchasing Agents 
and Buyers - buying influences which we must continually contact, 
pre-sell, and keep sold. 


Again, in 1961, we will use Purchasing Week to help us meet these 
objectives. 


Sincerely, 
& BARNES 


bdS Whi 


D.T. Meisel 
Advertising Manager 








e e “Many of our distributors have represented us 
for over 40, 50 and even 65 years! We appreciate 
this loyalty to our products. ..in return for such 
support, we strive to give our distributors every 
bit of sales help we can.” These are the words of 
Mr. D. T. Meisel, Advertising Manager, WHIT- 
MAN & BARNES, Division of United Green- 
field Corporation. 

Giving these distributors “every bit of sales 
help” means a continuing program of advertise- 
ments, catalogs, mailers, stuffers and data 
sheets, some of which are shown here. A most 
important phase of this distributor support is 
business publication advertising directed to po- 
tential customers. 

Mr. Meisel has this to say about his advertising 
campaign .. . “We carry complete schedules of 
ads in a number of the leading business publica- 
tions. PURCHASING WEEK is included because it 
gives us excellent coverage among Purchasing 
Agents and Buyers — buying influences which 
we must continually contact, pre-sell, and keep 
sold. Again in 1961, we will use PURCHASING 
WEEK.” 

Mr. Meisel and Whitman & Barnes are among 
the growing number of industrial suppliers who 
advertise in PURCHASING WEEK to reach the 
men who must be continually contacted and pre- 
sold. Here are some of the reasons why: 


1. To make contact with 25,000 key Purchas- 
ing Executives throughout industry and 
business. 


2. To give sound reasons why their products, 
materials or services should be bought through 
you. 

3. To support your local selling efforts. 


4. To help you to reduce sales costs and in- 
crease profits. 


These are the very same reasons why it will 
benefit you to encourage your suppliers to adver- 
tise regularly in PURCHASING WEEK. 


Purchasing Week 


McGRAW-HILL'S NATIONAL NEWSPAPER OF PURCHASING 


330 West 42nd Street, New York 36, N.Y. @: @® 
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Yale Spur Gear Chain 
Hoists. Ranging from ‘4 to 
40 tons capacity 


Yale Load King Wire Rope 
Electric Hoist. Capacities 
‘4 to 1 ton. Two brake 
safety. Standard models 


Yale Pul-Lift. Can handle 
capacity loads (% to 15 
tons) link or roller chain 
models. Self-actuating load 


Yale Tractor Trolleys range 
in capacity up to 5 tons 
Save time and money in 
moving materials. Easy roll 





weather resistant 


available with 


Capacities ‘4 to 


Yale Midget King Electric Hoist. Versatile new link chain hoist lets operator 
pick up material not directly under it. Operates for less than two cents a 
day. Hook or trolley models in capacities of 4%, %, %, 1, and 2 tons 
Hoist-and-load protecting upper and lower safety limit stops plus two brakes 
provide positive safety. Roller chain models available. 


2 tons safety hooks 


Ratchet handle ac 
Fracture resistant 


Also brake 
chain tion 


ing action hand models 
available in capacity up to 
40 tons 


Df 


Yale Load King Hand Hoist. Capacities: 4 to 12 tons. Provides portability 
low headroom, faster hoisting, and greater ease of use. Revolutionary 
Synchro-matic Load Brake. Up to 95% efficiency. Friction minimized by ball 
bearings on all rotating shafts 
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m You can recommend the right Yale hoist for every type and size of industrial and 
commercial hoisting application. Never have to pass up a sale because of lack of the right 
model. What’s more, Yale parts depots and repair centers 

enable you to provide speedy, first-class service. 


Yale also backs up your selling efforts with Yale field sales ° 
engineers to assist you on hoisting applications. In addition, YA a 2 
Yale supports you with information-packed literature and broad 

advertising programs telling your customers of the advantages HAND, AIR, AND ELECTRIC 
of specifying Yale hoisting equipment. HOISTS + TROLLEYS 


Yale Materials Handling Division, Dept. X-101, Phila. 15, Pa., 


a Division of The Yale & Towne Manufacturing Company YALE & TOWNE 


customers’ every need! 


Yale Air Hoist. Capacities of 4, 4%, and 1 ton. Lightweight and com- Yale Cable King Electric Hoists are the ideal heavy-duty hoists for any 
pact. Explosion-proof motor. Infinite speed contro! assures smooth lift load. Capacities: 4 to 15 tons. All types of suspension. Two brake 
Choice of roller or link chain, pendant or pull-cable control. Idea! for safety. Can be supplied for all types of operating conditions. Positive 
overhead handling in hazardous atmosphere load brake lubrication plus air cooling assures long life. 
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he opens new accounts for you... 


ne 


another reason it pays to sell STANSCREW 







ae 





solves your customers’ problems... 


And it doesn’t cost you a cent 


rials and know-how to develop sales-building 
direct mail and other promotional programs for 
you. 

He offers a complete line. . . over 5,500 different 


He’s the Stanscrew fastener specialist. His job 
is to increase your sales. 

Working alone or with your salesmen, he opens 
new accounts .. . then turns them over to you. 
Qualified by training and experience, he tackles 
tough application problems for your customers 
. .. with the help of one of the industry’s sharpest 
technical teams. 

He supplements the selling effectiveness of 
your men in many ways. He holds productive 
sales meetings... can arrange attractive exhibits 
in your local trade shows. . . and has the mate- 


standard fasteners . . . no “‘gimmicks or gadgets” 
to clutter your stock. All 5,500 are available at 
three convenient plants . . . orders normally 
shipped in less than 24 hours . . . so you ¢an 
hold stocks at a minimum, yet provide the 
fastest possible service. 

These and other advantages add up to more 
profits. For the full story, write today. 











holds sales meetings for your men... 


STANSCREW 
MEANS 





arranges your advertising program... 


A complete fastener line 
--.over 5500 catalogued 
items. 


Industry’s broadest pro- 
tection on all sales in 
your territory. 


Continuing sales help... 
fastener specialists sell- 
ing with you and for 
you. 


Fast service . .. orders 
shipped within 24 hours. 


STANSCREW FASTENERS 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HIMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, Illinois 


Superior fastener qual- 
ity...the exclusive Car- 
bon Restoration process, 
for example. 


A consistent promotion 
program that helps pre- 
sell your customers. 


Preferred and specified 
by leading manufactur- 
ers in all industry classi- 
fications. 





WHEN 
YOUR CUSTOMERS 
NEED...... 


® Quick Action 
® Leak-Proot Seal 
® Minimum Pressure Drop 
® Straight-through full tlow 
® Vaives that cannot wedge or jam X tT 


Less than 


® Self-grinding rotating disc X\ Ye turn 


SPECIFY ibis samt 
EVERLASTING 
VALVES 





BOILER BLOW-OFF 
Quick acting GENERAL SERVICE hee P STEAM JACHETED 
, , y 
also handwheel Where drop-tight controlled, 
operated “Y” and seal and full flow electrically or 
angle types. is essential. manually. 
For pressures 
up to 600 psi. 


WEIGHT-OPERATED 
Assures free For automatic 
flow of viscous drains or emergency 
materials. shut off. 























For more information write for these bulletins + 


EVERLASTING | 
Boiler a thon 


Service 


Valves 74 


VALVES 


EVERLASTING VALVE CO., 63 FISK STREET, JERSEY CITY 5, N. J. ev-407 
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MACHINERY MANUFACTURERS 
HELP YOU SELL 
LUBRIPLATE LUBRICANTS 


The unsolicited testimonial shown in the adjacent 
column of advertising is typical of the thousands we 
have received from machinery builders and satisfied 
LUBRIPLATE users from Coast to Coast. Many 
equipment manufacturers have found LUBRIPLATE 
lubricants so outstanding that they place instruction 
tags on each machine before shipment. This tag 
specifies the LUBRIPLATE lubricant to be used for 
best results. 


Attached to the tag is a removable post card. Upon 
receipt of the machine, the buyer tears off the pre- 
addressed post card, signs and mails it to us. We 
then notify him of the name of the nearest LUBRI- 
PLATE distributor and notify the LUBRIPLATE 
distributor of a “sure fire” customer. Yes, machinery 
manufacturers help you sell LUBRIPLATE lubri- 
cants. 


With so many machinery manufacturers recommend- 
ing LUBRIPLATE Lubricants you can be sure 
LUBRIPLATE is far above all ordinary lubricants. 
LUBRIPLATE lasts longer and, more important, 
makes bearings and machine parts last longer. The 
smart distributor salesman asks for an order for 
LUBRIPLATE lubricants every time he makes a 
call. If your customers are not already using LUBRI- 
PLATE for all applications, it will pay you well to 
introduce LUBRIPLATE and spread its use. There 
is a LUBRIPLATE product for every application. 


LUBRIPLATE lubricants are so effective that ‘‘ once 
a user, always a user’. The distributor salesman 
selling LUBRIPLATE is building himself a profitable, 
permanent business 


LUBRIPLATE 


THE MODERN LUBRICANT 
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"WE RECOMMEND 
LUBRIPLATE FOR 
HENRY & WRIGHT" 3 


—says 
The Hydraulic Press Mfg. Co. 
A Division of Koehring Co. 
of Mount Gilead, Ohio 











“We have had excellent results with 
LUBRIPLATE in our new double crank 
design Henry & Wright Dieing Machines 
which we recently acquired from Em- 
hart Mfg. Co., Hartford, Conn. This 
follows the same fine results Emhart had 
with LUBRIPLATE in single crank Henry 
& Wrights for many years. In the Oper- 
ating Manual that goes with every new 
Henry & Wright machine, you will find 
that we recommend LUBRIPLATE.” 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE GREASE AND 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 


LUBRIPLATE is available 
in grease and fluid densi- 
ties for every purpose ... 
LUBRIPLATE H.D.S. 
Moror OIL meets today’s 
exacting requirements for 
gasoline and diesel 
engines. 




















For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ““LUBRIPLATE DATA BOOK”... a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 








Get the Extra Power, Performance.... 


AIR OE 


+ TIC 
ELECIES 


The new H.D. 1" No. 482 Air impact Wrench, the mighty 
big one, is intended for the kind of jobs that tear up 
ordinary 1” wrenches. 


SIOUX Air Impact Wrenches deliver up to 15% more 
torque while consuming 30% less air! 


SIOUX Electric Impact Wrenches such as the No. 330 
illustrated, deliver the extra measure of efficiency, 
performance and freedom from trouble you expect 
from SIOUX. 


Use 











ura. Calo mm Mol alo mm @ihi-tme)i 


IMPACT =< 
WRENCHES! 


NO. 322 \ 





WHEN IT’S A SIOUX YOU KNOW WHAT IT WILL DO 
SIOUX tells you the torque your air or electric impact 
wrench will deliver. Don’t buy just 2 wrench. Buy cer- 
tified SIOUX power! 


The No. 270 SIOUX Siugger is an all purpose meta! 
working tool. It cuts metal, breaks spot welds. splits 
nuts, shears bolts, punches out pins, and scrapes 
metal clean. 


all the way through! 





oe tts ot 








Sioux City, lowa, U.S.A 


Canadian Warehouse: 379 Comstock Road 
Scarborough, Toronto, Ont 


SOLD THROUGH DISTRIBUTORS IN CANADA AND 
OVERSEAS. FIND YOUR NEAREST U.S DISTRIBUTOR 
UNDER “TOOLS, ELECTRIC” IN THE YELLOW PAGES 


& AIR & ELECTRIC IMPACT WRENCHES e DRILLS 
e SCREWDRIVERS e NUT RUNNERS e SANDERS 
e GRINDERS @ ELECTRIC POLISHERS e FLEXIBLE 
SHAFTS e PORTABLE SAWS e VALVE GRINDING WA- 
CHINES @ ABRASIVE DISCS 








THIS YARWAY IMPULSE” 


_STEAM TRAP < will Capture new 
Soa” — markets...and 
g profits for 


a 


Bays” 


. 
RD» 
> 
> 
~"> 
é2 


YARWAY No. 30 


EL Newest addition to the Yarway Impulse Stearn 
Trap line—with a huge made-to-order market 
> for light load applications such as tracer lines, 
<<, wo steam headers, meter boxes, etc. in chemical 
Sco and petroleum plants; laundry and dry cleaning 
presses; and numerous other light load installa- 

tions throughout industry. 


With the addition of the Yarway No. 30 “light load” trap to your line of steam traps, you can now 
capture an even greater share of the market above—and boost your profits in the bargain! 


Yarway offers industrial distributors a golden opportunity to cash in on more good profits with this 
expanded line of steam traps featuring: 


1. High profit margin—considerably greater than the average, with an extra “plus”—additional 


discounts on Standard Package items. 


2. High turnover—most distributors report 4 to 6 times a year. More than 1,300,000 Yarway 
traps already sold! 


3. Strong promotion—a vigorous, hard-hitting advertising and promotion program to your 


customers 
4. Effective merchandising and sales help from trained Yarway sales engineers. 
lake a minute to get the full Yarway story. Write 


YARNALL-WARING COMPANY, 100 Mermaid Ave., Philadelphia 18, Pa. 


OTHER YARWAY “BEST SELLER” TRAPS 


SERIES 60— ; SERIES 40— 
- YARWAY 
for average for extra ” 
& loads tant heavy loads 
® A MARK OF QUALITY 
YARWAY IMPULSE° STEAM TRAPS  AGauaaaadaaual 
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NEW! NEW! NEW! NEW! NEW! NEW! NEW! NEW! NEW! NEW! 


A RADICALLY NEW METALLURGICAL APPROACH 
builds unprecendented durability into Heller 
“Ultras”. That’s why they’re certain to 
outlast all high speed steel band saws currently 
used in production cut-off work on ferrous metals. 
IMPROVED IN EVERY WAY! Special steel analysis 
The blades ... More advanced production methods . . . closer 
heat-treating control .. . stronger welds . . . more 
that outlast exacting pakee nets ! No wonder Heller 
“Ultras” deliver up to % more 
ali others! cuts per blade. Yet, the price is only 10% higher. 
This means as much as 75% savings in 
cutting costs. 
TESTS CONFIRM THEIR SUPERIORITY! Matched 
against all comers, at heavy feeds and higher 
speeds, the harder teeth, tougher bodies and more 
uniform full-blade flexibility of Heller “Ultras” 
are sure bets to win the race against time 
and costs. Seeing’s believing! — 


- 
, 
é 
FF 


“ULTRA”’ 
HIGH SPEED STEEL 


Z j ‘ #?/ 
PILECLGA COMMING 


SY UES 


A senna ory 
Every test , & BAND SAW 
arrange an 
order you take 
for Heller 
Pine High 
peed Stee 
Band Saws 
is the surest 
guarantee of 
— repeat 
usiness for you. 
Talk them u 
on every call. 
You'll be glad 
you did! 
— " 


17.0.16 


HELLER TOOL CO. Veg 18? NEWCOMERSTOWN, OHIO 


Our 125th year.... 1836-1961 Subsidiary of Simonds Saw and Steel Co, 


America’s Oldest File Manufacturer 


Branch Offices and Warehouses: Union, N. J. © Detroit @ Chicago © Shreveport @ Los Angeles ©@ SanFrancisco © Portland, Oregon 
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DIESSTON 
has the edge 


Why it pays to be 
a Disston distributor 


The best deal any manufacturer can offer you is, simply . . . the best 

product on the market. The best product stretches margins by fewer call-backs, 

less service required. Reorder business cuts cost-of-goods-sold. 

Result: better net profit! Disston gives you the best in portable electric saws. 

For example, the Disston D-725 has more power and more capacity than any other 

7%" saw on the market!* Disston wood and metal cutting tools find wide acceptance in whatever 

industries you serve . . . wherever you’re located. And easy-to-sell, recognized Disston Quality 

helps protect your net profit. *Write: Disston Division, H. K. Porter Company, Inc., 

Philadelphia 35, Pa. Disston wood and metal cutting tools: circular saws, hand saws, wide and narrow 
band saws, cutterheads, machine knives, power and hand hacksaws, files, rasp and professional power tools. 


DISSTON DIVISION PORTER H. K. PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbesws textiles, high voltage electrical equipment, electrical wire and cable, wiring 
systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and pipe fittings, roll formings and stampings, wire rope and strand. 
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POWELL = PERFORMANCE! 


115th year of manufacturing industrial valves for the free world 


POWELL VALVES 











By ARO 


Single Action Clutch 


This new Torqmatic is no ordinary clutch. First — it’s fully inter- 
changeable with the clutch and housing on any Aro “O” Series C- 
Model tool. No adaptors needed. No special tools. This means you 
can now get the proper torque control for varying job needs. 


What’s more, Aro Torqmatic delivers uniform torque action through 
any number of cycles. Torque is preset and operator cannot overrun 
the threaded fastener. Action is positive. Clutch disengages instantly 
when torque limit is reached . . . and remains disengaged until pres- 
sure on the work is released. No noisy ratcheting. No impacting action. 
You can use the Torqmatic on delicate jobs. 


The Aro Torqmatic features simple design with a minimum of working 
parts. You can count on it for highest reliability. Job test it. Ask your 
Aro Distributor. 


Fully Interchangeable With The Clutch 
In Any ARO “O” Series C-Model Tools... 
— NO ADAPTORS! — 


Easy to Adjust — Maintains Settings 
indefinitely 


~ Positive Torque Adjustment 


. . Smooth Ball Bearing Action 
—— 
= es Constant Dynamic Balance 


Declutches Without Kicking 


SS 


>. 


OO aa. Front End Support 


THE ARO EQUIPMENT CORPORATION 
Industrial Division + Bryan, Ohio 


Aro of California, 3141 S. Grand Ave., Los Angeles 7 
Aro Equipment of Canada Ltd., Rexdale (Toronto), Ont. 
Offices in Principal Cities 


AIR TOOLS 


Air Hoists-Automation Tools 
Ultrasonic Controls 
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Big market 
Big Volume 
Big Margins 


ona 
Small investment 


—_ 
sera 























more sales in more places with greater profits! 


Right now there are hundreds of untapped applications for © Market evaluation for your specific territory 
metal hose in plants throughout your area—extremely profit- © Big profit margins and a growing business 
able applications for both you and your customers. Complete training and tools to sell the market 

Flexonics, the most experienced name in metal hose, has 
packaged a program that puts this lucrative, growing market 
in the palm of your hand. Consider these advantages — get 
the complete story on a PMS distributorship. 


ie me i sc ® Flexonics Corporation 


’ 
FLEXONICS CORPORATION + BARTLETT, ILLINOIS i 310 E. Devon Ave. 
in Canada: Flexonics Corporation of Canada, Ltd., Brampton, Ontario j Bartlett, til. 


Small inventory investment 
Forceful advertising, direct mail support 


MAKE US PROVE IT! 


— om a ATTACH TO YOUR LETTERHEAD eum aun oem ony 


Please send me an analysis of my market 
METAL and SYNTHETIC HOSE 
EXPANSION JOINTS SUBSIDIARY OF CALUMET 4 HECLA, INC 
BELLOWS ¢ SPECIAL TUBULAR ASSEMBLIES 


for metal hose and the complete 
Flexonics PMS brochure. 


Ce oe oe ee es 0 0 es 


ee 
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Help Your Customers 


Cut Rising Costs NOW 


with 


rightboy 


You, Mr. Dealer, You, Mr. Salesman, can write sub- 
stantial new business, set up mushrooming repeat 
sales, by giving your customers exactly what they need 
and want NOW. Multi-Use Brightboy’s: 


BURRING + CLEANING + FINISHING + POLISHING 


frequently in one operation! ware ror we 
BRIGHTBOY 


TODAY'S APPROACH TO BIGGER TIME SAVINGS CATALOG 

The Revolutionary New Concept 

An excellent 
ee Pane pe ; door-opener 
for working all metals, wood, glass, NOW, 


of Abrasive Applications 


laminated materials, some plastics 

to present 
NEW & 
and-abrasive working action to believe it. ADDITIONAL 
it is to select exactly the right JOB-MATCHED wheels, sticks, rods USES FOR 
and blocks for automation, machine and manual operations. ABRASIVES 


READILY AVAILABLE STOCK TEXTURES 


Your customers must see Brightboy’s unique, simultaneous, rubber- 


They must see how easy 


featuring 
Fill customers’ orders from your stock or from our complete factory ® Methods and Applications 

> > Ty ‘ . cs ; £ > s s 1 a t . 
tock. PROMI I DELIV ERIES in all textures, extra fine to extra © Complete Range of Wheel Sizes 
coarse, in soft, semi-firm, firm and tough rubber binders. Revolu- © Machi S d 
tionary Brightboy, the only complete, comprehensive stock line of SSEne specs 


soft rubber bonded abrasives, is saving money for countless users The Brightboy Sales Proposition is just as 


exceptional as the merchandise itself! 





BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
95 North 13th Street Newark 7, N. J. 


America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 





NATIONALLY KNOWN @ NATIONALLY DEMANDED e NATIONALLY ADVERTISED 
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“The Yellow Pages helps us get 
up to 40 phone orders a day!” 


i 
Ie 
ih 


: 
i 


ltt 
il 
if 
iil 
i 


iff 
HU 
rh 
it 


| 


aut 
ITF 
| 


i 
i] 
Ft 

i 


i 
f 
i 


i 
? 
! 





says G. Taylor, V. P., Hill Tool & Supply Co., Rockford, Ill. 











Display ad (shown reduced) runs under 
INDUSTRIAL & MILL SUPPLIES. Cali the 
Yellow Pages man at your Bel! Telephone 
Business Office to plan your progrem. 


7 


“We do so much phone business, it’s easy to “One of several recent orders the Yellow 
see why the Yellow Pages is important to us!” Pages pulled in was for a $300 drill press.” 


“We use our Yellow Pages advertising “Very often, new firms in the area call and tell 
as a catalog to list 50 lines we carry.” us they found us through the Yellow Pages.” 


Display this emblem. It builds your business! 
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48 PAGES OF 
INFORMATION 


>» Production Processing 
| ee a ee 
» Operator Reference 


>» Stock Control 


PRESIDENT le 


an vow ee oe Distribution ro vice presIDENT =| 


saves MAN aGER 


inside MEN 


QuTSIDE MEN 


OTHER 


SELECTION ... USE 
HACK SAWS ... 
BAND SAWS 


with the compliments of 
THE CAPEWELL MFG. CO., HARTFORD 2, CONN. 


qm cad Dot 


THE CAPEWELL MANUFACTURING CO., HARTFORD 2, CONN. 


Send me copies of your “Selection and Use” handbook. 


FIRM NAME 


STATE 
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TRENDS AND PROSPECTS 


As General Business Goes, So Go Distributor Sales 





February 1961 


INDUSTRIAL PRODUCTION sagged to around 105 for 1960. Output 
totaled approximately 3% more than in 1959. Not much improvement in indus- 
trial production can be expected until the beginning of the second quarter 1961. 


CONSTRUCTION OUTLOOK brightens as awards continue improve- 
ment over 1959 figures. December heavy construction awards were up nearly 
13% over 1959. Total 1960 construction, however, will be up, but not by much. 


NEW AUTOMOBILE sales in 1961 will match or exceed those of 1960 
according to the top men in the industry, even though last year was the second 
best in history with almost 6,700,000 units sold. The Department of Commerce 
disagrees, predicting a 13% drop in 1961 production. General Motors, is backing 
its forecast with $1,250,000,000 for plant, machinery, equipment and tooling. 
Frederic G. Donner, GM chairman, also predicted a 40% rise in sales by 1970. 


STEEL CONSUMPTION in 1960 dropped only 3% below the 1955 
record, indicating steel buyers used more than they bought. Makers produced 
just under 100,000,000 tons, users ate into inventories. Normal Spring gains in 
steel use in construction, agriculture, canning and railroad work, plus end of 
inventory liquidation, suggests an increase in steel output in the coming months. 


MINERAL PRODUCTION UP 4% during 1960, with a value of nearly 
$18-billion. Output was second only to the peak reached in 1957. Even gold, 
which is reversing a four-year downward trend, rose 3% over the 1959 level. 


HOUSEHOLD APPLIANCE overall factory sales should be 3.5% higher 
in 1961 than in 1960, according to the National Electrical Manufacturers’ Asso- 
ciation. This includes refrigerators, freezers, ranges, water heaters, dishwashers. 
waste disposers and dehumidifiers. Sales of all items will not rise, water heaters 
down 2.1%; with refrigerators the same. Business will have slow first quarter. 


PEOPLE HAVE MONEY to spend, or so it would appear, judging from 
post-Yule sales. While the pre-holiday totals were under 1959, throngs turned 
out to take advantage of the after-Christmas specials, and this may set a record. 
This indicator now shows a favorable barometer for general business conditions. 


NEITHER BOOM NOR BUST is predicted for 1961 by a recent 
National Industrial Conference Board annual economic forum. It will be one 
of the “Middle Years,” marked by neither boom nor a great recession. Prices 
are expected to remain firm, and Gross National Product, now running around 
$503 billion. should rise to about $518 billion by the fourth-quarter of 1961. 
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INDUSTRY STATISTICS 


Monthly Survey of Changes in Distributors’ Sales Compiled from Confidential Figures 





Generally, most distributors report sales down because November 1959. Nearly all regions showed drops in sales. 
customers are generally buying less, especially for in- Richmond, Va., showed new investment in plant and 
ventories. November sales were down 5% compared with equipment continuing at a high level. Distributors in 





U. S. TOTALS 








ae ee Nov 60 3 ‘ Jan-Nov 60 * 
Compared WW i oe Compared (5 Compared 
Oct "60 Nov °59 es Jan-Nov °59 
Compiled by 
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SUPPLY SALES TREND 
FINAL FIGURES FOR Nov "60 Nov °60Jan-Nov’60 FINAL FIGURES FOR Nov ‘60 Nov ‘60 Jan-Nov 60 


Compared Compared Compared Compared Compared Compared 
NOVEMBER 1960 Oct 60 Nov °59 Jan-Nov °59 NOVEMBER 1960 Oct "60 Nov °59 Jan-Nov °59 





New England: conn. Me. — ae West North Central: ;... 
Vass., N.H.., RI. Vi (22) 3% 8% + 1% Kans., Minn., Mo.. Neb. 4% + 1% 4% 
V.D., S.D. (15) 








Bridgeport-Hartford- — 4% —11% + 1% 


Springfield Area Kansas-Western Missouri 6% 4% 


Area 








Middle Atlantic: nn ee : 
VJ., N.Y., Pa. (35) we Change Mo Shep 6% South Atlantic: Del., D.C.. 

Fla., Ga., Md., N.C., S.C., 3% 1% 
Va., W. Va. (26) 





Metropolitan New York- + 5% + 1% 5% 


northern New Jersey Area 








East South Central: 4/... 2% 4% 
Western New York : Buffalo Ky., Miss., Tenn. (7) 


Rochester-Syracuse- — 1% 1% 4% 


Binghamton Area 








West South Central: 4,/... 1% 


Philadelphia-Trenton La., Okla., Tex. (22) 
Wilmington Area 6% % 








Houston Area 





Pittsburgh- Wheeling- 1% 1% 
Yo town A 
os ae Dallas-Fort Worth Area 








East North Central: j,:, os 
Ind., Mich., O., Wisc. (64) 1% 8% + 1% Meanie: tle, Fae Id. 
ont., Nev., N.M., Ut.. 

Wyo. (8) 





Indiana Area — 2% 1% —_ 2% 








Wisconsin — 4% —12% — 2% Pacific: Cal., Ore. + 2% 


Wash. (22) 





Chicago Metropolitan Area — 1% —12% — 4% Los Angeles-San Diego Area +14% 1% 





Detroit-Toledo Area + 5% No Change + 6% Oregon Area + 2% 1% 3% 





Cleveland-Akron-Erie Area — 1% — 13% No Change Washington Area = 15% 13% = 1 1 % 
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. and movements of Prices of Products in Distributors’ Inventories Computed by 1. D. 





West South Central report oil drilling programs cut this month, with the total index up 1.3 over last year. 
sharply and building products producers not presently Fasteners are up 3.2 over November 1959, and 10.7 
active. Recently submitted Price Index figures are mixed greater than the monthly adjusted figure for October 1960. 


PRICE INDEX FOR 19 PRODUCT CLASSES 
NAME OF PRODUCT CLASS Per Cent 


Nov. 1960 Change From 


(1947-49 = 100) (preliminary) Oct. 1960 Nov. 1959 Year Ago 
Abrasive Products 143.2 143.2 143.2 

Cutting Tools 179.0 179.0 173.6 

Fans and Blowers 1635 = 1885 —s«*1822— 

Fasteners 209.6 198.7 203.0 

Incandescent Lamps 190.0 190.0 190.0 

Industrial Rubber Products 157.4 157.4 152.9 























Lubricants 102.1 102.1 96.1 
Materials Handling Equipment 174.0 174.0 
Mechanics Hand Tools (Files, saw blades) 190.9 190.9 











Metalworking Accessories 174.5 174.5 
Motors 113.5 113.5 107.1 + 59 
Paint 129.7 128.4 128.3 + 10 


Portable Power Tools 144.5 “392i (<Gtstt CO 

















Power Transmission Equipment Sa 185.1 186.2 181.0 + 25 





Precision Measuring Tools 148.2 148.2 1419 - 02. 
Pumps and Compressors 181.0 181.0 180.2 + 0.4 
Steel Products (Pipes, bars, nails, wire rope etc.) 186.2 186.2 186.8 — 04 
Valves and Fittings s -. oe oe 
Welding Machines ‘F2quipment, Rods 159601596 (tC (+ 


TOTAL INDEX (weighted average) 168.5 167.7 +13 




















Source: Bureau of Labor Statistics and Industrial Distribution 
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Now BYERS wears three hats 
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... single source 
for 3 important piping materials: 


BYERS WROUGHT IRON, 
PVC, STEEL PIPE 


Addition of steel pipe to our tubular product 
line gives pipe distributors these advantages: 


Money Saving—combining steel and wrought 
iron pipe in one carload; one purchase order; 
one invoice; one shipment; lower shipping 
charges. — 

Delivery—large inventory enables us to meet 
delivery dates of any steel pipe producer. 


* * * 


From our comprehensive technical library on 
piping material we know that: 


Wrought Iron Pipe—is a proven material in 


such services as brine lines, heating and 
drainage systems, to mention just a few. 


PVC (polyvinyl chloride) Pipe—is used in 
areas where acids and alkalies are deadly to 
metal pipe, also where electrolysis causes 
early pipe failure. 


Steel Pipe—is the workhorse of the piping 
field and used in services where initial econ- 
omy is a major consideration. 


Byers is looking for distributors interested in 
handling Byers pipe. Write or phone the 
A. M. Byers Company, Clark Building, 
Pittsburgh 22, Pennsylvania. 


..and the plus factor is BYERS 97 years of piping experience 


( : \ 


\ 


PIPING PRODUCTS: Wrought Iron « PVC « Steel 
ROLLED PRODUCTS: Plates, Billets and Bars « 


(meu Wrought |ron « Stainless and Alloy Steel 
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BUSINESS OUTLOOK 


From the Economics Department, McGraw-Hill Publishing Company, Inc. 





1961 Capital investment 


The fall checkup on capital spending plans for 1961 and 
1962, provides an indication of how far and for how long 
capital spending will stay on the downward trend. 

The results of the latest survey indicate that the invest- 
ment drop in 1961 will be relatively small. And the dip 
has only a little further to go. 

Business investment in new producing facilities in 
1961 is now scheduled to wind up only 3% below 1960, 
which was the second best capital spending year on 
record. If these 1961 plans are carried out, the quarterly 
rate of capital expenditures may be leveling out by late 
spring or, at latest, by early this summer. 

Business plans for new plants and equipment for 1962 
are only 4% below those for 1961, according to the 
McGraw-Hill survey. This is a relatively high level of 
planning and suggests that investment in 1962. still a long 


way off, may run well ahead of 1961. 
Spending To Drop Slightly 


Capital spending should drop about 3% in 1961. How- 
ever this is only a moderate drop. It would not be too 
surprising if the drop is actually 5-7%. Even a 7% 
would only be about two-fifths the 17% drop from 1957 


to 1958, and only about one-half the average decline in 


drop 


capital spending in the previous postwar recession years. 

With excess capacity and with manufacturers expecting 
only a 3% gain in sales this year, why shouldn’t capital 
investment drop much more than the planned 3%. 

There are two reasons why capital investment will hold 
up during this year. First, obselete facilities need to be 
replaced. Modernization needs of business is estimated at 
It would take about $20 billion in 
plant investment to really make a dent in our backlog 


about $85 billion. 


of over-aged inefficient, facilities. This year will almost 
certainly be an intensively competitive year, therefore 
investment in cost-cutting machinery should represent a 
vital part of capital budgets. 

Despite an operating rate of under 55% during the last 
six months of 1960, the steel industry will spend about 
$1.5 billion on modernization and cost-cutting equipment. 


Research & Development Outlays 


Second, facilities for producing new products will use a 
good share of capital investment. Well over a third of all 
manufacturing firms are making capital expenditures to 
bring out new products. This surge to manufacture and 


sell new products is a result of an increased pace of 
research and development expenditures in the mid-1950’s. 

We are now beginning to reap some of the benefits of 
the increasing sums of money spent on R&D in the 
1953-1957 period. In 1959, total industrial R&D expendi- 
tures were about $9.6 billion. In 1961, they will prob- 
ably hit $10-billion. Back in 1953 expenditures totaled 
only $3.7 billion. 

The fact remains that these industrial R&D programs 
are beginning to pay off. About 12% of next year’s total 
sales of manufactured goods will be new products not 
produced prior to 1957. 

Industry does not contribute all the money for this 
research however, the government and industry contribute 
about 50% each to the cost of these R&D programs. 


Consumer Durable Purchases 


A revival in consumer durable sales would boost the 
level of capital investment in the year ahead. But the 
outlook indicates that consumer durable goods sales are 
suffering from tired blood. Only a real breakthrough in 
new products combined with artful selling could revive 
consumer interest in durables. 

The durable goods sales outlook points to a further 
decline, at least for the first half of the year. Any upturn 
in this sector is not likely to occur until the latter part 
of 1961 when consumers’ financial status will begin to 
show a marked improvement. 

One reason why capital investment in 1961 will not be 
of record-breaking proportions is the lack of inflation- 
iry pressures over the short-run period. 

For the first time in many years, companies may post- 
pone for a year planned additions to capacity without 
fear of sharply rising capital goods prices. In the past this 
has not generally been the case. Past mistakes in plant 
and equipment expansion programs or in inventory 
buildup have been covered up by price rises. Thus a little 
extra capacity or stock turned out to be a good thing. 
Absence of such price inflation this year should provide 
a real test for industrial management. 

So with capital investment providing a relatively strong 
underpinning for the economy, and with substantial gains 
in government expenditures and in housing, we have in 
prospect a high level of business activity this year. 

In this first quarter we are having a lull in capital 
investment. Even so it will be a period of high investment 
and capital goods requirements by any past measures. 
The pressure on‘capital goods industries and investors. 
however, will not-be as strong as in 1960. 
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... something bothering you? 


You say your customer’s barks have your ears pinned back because you 

don’t always have the cutting tools they need whenever they growl. You can easily 
solve this problem by becoming a Vascoloy-Ramet distributor. You’ll have the 

most complete line of cutting tools, cemented carbides, toolholders, Tantung 

and ceramic tool material available with which to serve your customer’s needs at any 
time. It’s all backed-up by national advertising, direct mail literature, faster 

service, complete stocks and capable factory representatives. So, bury your bone in 
our yard and become a V-R distributor. Just whistle and we’ll come running. 


CREATING THE METALS THAT SHAPE THE FUTURE 


Ws-R ) VASCOLOY-RAMET 


868 MARKET STREET ” WAUKEGAN ILLINOIS 


BRAZED SQUARE “ ¥ TIPPED TOOLS. N “ ELEVATOR aed THROW-AWAY 
TOOLS ROUND f CAST-TO-FORM TYPE i» INSERTS 


CARBIDE CERAMIC S TANTUNG — _ TOOLHOLDERS — .\ FACE MILL 
BLANKS INSERTS : ‘ SOLID TOOL BITS, “SOLID BASE = | 
Y, INSERTS, TRIANGULAR Z, CUT-OFF BLADES Z AND a 
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BY A REPUBLIC RUBBER DISTRIBUTOR WORKING 
UNDER THIS FAMOUS 5-POINT SALES POLICY 


1. A LINE of rubber items sufficiently complete to permit 
effectively supplying the requirements of the trade 
solicited 

2.A QUALITY of product uniformly good and capable 
of delivering service results that should reasonably be 


expected 


3. A PRICE basis inducing and making possible aggres- 
sive competition with reasonable profit return 





4.FREEDOM from competition from his source of 
supply, either direct or indirect, among the trade covered 
by his day-to-day solicitations 


5. SELLING helps of reasonable amounts so that his 
sales force may be given the advantage of specialized 
training and a knowledge of the product sold 


The Republic Rubber distributor who made this 
sale of 8” I.D. Blower and Exhaust Hose makes 
many sales of rubber products. He knows that 
practically every buyer purchases some kind of 
rubber hose, belting, or packing on a regular basis. 
Therefore, his salesmen talk rubber on every call. 
Result — they sell many orders like this one and 
that makes everybody happy. The buyer likes the 
product, the salesman likes the commission and 
the company likes the sales. 


A Republic Rubber distributorship can do the 
same for you. If you are interested, write to: 
J. A. MacIntire, Jr., General Sales Manager. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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SIZE NO EXCUSE 


As I talk to distributors around the country, I'm impressed 
by how frequently I hear comments like these: “Oh, we're 
just a small business. We don’t have to worry about organi- 
zation charts and all that sort of stuff.” Or, again: “We've 
just got a small operation and thus have no problems of 
communication.” There seems to be a belief that because a 

INDUSTRIAL DISTRIBUTION _ vsiness is small. there are no problems of organization, of 

The Editor Comments on Industry Problems/February 1961 | communication, or of morale. This is a myth that goes back 
to the national sentiment that glorified smallness because 
that was all we had in our frontier days. 

If you think there are no problems of organization, com- 
munication, and morale in a small business, try to answer 
this question: “Where do the new distributor firms come 
from?” As you look around in your own trading area and 
investigate the origins of the firms with which you are 
familiar, you'll probably discover that the great majority 
were started by employees who broke away from older firms. 
Isn’t it possible that this splintering is a symptom of poor 
organization, poor communication, and poor morale in 
these “mother” firms. 

I'll venture the thought that there is more disorganization 
in a small business where everyone has four jobs and no 
one knows precisely what he is supposed to be doing than 
in a larger firm where each person has a single, defined 
job. This poor definition of jobs and duties can produce a 
horribly frustrating situation that might easily lead an 
ambitious man to conclude his future lay in starting a 
business of his own. 

I'll also venture the thought that the level of communica- 
tion and morale in a firm run by a one-man dictator who 
“plays his cards close to his vest” can be completely 
demoralizing and dispiriting despite the fact the concern is 
small. This, too, can set the stage for splintering. 

The point I am making here is that size, largeness or 
smallness, does not change the nature of the problems asso- 
ciated with the management of a business enterprise. The 
manager of a small business should not delude himself by 
excusing inaction with, “Oh, we are small.” Rather than 
duck his responsibilities on the basis of smallness, he should 
recognize that his smallness imposes increased reponsibili- 
ties. He really has a tougher job than his counterpart in a 
large firm. Indeed, top management positions in a small firm 
require greater versatility than corresponding positions in a 
large firm. 

In short, don’t use smallness as an excuse for abdicating 
your responsibilities as a manager. 


Halt H Coowdler 
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“Acting not as sales manager. but as moderator.” 


Nioderate to Educate 


Here is how an 
effec tive moderator sales 
manager—will get 100%: 
partu ipation, greater 
interest, and constructive 
thinking in case 


discussion meetings. 


Prva nna Soa rEom. “ 
Perera? Cbs) Goreme es 


ORT ME an ee 
lana gr meen). 


For years distributor sales managers 
have wrestled with the problem of 
training salesmen in the requirements 
of effective selling which have little to 
do with knowledge of products and 
their applications but which are, 


nevertheless, important. These re- 
quirements range from an _under- 
standing of human relations to 
knowledge of customers’ operational 
costs. 

Richard Misener, district sales 
manager, R. C. Neal Co., Buffalo, 
New York, had tried various means, 
such as lectures, recommended read- 


ing, and speakers, to train salesmen 


is the rule Richard Misener uses when conducting case discussion meetings. 


ROBERT P. HOLTON 


ASSISTANT EDITOR 


in these supplemental subjects, but 
with limited success. However. afte1 
attending the Porter Henry seminar 
on Training Salesmen, sponsored by 
the National and Southern Industrial 
Distributors Associations, and being 
introduced to the proper methods of 
conducting case studies, he decided 
that the training method had great 
potential for interesting veteran and 
inexperienced salesmen in these sub- 
jects and broadening their _back- 
ground beyond the relatively narrow 
range of product and application 
know-how, important as these are. 


Porter Henry pointed out that the 


INDUSTRIAL DISTRIBUTION 








the 


moderator who determines the stimu- 


greatest responsibility falls on 
lating topic and keeps all his con- 
straying off the 
asked of the 


moderator must be bounced back to 


tributors from 


subject. Questions 
the audience to keep the discussion 
rolling. 

Merritt T. Wilson, R. C. Neal sales- 
man for 33 years states, “| was very 
favorably impressed by this type of 
salesmen participation meeting, espe- 
cially the one where we openly dis- 
cussed the advantages that our cus- 
tomers have in doing business with a 
distributor direct 


versus a selling 


manufacturer. I gained additional 
knowledge for future sales presenta- 
tions of this type and I am looking 
forward to more of the same meetings 
in 1961.” 

Donald U. Boyer, who has been 
selling for R. C. Neal for six years 
now says, “When sales meetings are 
of a type which allows participation 
by the individual an enthusiasm is 
generated which could not be brought 
about in any other way. I believe that 
individual sales techniques differ so 
sharply that an approach used suc- 
cessfully by one salesman may be far 
from effective when used by another. 
In these meetings we not only have a 
chance to show how we would handle 
a given situation, but are also able to 
expand and benefit on the ideas of the 
other salesmen.” 

Misener pointed out an added ad- 
vantage—it enables him to evaluate 
each salesman as to the way he thinks 
and intelligently analyzes situations 
that he is confronted with each day. 

After studying the moderator’s role 
in conducting case study discussions, 
Mr. Misener undertook a trial run 
using as a subject, the economic 
the 


tributor services. Many members of 


justification of industrial dis- 


distributor management wonder if 
their salesmen can rationally justify 
their existence. 

“The sales meeting is conducted 
with myself acting not as sales man- 
ager, but as moderator, as we want all 
the salesmen to participate,” com- 
mented Mr. Misener, as he explained 
his application of the case study 
method to a 


discussion meeting. 
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How the 


would you do? 


4. Carries a large broad stock. 
2. Able to buy proper quantities. 
3. Has the most up to date and 
improved products in stock. 

4. Provides immediate experi- 
enced engineering service. 

5S. Reduces customer's paper 
work and cost by placing many 
items on one purchase order. 

6. Proper warehouse facilities. 
7. Always has fresh stock. 

8. Carries inventory which allows 
customers to use dollars that are 





Case Discussion Method Works 


Mr. Misener’s first case discussion meeting with his sales force used 
the topic of the customer who has decided to buy direct from the 
manufacturer. This problem is-common to many distributors and is 
just one of the problems which lend themselves to this type of meeting. 


DIRECT BUYING TO CUT COSTS 


The buyer of the Northern Mfg. Co. has just informed the distributor 
salesman from the Lake Bros. Supply Co. that hfs company was going 
to terminate their buying relatiops with all local distributors. Top 
management has decided that a considerable savings would result 
from buying direct from the supplier; thus eliminating the middleman. 

The Lake Bros. Supply has been doing business with the Northern 
Mfg. Co. for some ten years now and have supplied cutting tools, 
fasteners, power transmission, and some maintenance supplies. The 
business accounts for a sizable portion of your total sales—What 


ADVANTAGES THE DISTRIBUTOR HAS TO OFFER CUSTOMER 

The salesmen were well acquainted with the problem and were 
keenly interested in trying to solve it. The R. C. Neal salesmen arrived 
at these advantages as the men took an active part in the discussion. 


tied up in inventory for other 
more important operations. 

®. Reduces customer’s costs in 
long distance calls, transporta- 
tion, terms, and account adjust- 
ment because orders are handled 
locally. 

10. Has the opportunity to antici- 
pate the customers needs. 

41. Has close credit relations. 
12. Handles blanket orders easier. 
13. Gives fast emergency service. 
14. Local community profits. 








“Before the meeting starts I remind 
the salesmen that | will only try to 
guide the discussion and that there 
will be full and free discussion among 
themselves—no individual criticism 
nor forced agreements—that all we 
are attempting to do is to prove to 
our customers through justification, 
the advantages he has for buying 
from a local distributor.” 

The moderator starts by stating a 
situation or case such as appears in 
INDUSTRIAL DISTRIBUTION each month. 
“The moderator works with an easel, 
and on this easel he puts his subject— 
the subject for this particular meet- 
ing being the problem of a customer 
who has decided to place his business 


direct with the manufacturer.” (see 
box with case problem) 
“To start the meeting, I throw 


out an overhead question such as: 


How would you try to overcome a 
situation of this kind with one of 
your own customers? If no one in the 
group grabs the ball, then I would 
throw out a direct question to an in- 
dividual such as: Bill, I know that in 
your territory you have been con- 
fronted with this before—how have 
you attempted to handle a situation 
of this nature?” 

“Then as the group gets started 
with their ideas of what advantages a 
customer has in dealing with a local 


continued on page 149 





Learn to 


DRAMATIZE 


Your Products 


Indianapolis salesman Clem Davis believes that almost every 


product has a “key” feature which, properly presented, will 


arouse customer interest and curiosity. Here’s how Mr. Davis 


“dramatizes” these features to create impact, produce sales 


“First decide the point you want to emphasize, then figure 
out the most effective way to drive this point home.” 

That’s the essence of the approach used by Clem Davis, 
president-salesman of the Hoosier Bearing and Trans- 
mission Co., Indianapolis, to “dramatize” the products 
he sells. 

“No one can ignore the evidence of his own senses,” 
says Mr. Davis, “and a product presentation that appeals 
to the senses in a dramatic fashion has not only con- 
viction, but remembrance value as well. For example, I 
can say to you: ‘Look, this V-belt is stronger because it 
uses modern synthetic fibres—and you might or might 
not be convinced. But if 1 hand you one of these fibres 
and ask you to try to break it—and believe me, you can’t 

you will be convinced, and you won't forget it either.” 

To dramatize his products, Mr. Davis employs a large 
variety of sales techniques and aids, which he uses singly 
or in conjunction with each other, depending on the 
product, the customer, and the particular sales situation. 
However, regardless of how these sales tools are used, 
they all aim at one basic purpose: to dramatize a single 
important feature of a particular product. 

“When you try to dramatize too much, you dilute the 
effectiveness of your presentation, lose a lot of impact, 
and risk boring or confusing the customer. But effectively 
arouse his interest or curiosity on a single point, and 
the questions will come and you will have your chance to 
go into detail on other points. Keep it simple, keep it 
dramatic, and keep it specific. After all, did you ever 
hear of anyone writing a play about a committee?” 

Here are some of the tools and techniques used by 


Mr. 


practical examples of how they are used: 


Davis to “dramatize his point’, along with some 


Photographs 

An important item in Mr. Davis’ bag of sales tools is an 
inexpensive Brownie 620 camera with a flash attachment, 
which he uses to take photos of products he handles and 
applications involving these products. Mr. Davis keeps 
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these photos between polyethlene sheets in a scrapbook 
which he brings with him on calls. 

When taking photos of products, Mr. Davis generally 
tries to place them in a dramatic setting which will high- 
light a single “key” feature. For example, to highlight 
the unusual 412-in pitch diameter of a “G” section belt 
he stocks, Mr. Davis contrasted it with the size of three of 
his staff members in the photo. 

When taking a photo of an application, Mr. Davis 
usually “after” 
graphically document the improved performance resulting 
from this application. Thus, he recently took “before” 
and “after” shots which compared the performance of 
two drives—an old “B” section drive and a new high 
capacity drive. In the “before” picture, the “B” section 


gets “before” and shots in order to 


drive was driving a pump which had been replaced by a 
newer, higher capacity pump in the “after” picture. 
However, in spite of the higher capacity of the pump in 
the second photo, the drive used to power it took up less 
space, while providing more horsepower, than the original 
drive. 

“This single picture did a lot more than 1000 words 
ever could to dramatically convey the idea that new, high 
capacity belts provide more horsepower in a given area 
or volume” comments Mr. Davis. 


Samples and Models 


Mr. Davis tries to bring a sample of a product— 
“particularly a new or improved item”—on every call, 
and for good reason. 

“Samples make it easy to dramatize a product” he says, 
“because they bring in the senses of seeing and touching 
as well as hearing, and, used correctly, give the customer 
a sense of participation which tends to make him less 
detached and critical. In effect, you give him the op- 
portunity to sell himself.” 

Mr. Davis pre-selects his product samples in terms of 
customer needs and interests, and plans his presentation 
of each sample to highlight a single product feature and 
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Product samples are selected by salesman Clem Davis in terms of customer needs, “dramatized” to highlight a single key feature. 


bring the customer “into the act.” For example, he 
might hand a customer a length of chain with the state- 
ment: “Mr. Jones, you can actually take this chain apart 
with your fingers—you don’t have to bang it around 
and swear at it. Here, do it yourself.” 

For more complex items—speed reducers, for example 
—Mr. Davis relies on cutaway models, instead of samples, 
to convey the single “key” idea or selling point. Generally, 
he uses these models in the same way he uses samples, 
although “it isn’t always as easy to figure out ways for 
the customer to participate in a product demonstration 


with a model as it is with the real thing.” 


Catalogs and literature 
As with samples, Mr. Davis usually brings a catalog 


or other pertinent literature—direct mail pieces, ad- 


vertising tear sheets, pamphlets etc.—with him on each 


call. Also, as with samples, Mr. Davis: 

¢ Pre-selects literature which concentrates on items of 
specific interest to specific customers and 

¢ Reviews this literature to abstract the single “key” 
selling point of each item. 

Mr. Davis is convinced that the time and effort spent 
in this advance review and analysis is easily worth it 
in terms of increased sales alone. For example, he is able 
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to go periodically through his firm’s entire catalog with 
a customer, covering only those products of pertinent 
interest, and quickly conveying the major feature of each. 
Mr. Davis finds advertising tear sheets and direct mail 
pieces particularly valuable when used with samples, 
models or photographs to dramatize product features. 
“Advertising writing is dramatic writing” he says, 
adding that sales aids which are integrated with each 
other “pile on impressions” and “strengthen impact.” 


The spoken word 


“Many times, you can make a new or unfamiliar prod- 
uct or idea dramatically ‘come to life’ by simply relat- 
ing it to the listener's own background or interests” 
says Mr. Davis. 

As an example of this technique, Mr. Davis dramatizes 
the smaller cross-sections and higher capacities of new 
V-belts by relating them to the belts used in the cus- 
tomer’s automobile: “Remember how thick and bulky 
they once were—and how thin they are now? 


Summing up, Mr. Davis says: “Selling is repetitious, 
but it doesn’t have to be dull. If you can figure out the 
best way to ‘make your point’, you’re going to make 
the sale.” 
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CAN YOUR BUSINESS 
SURVIVE YOU? 


Liquidation or litigation can wreck a business a distributor has 
spent a lifetime building. Or he can take a long look forward 


and consult his lawyer about “survivor purchase agreements” 


D. A. C. McGILL 


ASSOCIATE EDITOR 


By some irony, many a distributor 
who spends a lifetime building and 
planning a business never finds a 
think 


after his death. The lawyer’s admoni- 


moment to about its survival 
tion that “businessmen must plan for 
death as well as life” has completely 
escaped him. 

Planning for subsequent ownership 
and control of his business presents 
particular challenges to the distribu- 
tor: 

@ Distributor 


partnerships or closely-held corpora- 


firms are usually 
tions. with ownership and manage- 
the 


principal 


ment vested in same 
Death of a 
affects management continuity. 

© Valuation of a major stockhold- 


ing may be such as to cause liquida- 


persons. 


immediately 


tion to meet high estate taxes based 
on valuation. 

@Management continuity depends 
ften on certain key employees un- 
able to redeem a major stockholding 
out of their own resources. 

© Goodwill of firm among custom- 
ers frequently depends on continua- 
tion of present management policies. 
Panic sale of firm to outside interests 
often impairs goodwill by causing key 
employees to leave. 

An indication of the growing 
seriousness of the survival problem 
to industrial distributors is the atten- 
tion devoted to it by such a manu- 
SKF 


which made it the topic of the com- 


facturer as Industries, Inc.., 
pany’s advisory council meeting in 


November. 
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In the opinion of Arthur S. Rob- 
SKF’s 


counsel, who addressed the advisory 


erts, secretary and general 


council meeting, “too many small 
businessmen operate on a day-to-day 
basis, and do not take into considera- 
tion the complexities which are sure 
to arise on the death of a partner or 
principal shareholder.” 

There are innumerable ways of 
providing for the satisfactory con- 
tinuation of a business, and many 
distributors need have no worries on 
this score. But there are many other 
distributors who should be apprised 
now of the problem and discuss it 
with a competent tax attorney. 

Most lawyers suggest that distrib- 
study the their 


businesses in terms of “survivor pur- 


utors survival of 


chase agreements.” 
Briefly, 


the way for an orderly disposition of 


these agreements prepare 


the firm’s stockholdings or interests, 


and thereby avoid a posthumous 


scramble among survivors or out- 


siders. When properly prepared, a 
survivor purchase agreement is bind- 
ing upon the parties involved, and 
settles which 


arise when the continuation of a firm 


numerous questions 
is being decided. 

Most important, however, a pur- 
chase agreement resolves the crucial 
question of the value of a decedent’s 
stockholdings in a company. In the 
absence of an agreement specifying 
the value, the Internal Revenue Serv- 
ice will invariably fix a value yielding 
the highest tax return. The result is 
sometimes disastrous, with survivors 
having to liquidate the business in 
meet estate taxes. 


order to A pur- 


chase agreement establishes a fair 
market value for a decedent’s shares. 
thus eliminating a contest between the 
estate’s executor and IRS. 

A survivor purchase agreement will 
provide for continuity of manage- 
ment by assuring that certain key 
employees will be given an oppor- 
tunity to acquire the firm on the death 
of the principal owner or owners. 
There have been many instances of 
these employees being frozen out be- 
cause nothing more than a _ loose 
verbal understanding existed between 
them and the chief stockholder. Such 
an understanding has no force if sur- 
vivors wish to dispose of the de- 
cedent’s interest to other parties. 

The case, for example, of a widow 
disposing of her interest to a high 
outside bidder after there had been 
tacit agreement to sell to other stock- 
holders and employees could have 
been avoided through a _ purchase 
agreement. 

There are numerous other matters 
which can be taken care of by a pur- 
chase agreement—voting rights, con- 
but the 
chief point to remember is that the 


trol and management, etc. 
agreement is a sensible, legal way of 
dealing with these matters before they 
become problems. 

The survivor purchase agreement 
(sometimies called “buy—sell” agree- 
ment) is particularly fitted to the dis- 
tributor type of business—that is, a 
partnership or closely-held corpora- 
tion. Few purchase agreements are 
executed for sole proprietorships, 
mainly because the owner has difh- 
culty finding a successor. Should he 
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Survive continued 


find a satisfactory successor (a key 


employee, for example), he will often 


give this individual an interest in the 


business during his life-time, in which 


case the sole proprietorship may be 


converted into a partnership or cor- 


poration: 

In general, there are two kinds of 
purchase arrangements covered by 
survivor agreements: 
1. Purchase by 


chase of a deceased stockholder’s in- 


entity—the pur- 
terest is made by the corporation o1 
partnership itself. 

2. Cross-purchase—the decedent's 
stockholdings in the firm are acquired 
by the surviving partner or stock- 
holders. 

Either of these purchase or buy-out 
arrangements can apply whether the 
firm is a corporation or partnership. 
An agreement providing for purchase 
“stock 
be ex- 
this 


type of purchase is prohibited by law, 


by entity (sometimes called a 


redemption” agreement) can 


ecuted in all but a few states; 
in New York State, for example. 


Like all 


force, a survivor purchase agreement 


contracts having legal 


must be supported by “considera- 
tion.” In other words, provision must 
be made to insure that the projected 
purchase can be carried out. There 
are two chief means of effecting pur- 
chase of a decedent's shares: 

1. By paying out of the company’s 
earned surplus, or 


2. By 


insurance taken out on the decedent. 


applying the proceeds of 


Tax lawyers are unanimous in 
recommending that a purchase agree- 


The 


trouble with depending on surplus, 


ment be funded by insurance. 
where a purchase by entity is being 
made, is that these funds may not be 
sufficient at the time the actual pur- 
chase is made, although they ap- 
peared adequate when the agreement 
was signed. Further, it is not uncom- 
mon for a firm to have its surplus 
tied up in inventory or receivables. 
Consequently, to liquidate these assets 
to obtain the money for the purchase 
work a 


would hardship on the 


‘ ompany ° 


Funding a purchase agreement 
with insurance is quite simple in con- 
Take the case of the Camelot 


Supply Co., having three stockholders 


cept. 


who sign an agreement whereby on 
the death of each the company will 
reaeem his sto¢k—purchase by entity. 
An insurance pdicy pay able on death 
will be taken out Y the company on 
each stockholder, the premiums in 
each case being paid by the company. 
On the death of each stockholder, the 
policy will pay out sufficient funds for 
the company to acquire the decedent’s 
holdings. 

Where a cross-purchase agreement 
is signed by the three stockholders 
of Camelot Supply, each will take out 
a policy on the other two, so that six 
insurance polices will be involved. The 
premiums may be paid by each stock- 
holder, although it is more usual for 
the company to pay them. On the 
death of one stockholder, the other 
two receive proceeds from policies 


enabling them to acquire his interest. 


Problems of Insurance 


Insurance presents problems, how- 
ever. Most lawyers advise against 
mention of insurance policies in the 
purchase agreement since there is 
some doubt about the tax status of 
premiums paid by the company in 
behalf of stockholders. Strictly speak- 
ing, they say, the payment of pre- 
miums could be construed as “divi- 
dends” paid to the stockholders, and 
therefore taxable as income. 

On the other hand, many courts 
have ruled these premium payments 
as quite proper since they have the 
laudatory purpose of assuring the 
firm’s continuity and future. Accord- 
ing to legal authorities, this looking 
at the purpose behind the insurance 
typifies the attitude of most courts. 

But the warning still stands: Don’t 
mention insurance in the purchase 
agreement. 

Where there are a number of stock- 
holders signatory to a cross-purchase 
agreement funded by insurance, the 
number of policies required can be- 
come unwieldy. The problem can be 
surmounted by having the policies 
held by a trustee. 


An overriding advantage of insur- 


that the amount 


paid out by the policy is a pivotal 


ance, normally, is 


factor in fixing the value of the 


decedent’s holdings for estate tax, 


purposes. 7 

Of course, if a stockholder is not 
insurable, other methods of funding 
a purchase agreement must be found. 
There have been occasions when 
courts have favored a company ac- 
cumulating sufficient earnings to 
carry out the purchase—again a case 


look at the 


behind this source of action. 


where courts purpose 
Often, a company, planning the 
redemption of its own stock, will de- 
velop a sinking fund. Or it might 
issue preferred stock for the common 
stock acquired. Or a plan might be 
set up to enable survivors to pay for 
the decedent’s interest in installments. 
In a cross-purchase situation where 
insurance is not available, the sur- 
viving business associates must ob- 
ligate themselves personally to pay 
for the interests of the decedent. Such 
obligations may complicate their per- 
sonal estate programs and threaten 
the security of their families, particu- 
larly if a succession of deaths takes 
place. Sometimes, it might be better 
to liquidate the business than to 
assume such obligations. 
Determining the valuation of a 
stockholding for purposes of drawing 
up a purchase agreement can be dif- 


“Book value,” 


says George J. Laiken, writing in the 


ficult and uncertain. 


American Bar Association’s publica- 
tion. Trusts and Estates, “is undoubt- 
edly the simplest method of valuing a 
business interest. Yet book value can 
be inaccurate, unfair, and economic- 
Book 


not reflect the appreciation or depre- 


ally meaningless. value does 
ciation of assets, the worth of hidden 


assets, of intangibles, of earning 
power and of goodwill. It may, how- 
ever, frequently be used as a point of 
departure in the development of a 
more accurate valuation.” 

He adds: “Where book value is 
used, it should be determined as of a 
date previous to death . . . This tends 
to eliminate suspicion as to adjust- 
ments of books after death in order 
to minimize value.” 

He advises a firm to have an out- 
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2. This dealt with 


section 


deceased stockholder) 


3. This section described how 
of stock would be handled 


management. 

5. This section declared that 
sell these shares back to the 
ferror’s death.” Thus, 


over all outstanding stock. 
distributer 


Obviously, a 


ing the disposition of its assets. 





How to Draft a Purchase Agreement 


A prominent West Coast attorney, speaking to a “tax institute” 
sponsored by the law school of the University of Southern Cali- 
fornia, concluded a lengthy paper on survivor purchase agreements 
with a description of a fairly typical form of agreement signed by 
three stockholders of a medium-sized manufacturing company. 
agreement consisted of six main parts: 

1. Covering a “purchase-by-entity” 
the agreement set “adjusted book value” as the valuation of each 
stockholder’s interest for purposes of purchase, 
become that used for estate tax purposes, also. 
the determination of adjusted 
value after death of a stockholder. 
of the stockholder’s estate would each appoint an “appraiser,” and 
each of these would in turn appoint a third. 
would decide the “fair market value of all assets of the company.” 
It was also stipulated that “proceeds of any insurance policy (on 
shall be taken as fair market value.” 
lawyers advise against mention of insurance 
the actual 


4. This section stated that each executive 
to be paid “not less than his present salary” 


purpose of this clause is to furnish incentive to insure continuity of 


none 
transfer his shares to anyone else unless the transferee “agrees to 
company 
provision is 
6. This section stated that each share certificate must be endorsed 
as being subject to a survivor purchase agreement. 
contemplating 
well-advised to consult a competent tax attorney to make certain that 
the document safeguards his business and fulfills his wishes regard- 


The 
or stock redemption situation, 
This value would 


book 


The company and the executor 


The three appraisers 


Some 
in the agreement. 


purchase and transfer 


officer would continue 


The 


until retirement. 


of the executive officers will 


of the 
for maintaining control 


at the time trans- 


made 


such an agreement, is 








side accountant determine book value. 
their 
agreements (see box, above), pro- 


Some firms, in purchase 
vide for the appointment of ap- 
praisers to value a business interest. 
This is done after death, the ap- 
praisers being appointed by the ex- 
the decedent's 
states a subcommittee on 


ecutor of estate. 
“Here,” 
buy-sell agreements of the American 
Bar Association, “the disadvantages 
of expense and the time involved in 
the determination might be consider- 
able. If used, perhaps the agreement 
should provide for a definite time 
limit for the selection of appraisers 
and for their final decision on price.” 


Another method of 
to add to the current book value the 


valuation is 


capitalized average net profit for a 
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period of years. Internal Revenue 
prescribes limits for this formula, 
A fixed price can always be estab- 
lished at the time the agreement is 
signed, but it must be periodically 
adjusted to meet changed conditions. 
Moreover, if the parties to the agree- 
ment fail to adjust the valuation, the 
agreement should suggest an alter- 
native way of valuation. One ad- 
vantage of this method is that the 
amount of insurance needed to fund 
the agreement is definitely known. 


What Are Disadvantages? 


As in all things, the benefits of 
survivor purchase agreements are 
accompanied by some disadvantages. 
Possibly the biggest disadvantage is 
that such agreements restrict a stock- 


holder’s freedom to dispose of his 
business interest both during his life- 
time and after. But he has had to 
forego this freedom to obtain more 
favorable tax treatment of his estate. 
This is merely a classic case of the 
old proverb that you do not get 
something for nothing. 

Another disadvantage may crop up 
as a result of the way in which the 
agreement is drawn—and that is the 
creation of discrepancies between the 
final sales price and the fair value 
of the interest being sold at death. 

For example, if the business owns 
the insurance on the decedent's life, 
the proceeds at death should be re- 
flected in the price to be received by 
his estate. Otherwise, the estate will 
be substantially prejudiced, since it 
would not receive any benefit from 
the insurance and yet the decedent 
would have contributed substantially 
to the premiums for the coverage. 

Perhaps the greatest benefit of a 
survivor purchase agreement is quite 
impalpable—the sense of continuity 
and incentive which it inspires in all 
those closely concerned with the com- 
pany. It need not be a static docu- 
ment, inequitable or inoperative 20 
years hence, but may be revised dur- 
ing the stockholder’s lifetime. 

A distributor is well-advised to 
consult an expert tax attorney before 
considering a purchase agreement. 
Only in this way can he avoid the 
dangers and costs confronting his 
business when he is no longer occupy- 
ing the management chair. 

The failure of some distributors to 
take this sensible course was ex- 
plained by a lawyer in these words: 
“They don’t seem to have realized 
how much their business has ap- 
preciated in value and how huge an 
equity they now hold since they 
started in business ten, fifteen, twenty- 
five years ago. They are still think- 
ing in terms of the small, three-man 
organization they established with 
such high hopes and with no thought 
of death or taxes.” 

In the very act of framing a care- 
fully-drafted survivor purchase agree- 
ment, a distributor is finding the 
answer to a critical, chilling question: 
“Can my business survive me?” 








Part One 


Public Relations: 
Time For Re-Appraisal 


Do industrial distributors take P.R. for granted? If not, why do so many customers miscon- 


strue the role of distribution? Here's a forthright look at a neglected area of selling, with 


suggestions as to how to strengthen your firm’s image in the eyes of all of your “‘publics” 


VAN NESS PHILIP 
ASSOCIATE EDITOR 

what to do about it,” remarked the sales 
that two-thirds of all its 
products through industrial distributors, “but we have 


“IT don’t know 
manager of a concern sells 
vice presidents in this firm who still believe distributors 
are unproductive middlemen.” 

The blame for this schizophrenic outlook, the sales 
manager admits, lies partly with the supplier firm’s 
own management “But, if distributors themselves would 
only do a more aggressive job of public relations. I'd have 


much less trouble carrying the torch for them.” 





In another plant, which doesn’t make distributor prod- 
ucts, but buys them in large quantities, a similar com- 
plaint was voiced by the buyer of the non-o.e.m. materials. 
“We can’t get along without distributors,” says this buyer, 
“but the big P.A. upstairs doesn’t know it, and as yet 
I can’t convince him. He’s new and he thinks we ought 
to buy direct or patronize the short-line vendors. 

“If only distributors could get their story over so I 
wouldn’t have to battle to defend my choice of vendors. 
It’s high-time that they realized what this pressure to cut 
costs can mean. If distributors can’t show other benefits, 
there’s nothing they can do for me but cut the price.” 

These two cases which reveal so much about indus- 








trial distributors’ “P.R.” rating are not typical. Further 
it’s apparent that basic misconceptions of the role of 
The 


buyers and the operating men of unnumbered small plants 


distribution aren’t confined to larger companies. 


have yet to form a clear idea of what industrial dis- 
tributors purport to do. 

And the same is true, ironical as it seems, of numerous 
suppliers’ salesmen who are in constant contact with dis- 
tributors. 

Wide circulation of the popular canards about the 
distribution industry are evidence of this. For example, 
the oftrepeated statement that “one distributor in ten 
knows how to sell (or manage inventory or handle his 
finances).” And the equally misleading charge that the 
“mill supply house” hasn’t changed in 20 years. 

What can be done to combat these misconceptions? 

Like the sales manager whose own vice president had 
not been sold on distribution, alert distributors believe 
the answer lies in part in more aggressive public rela- 
tions. Their firms are taking positive steps to give “PR” 
activities greater emphasis in planning. 

On the other hand, most P.R.-conscious distributors 
agree that more is needed than an industry-wide publicity 
campaign. As one of them expressed it: “We can shout 
together ‘till we're out of funds about how good and 
valuable we are, but unless each one of us will practice 
P.R. on his own, as part and parcel of his everyday activi- 
ties, big-time publicity will do us little good.” 

Bona-fide public relations experts would agree with this, 
for the accepted definition of P.R., to paraphrase the 
expertese, is “doing good and getting credit for it.” 
Deeds, not words; information, not publicity, are the 
major ingredients of a sound P.R. program, or to spell 
it out more fully, a program of initiating and carrying 
out policies that build public confidence, and then insur- 
ing that the public knows about and understands them. 

To be sure, no management can always make decisions 
that are acceptable to outsiders, whether suppliers, cus- 
tomers or the community at large. “If we did that,” as 
one distributor explains it, “we’d be broke in no time. 
What we try to do, when we practice good P.R., is to 
anticipate the reactions of our customers or suppliers to 
every action we feel impelled to take. If the reaction is 
likely to be bad, we try through good communication to 
soften the blow or at least explain the reasons fully. If 
good, we make sure that everybody hears about it and 
knows why he benefits.” 

Thus, dropping deliveries to your small-order cus- 
tomers after a cost analysis may be logical, but it can 
put you in hot water not only with these customers but 
also with a number of suppliers. Your initial P.R. deci- 
sion would have been whether or not the action should 
have been taken in the first place, considering the likely 
implications. But if the decision was outside the realm 
of public relations—that is, economy and common sense 


Chambers of Commerce and industrial development groups are 
favorite forums for getting the distribution story to the public. 
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demanded it—then public relations efforts should be 
directed at convincing both customers and suppliers of 
the rightness of the action for the ultimate good of all. 

For example, even the customers who've been relegated 
to will-call sales should realize that in the end they'll be 
paying less if your business can cut costs and operate 
more efficiently. The supplier who complains that you are 
neglecting your responsibility to service the small ac- 
counts fully should also realize what more efficient opera- 
tions mean to both parties. 

But neither customer nor supplier will understand 
what you are up to if you don’t inform them fully. 

The success of such a P.R. effort will depend on your 
sincerity and your past record of fair dealing—two vital 
elements of the total impression your company has made 
on its environment. 

P.R., then, is so closely tied to the everyday acts of 
management and salesmen that it can’t be considered 
a separate function of a business. Badly inspired and 
badly timed actions will produce bad P.R. Conversely, 


acts, which by their nature spread goodwill, are good 
public relations. The point is, that if the good or bad 


acts aren’t anticipated in terms of their full implications 
and outsiders’ probable reactions, and further action isn’t 
taken to mollify or exploit them, as the case may be, then 
you have seriously neglected the first principles of sound 
P.R. You will almost certainly find that your unpopu- 
lar acts will produce much worse effects than you had 
anticipated, and the “good” acts will be forgotten much 
more quickly than if you had taken trouble to inform 
your public fully. 

Good P.R., then, emanates from deep within an organi- 
zation—its owners’, managers’, salesmen’s and employees’ 
personalities and attitudes; its history of fair dealing; 
its policies and standards. On the other hand, these basic 
elements of good public relations can be obscured or 
destroyed quite rapidly in the eyes of outsiders through 
faulty or inconsistent practice in carrying out your 
policy, or through failure to communicate. 

How do you insure good practice and good communica- 
tion? In other words, what should be your tangible 
P.R. program? 

These are the 
tributors would recommend: 


basic steps most P.R.-conscious dis- 


1. Learn all you can about P.R. 


If your company is small in the industrial scale, like 
most supply firms, there will be no place for a counter- 
part of the corporate P.R. specialist on your staff (though 
possibly at times a P.R. consultant may be useful). There- 
fore, since you will have to do this for yourself, learn what 
it is that a P.R. vice president, say, would have to do 
for a large corporation, and then tailor the functions to 
You'll find that the major 
described 


informed of the 


suit your own situation. 


function you'll perform is as above: to 


keep implications of 


management 


continued 





“PR’’ in Action: With Customer... 


PUBLIC RELATIONS continued 


their acts or contemplated acts, and stand ready to 
exploit good deeds or extricate the firm from unavoidable 
pitfalls. In addition you will need to know at least the 
fundamentals of the various techniques for communica- 
tion and publicity, whether or not the routine of this 
can be delegated to others. Read books on the subject; 
acquire P.R. knowledge from your trade associations and 
civic groups (the distributor associations, the Chamber of 
talk to 
other industries who are expert in the P.R. function 


Commerce, ior example) ; business friends in 


(your suppliers’ companies, your customers). 


2. Indoctrinate your staff on good P.R. 


Most good salesmen, naturally, will pride themselves 
on being P.R. experts. But few salesmen, and few execu- 
tives, for that matter, will think constantly in public rela- 
tions terms unless management makes a special effort 
to keep personnel aware of how much their success de- 
pends on outsiders’ reactions to their acts and personali- 
ties. Train your staff especially in the skill of looking 
toward the implications of their actions and correcting 
false impressions. For example, where have customers 
been lost, not for logical or economic reasons, but be- 
cause they've misconstrued your company’s motives or 
objectives? What can be done to convince a large cus- 
tomer of your essential services when he knows he’s get- 
ting more and more drop shipments? Cases brought 
to light in company sales meetings could be an excellent 
device for training of this type. For example: a case 
that illustrates a salesman’s obligation to give all his 
key suppliers a fair share of his time (brought to light 
because a supplier has registered a justifiable complaint) ; 
“special deal” in which one cus- 


a case history of a 


tomer was favored and another, who had heard about it, 


Meeting Public at Open House... 


raised the roof in anger; a case involving poor delivery 
or slack service, and the possible corrective measures; 
a case that spotlights what to say when customers insist 
they ought to buy direct. 


3. Weigh and understand your “publics.”’ 


The “publics,” in P.R. vernacular, are the groups you 
deal with and have hopes of influencing favorably. One 
“public” is your customers; another, your suppliers; 
still another (and by no means least important), your 
employees. All three are vital to your company’s sur- 
vival. Finally, there’s your general “public:” the com- 
munity and the world outside, other industries outside 
of, but indirectly connected to, industrial distribution, 
your business friends and clubmates. This last amorph- 
ous but influential grouping can have considerable to say 
about your company’s and your industry’s standing. It 
includes bankers, politicians, civic leaders and educa- 
tors—not to mention the host of school and college stu- 
dents from whom you hope someday to draw your new 


employees. 


4. Analyze your P.R. standing. 


This will tell you where your strengths and weak- 
nesses are most apparent, and give some indication of 
the time and effort you should devote to each of your 
“publics,” as well as various groupings within each 
(such as customers or suppliers in specific industries). 
Surveys can be helpful here. Some distributors have used 
them to gage their P.R. rating with their employees. A 
few have employed them to judge their standing with 
their customers; and at least one alert distributor has 
used a survey technique to find out what suppliers think 
of him. In any event, a survey can be expensive, as the 


anonymity of respondents must be scrupulously guarded, 
and an outside agency is often needed. At less expense, 


and with less accurate results, you can make your own 
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Dealing With Employee 


analysis of your P.R. rating. This requires perspicacity 


and patience, plus a firm resolve to suppress temporarily 
that portion of the human ego which invites compliments 


and subconsciously rejects unpleasant truths. 


5. Determine your objectives. 


The P.R. survey or appraisal should make it possible 
for you to set objectives. These in turn should indicate 
the P.R. media you need to use, such as direct mail, 
letters, a house organ, or personal contact. Is price the 
major P.R. problem, in that many customers are casting 
eyes toward competitors while accusing you of being “too 
high priced?” Then possibly you need an all-out public 
relations program to convince them of the economies of 
dealing with a striking supply firm, equipped for maxi- 
mum services with inventory of a kind that permits top- 
quantity bracket buying (and hence eventually greater 
savings). This story would be carried first by word of 
mouth by salesmen—assuming, of course, that the sales- 
men have been adequately trained and briefed to carry 
it—and next management would probably make special 
efforts to contact top managers of certain customer firms 
and state the case. Concurrently, direct mail—in the form 
of a carefully prepared letter—would probably be used 
to saturate all points of buying influence in plants. 

In like manner, a program can be organized for any 
specific objective, whether to impart a new “image” to 
your company (as in changing over from a general line 
to specialized supply firm) or to correct a bad impres- 


sion resulting from untoward happenings. 


6. Get a program under way. 


P.R. will lose its effectiveness if the program consists 
of nothing but intermittent or stop-gap activity. Once 
P.R. 


many months ahead should be worked out, and this means 


objectives are known, a continuous program for 
not only choosing media for communication but also mak- 


ing sure the communication machinery is prepared. 
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House organs or regular employee letters are excellent 
devices for improving internal P.R., for example, and 
company-story booklets or brochures are useful in ex- 
plaining to your customers and suppliers what you do. 

Advertising in local papers and regional publications, 
like the purchasing magazines, may have a place in your 
program. Don’t overlook the so-called “free publicity” 
you are entitled to in local papers and trade publications 
(Distributors often miss this opportunity, except at the 
times of anniversaries or new building openings, due 
either to neglect or misunderstanding of the nature of 
their “news”. Much news about their companies, such 
as new personnel and new products, is of real interest 
to publications, but necessarily they depend on being 
informed by the distributors when the events occur.) 

Finally, there are the special P.R. events and oppor- 
tunities such as public speeches by distributors before 
civic groups; service in community affairs, as on indus- 
trial development committees; and last and by no means 
least, open houses and industrial shows. The open house, 
of course, is loaded with public relations benefits, as well 
as pitfalls. Whom to invite, how to handle exhibits, what 
refreshments to provide are among the major questions 
that come up in planning it. How these questions are 
resolved will have an important bearing on your P.R. 
results with suppliers, customers and the general public. 

All these P.R. activities require time, money and careful 
planning to produce results. House organs and institu- 
tional bulletins or brochures, for example, must be edited 
regularly prepared. 
Direct mail, 


and printed, and news releases 
Speeches by executives must be written. 
if it’s to include the distributor's own copy as well as 
product literature, will further add to cost. 

All of which suggests that few distributors will want to 
attempt a full-scale program involving all this activity 
at one time. 

Those who do, would probably find it well worth while 
to hire a full or part time P.R. assistant to handle many 
of the details. A skilled staffer, for example, with adver- 
tising or promotion experience, might handle news 
releases, direct mail copy and an employee bulletin, and 
still do various other jobs. 

The important point is that the program should be 
organized, not haphazard, and the communications effort 
should be continuous, not off and on. 





Next Month: Plans for Action 


This the first part of a two part article on the 
state of public relations in the industrial dis- 
tribution industry. In ID’s March issue, the 


industry's progress to date in P.R. work will 
be reviewed and a course of action will be out- 
lined, base on the opinions of alert distributors 


who are concerned about the future. 














Let's Lick 
MULTIPLEITIS! 


J. Russell & Co. is stocking only the components of several products 


to reduce inventory by eliminating the pre-assembled units. 


In its simplest terms, “multipleitis” 


has been defined as “carrying similar 
items of more than one vendor.” 
But Bob Russell, vice president of 
J. Russell & Co., Inc., distributor in 
Holyoke, Mass., sees another type of 
multipleitis “multipleitis of as- 
sembly,” and has taken the first steps 
in finding a solution of what he 
describes as a knotty problem. 
“Multipleitis of assembly”, accord- 
ing to Mr. Russell, “is stocking prod- 
two or more 


ucts comprised of 


component parts, generally shipped 


Bob Russell of J. Russell & Co. declares 


his own war on multipleitis of assembly. 


00 


to the distributor already 


sembled, when the components might 


pr e-as- 


just as well be stocked singly and sold 
separately.” 

As an example, Mr. Russell states 
that for had 


stocked hex bolts and nuts both sepa- 


years his company 
rately and as assembled units, despite 
the fact that who 
bought the assembled unit later used 
After 


study and analysis of sales by prod- 


many customers 


the parts separately. careful 
ucts and inventory patterns, Russell 
decided to stock the components only, 
eliminating the nut-and-bolt assembly. 
This action, he reports, reduced inven- 
tory by 9 sizes and 105 items, with no 
effect on sales. 

Perhaps an even better example of 
Russell’s attack on 
assembly” is that of 


Turnbuckles are normally sold unas- 


“multipleitis of 
turnbuckles. 
sembled in three parts and in an 
assembled unit. The two end-pieces 
may be hooks, eyes or jaws, or any 
combination of these. Because the 
hook, eye and jaw pieces each come 
in both right and left threaded types, 
there are six possible combinations 
when assembled: hook-and-jaw, hook- 
and-eye, two hooks, two eyes, eye- 
and-jaw, and two jaws. 

Mr. Russell said that his experience 
that the 


buckles were almost always taken 


indicated assembled turn- 
apart by the customer who then reas- 
sembled them according to his spe- 
cific needs. By selling the seven 
components required to make the six 
different types of turnbuckles in a 


“do-it-yourself” package, there was 


considerable saving in storage and 
handling costs. It was also possible to 
reduce inventory to seven sizes most 
commonly used. 

“This is a direct application of the 
‘building block concept’ to distribu- 
Russell. “The 


ready-to-assemble units is 


tion,” says sale of 
another 
example of the trend now evident in 
U. S. industry to manufacture fewer 
complete machines and tools, and 
more component parts that readily 
assemble into combinations users 
want. Logically extended, it could be 
termed the ‘do-it-yourself’ movement 
among industrial consumers.” 

Mr. Russell points out that, in 
theory, the same amount of product 
is bought and sold under both sys- 
tems. However, when the practice of 
stocking components only is in effect, 
greater flexibility is gained and it is 
possible to achieve a higher turn— 
meaning that the distributor can buy 
more frequently. 

Though the advantages are unques- 
tionable, Mr. Russell warns that there 
is a limit to how far this movement 
can be justifiably carried: if the dis- 
tributor gets too involved, there is 
the danger of his becoming a imanu- 
facturer, in essence, by recommend- 
com- 


ing various combinations of 


ponents to give certain results, 
especially on more complex assem- 
blies. Then, these combinations must 
be tested to make sure they work, etc. 
In other words, if carried to this 
extent, he feels that the distributor 
may be taking on too many of the 


manufacturers’ responsibilities. 
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On the other hand, distributors are 
largely dependent on “the practices of 
the industry. While the distributor 
can recommend changes in helping to 
cure multipleitis, in the end the action 
must come from the manufacturer. 
Even when the supplier does make 
changes, it falls to the distributor’s 
lot to convince the customer that the 
change is for his benefit, too, and not 
just some innovation which the sup- 
plier has whipped up for his own 
benefit.” Russell believes that the 
manufacturer could help in  con- 
vincing customers by doing a good 
public relations job—e.g., sending 
literature to “precondition” custom- 
ers and explain forthcoming changes 
to them. 

Still another problem facing the 
distributor—and the manufacturer, 
too—is that the distributor must get 
the same price on the disassembled 
units as he does on the assembled. 
This is difficult since the total cost of 
the components is often more than the 
cost of the complete unit—and this is 
expensive for the supplier to handle, 
and even more so if he has to change 
his production and packing methods. 

Despite all the problems both dis- 
tributors and suppliers face in curing 
multipleitis of assembly, Bob Russell 
is encouraged by some recent develop- 
ments he has noted—a number of 
distributors now simply buy a length 
of standard-sized bandsaw, cut and 
weld it to order rather than carrying 
an array of different length saws 
already assembled. 

More important, he feels, are the 
steps recently taken by two leading 
manufacturers: one valve supplier has 
stopped pre-mounting each valve on 
all available bases, offering instead 
different bases for different valves, 
letting the distributor mount the 
valve according to the customer’s 
order. The other, a manufacturer of 
stud drivers, no longer assembles the 
gun housing with each different size 
and length of barrel. Now, the hous- 
ing is supplied apart from the barrels, 
with the barrels coming in kits. This 
eliminates the need of the distributor 
stocking all combinations of the as- 


sembled housing and barrels. 
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One of Russell’s employees demonstrates the time-consuming 
job of assembling and disassembling the pre-assembled units. 


Turnbuckle Multipleitis 


BEFORE—Turnbuckles were bought unassembled in 
three parts and as an assembled unit. The end-pieces 
may be hooks, eyes, or jaws, or any combination which 


necessitates carrying 126 pieces for a complete stock. 


AFTER—By stocking just the components—both right 
and left hand threaded jaws, eyes, and hocks, and the 
buckle, the stock is cut to 49 items. The separate 
components are easier to stock, package, and eliminate 
need for the customer to reassemble for his own use. 
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“From a single writing, you have 1) order to supplier, 


2) customer's acknowledgment, 3) salesman’s copy, 4) cross-check copy, 


5) master file copy, and 6) charge sheet.” 


Streamlining Of The Direct 


ROGER M. PEGRAM 


ASSISTANT EDITOR 


Paper and clerical work involved in 
processing direct shipment orders has 
been cut to the bone at Odell Mill 
Supply Co., Greensboro, N. C., thanks 
to a special direct-shipment order 
form. 

The form, which has six parts, was 
designed by Odell president John R. 
Foster. Since Odell averages about 
12,000 direct shipments per year, the 
savings in clerical time and work are 
substantial. 

The large number of direct ship- 
ments is due primarily to the huge 
textile, tobacco and furniture indus- 
tries centered in this area. These cus- 
tomers order large quantities of 
products, at one time. To carry all 
these products in sufficient quantity 
in Odell’s inventory would require the 
tie-up of substantial capital and 
greatly expanded inventory space. 

Before Mr. Foster’s form was in- 
stituted, Odell used the system popu- 
larly used by most distributors today: 
employing a basic order form for all 
orders. By pinning or stapling all 
correspondence and related data to 
the original order form, the order 
gathers more papers as ii is processed 
through the office, with the con- 
comitant danger of loss of some part 
of the order papers. Mz. Foster asserts 
that his own system was “the most 
haphazard sort of thing—you never 
knew what was pinned where and to 
what, and essential papers were be- 
coming lost while everyone stopped 


to look for one scrap of paper.” 


In Mr. Foster's words, the chief direct-shipment form, the direct order 
advantage of the new system, with a_ is immediately identifiable. Thus, 
special form for direct shipments, is we've affected a sizeable reduction in 
that “from a single write-up you have clerical time and work.” 

1) our order to the manufacturer, This is how the six-part form is 
2) the acknowledgement to the cus- put to work: 

tomer, 3) the file copy for salesmen, © Part 1: This is Odell’s order to 
4) the numerical copy for cross- the manufacturer. The customer's 
checking, 5) the master-file copy, and name and address are typed at the 
6) the billing copy which is also the top, with the Odell order number to 
charge sheet. the right (see illustration). The order 

“Furthermore, if the order is com- number is the key to Odell’s entire 
pleted in a single shipment, the need  direct-shipment filing system and 
for a re-write of the order is elimin- records, and is used throughout the 
ated. By the old method, with one complete process—billing, accounts 
basic order form, all types of orders receivable, accounts payable, packing 
appeared the same. With our special slips, acknowledgements, everything. 





Dete January 27-1262 ——— ompascno,ne ODELL MILL SUPPLY CO. coe of tte seteos composites 

You will please enter our Order 

to be Shipped to 0 aofecturing Company 5 oedema 

THIS MUST BE 
DONE 


123 First Street RSet 
| Greensboro, Worth Carolina } ‘Tes ORO umnte MUST Snow 
—e | No. 6712-8 Guns 


CUSTOMERS ORDER MO 


Wire Rope Electric Hoist - Motor Driven Trolley 


Speed Switeh 


Shipper will be held responsible for ony loss incurred 
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This original copy is used as purchase order and contains a complete item description 
and customers address but no mention of price or discounts. Odell’s order number 
which appears in the upper right hand corner is used as a key for filing and reference. 
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This billing copy serves as a work sheet after 
through their appropriate channels. 


Shipment 


At the bottom of part 1, the manufac- 
turer supplier's name and address is 
typed in a special bloc ked-off space. 

© Part 2: 


composition 


This part, different in 
the 


(see cut), serves as the billing copy. 


from other parts 
It is an itemized listing of the ordet 
Odell 
price, gross price, date shipped, and 
the date billed. 


are filled in as the order is processed. 


showing quantity, cost, list 


These various items 


This copy goes to billing only when 
the order is completed. 

If the order is shipped in several 
parts, a new form is made out show- 
ing what remains of the order to be 
shipped after each partial shipment 


IY? Manufec turing Company 
12) Firet Street 
dreensboro, North Carolina 
Ba Exp 


fOUGHT BY 





Trolley 


+ 


Le Notet © y 
chicago, Tiljnois 
3 + 





ODELL MILL SUPPLY COMPANY 


,@SS6L-L Wire Rope Electric Hoist - Motor Driven || 


~ Single Speed Swi tet 


This short-cut system was designed by John R. Foster, Odell’s president 


invoice is received from the supplier. 
After the supplier has advised Odell 
of the final shipment, the order is 
stamped “Complete” and the number 
two copy goes to billing for the final 
customer invoice to be computed and 
typed. All 


those not completed 


such “active” orders 
are filed alpha- 
betically by customer. 

© Part 3: This is the numerical file 
copy, filed only after the order is com- 
pleted. All number three copies are 
kept in a master binder, giving imme- 
diate access to a record of every direct 
shipment order. 

© Part 4: Serves as the customer's 


acknowledgement copy. The carbon 


17 
wn wt 
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Ecutn 


the six sheets are separated and routed 





It is an itemized listing of the order showing 


quantity, Odell cost, list price, gross price, terms, date shipped, and date billed. 
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on top of this form is cut short so 
that the 
address block doesn’t show. This copy 


manufacturer's name-and- 
is detached and sent to the customer 
at once. 

© Part 5: Salesman’s copy. 

© Part 6: The master-file copy. This 
“copy , however, is the inside of the 
which the other 


copies are originally attached. The 


manila folder to 


carbon underneath Part 5 is right 
itself. Into this 
folder goes everything relating to the 


next to the folder 


order: the original order from the 
customer, correspondence, acknowl- 
edgements, shipping promises, the 
manufacturer’s invoice, partial ship- 
ment invoices, quotes, specifications 
and certified prints, if any, and, on 
special orders, production schedules. 
And on the bottom—reproduced on 
the folder itseli—is a copy of Odell’s 
order to the manufacturer. 

Here, then, is the complete file on 
any direct shipment order. The folder 
is filed by number, and a cross-refer- 
provided by the master 
numerical binder. 

Mr. Foster, who is also President 
of the McLeod Companies, of which 
Odell is one, says that the form is 
“the most satisfactory thing we’ve 


ence is 


ever tried. Everything dovetails, and 
the historical record is complete in 
one file.” The system is particularly 
heipful on repeat orders. Mr. Foster 
has helped a number of other com- 
panies adapt the form to their opera- 
tions. 

Cost of the form is 10 cents apiece 
complete, including form parts, car- 
bon, folder and collation. 





Good salesmanship is basically nothing more than 
a few simple but solid fundamentals. A New England P.A. goes 


on the record for better salesmanship by emphasizing 


these tried but true fundamentals. 


THE P.A. 


“Dick, 


products to sell. Why don’t you pick out something on 


you've got good prospects here, and good 
each call that you think we specifically need—or at least 


use—and give us a presentation on that product?” 


With these words of advice, one New England industrial 


distributor salesman “improved remarkably within a 


remarkably short period of time,” giving the advice: 

Herbert Layport, Manager of Purchases for twenty years 

at the Wyman-Gordon Company, in Worcester, Mass. 
And Mr. Layport should know. In 


regular job of purchasing agent for the huge drop forge 


addition to his 


va 


Herbert Layport, purchasing chief at 


° 


W yman-Gordon, 
feels that 


should determine the time and the length of their own call. 


greets 


a salesman outside his office. Layport salesmen 


SPEAKS 


company, he teaches several courses in purchasing and 
small business administration at Boston University and 
Worcester Junior College. He was also guest lecturer at 
the Clarkson College electronic distributors’ management 
seminar last summer. 

With 25 years experience as purchasing agent and with 
his knowledge as a professor of business administration, 
Mr. Layport has some positive ideas on industrial selling 
today, and what can be done to improve its quality and 
effectiveness. 

Mr. Layport feels that the human relations factor is the 
most fundamental aspect of industrial selling—and the 


often “The PA 


people. For example, if the salesman is 


one most overlooked. gets a feel for 
mediocre, he 
instinctively notes, ‘Oh, he’s here—the one who: doesn’t 
give a darn.’ If I wanted to sell, I'd look the PA straight in 
the eye, enunciate my name and company clearly, and 
give a good, warm handshake—neither a wet fish nor a 
bone-crusher.” 

Layport says that on the first call this is nearly always 
the procedure followed. It is on subsequent calls that 
the salesman falls down—‘He seems to assume that there 
is no need to do it again. This, to me, indicates a lack of 
a business-like attitude. I cannot remember all the 20 
salesmen, their names, companies and products that I see 
every single working day. Where a firm, personal rela- 
tionship has been established, it is, of course, a different 
but don’t take liberties.” 


Some salesmen are sadly lacking in tact, Layport feels. 


matter 


He cites the case of the salesman who “all too often makes 
the fatal mistake of saying, ‘We realize that you can’t keep 
up with everything that’s going on in the shop, and could 
Nothing makes the 
PA’s hair stand on end more quickly than to be told, in 


we talk to someone out there . . 


effect, that he knows nothing. The main thing is to get the 
PA to help you sell your products in the shop. In other 
words, the man behind the desk has to be motivated.” 

The PA-professor notes one of the best methods of 
motivating the PA is one of the simplest: the technique 
“The 


gives questioning less emphasis than anything, when he 


of asking pertinent questions. average salesman 


should give it the most. He rarely asks questions indicat- 
ing to the PA that he’s interested and wants to help. It’s 
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astounding how many times we have to dig in to get our 
questions answered.” 

Even more surprising, says Layport, is that very few 
salesmen ask the most pertinent of all questions: that of 
asking for the order itself. “He gets the PA interested, 
then drops the order idea. He’s created the need—or 
lesire—but not filled it. The next salesman will likely 
say, ‘You can get it tomorrow.’ Who gets the order?” 

One specific point which Mr. Layport strongly empha- 
sizes is contained in this comment: “We, as PA’s, can’t 
get out to see as often as we should like, so the salesman 
should make the effort to get the PA to his shop. This is 
a very potent sales approach. Likely the PA will say, ‘I 
never knew you carried this—why, you carry a wide line 
of abrasive belts, and we use them. I can order from you 
rather than waiting for delivery.’ True, the distributor 
may put eut a catalog, but, while it is often helpful, the 
PA doesn’t refer to it every time he signs an order.” 


Tell Him and Show Him What You Carry 


Layport illustrates this point with a personal experi- 
ence. He was with one industrial distributor for 20 years, 
and it wasn’t until the distributor built new quarters that 
he was invited to the shop. He was “astonished” at the 
line of products carried—*“There were even obsolete items 
He feels that the value of this 
sales tool is very much underrated, if not actually over- 
looked. 


“The salesman relies too much on sheer guesswork and 


on sale that I could use.” 


his instinct,” says Herb Layport. Among the areas where 
the salesman could help both himself and the PA by being 
more specific and thoughtful, according to the Wyman- 
Gordon purchasing chief, include: 

¢ Presentations: “Most presentations are half-baked. If 
the salesman has a new product or idea, leave something 
tangible with the PA that he can show to his people. If a 
flyer, or other written information, is left, make sure the 
industrial distributor has written on it his name, address, 
salesman, price and delivery.” 

¢ Length of call: “A survey in the Worcester area of steel 
warehousing salesmen shows that the average call length 
on prospective customers lasts 22 minutes. Even a 
crackerjack salesman cannot keep interest up over this 
long a period on every call, and it leads to overselling 
yourself.” 

* Timing of call: “A salient point often forgotten by the 
salesman who should know better is the timing of his 
interviews. He should make a list of calls planned for 
each day, noting, for example, that ‘At 8:30, call on XYZ 
Company and smaller accounts; at 10:00 call on Wyman- 
... 1 won't get in this ABC’s hair between 1:30 
and 3:00—but not after 3:30.’ 


counts when you should call; they'll be only too happy 


Gordon 


Ask your important ac- 


to suggest the most advantageous time.” 

° Frequency of calls: “Once per week is nearly always 
at least in my business: 
* Thoughtfulness: “Many 


too often again, ask your PA.” 


otherwise excellent salesmen 


lack old-fashioned thoughtfulness. I don’t smoke, and 
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The PA-professor gets into the shop several times a day to 
keep abreast of the newest developments. Here he inspects 
a huge trim-press with Worcester Shop Foreman Severence. 


don’t object if my visitors smoke, but they might at least 
offer me a cigarette when they pull out a pack. I do object 
to the unwrapping of a fresh pack with the diverting and 
annoying crackle of cellophane.” 

¢ Jnformation: “1 am continually surprised at how many 
salesmen have little or no idea how much they are selling 
me, how much we use, or how volume is changing or has 
changed. Just the other day a salesman said, ‘Our sales 


When I asked how 


. but they have!’ 


. why?’ 
much, he replied, “Well, I don’t know 


This boils down to a simple matter of not knowing your 


have dropped off recently 


own business.” 

*Come Prepared: “Frequently, | ask a simple question, 
and the salesman says, ‘I have that information in the 
car ... shall I run and get it?’ And I always say, ‘No, 
let it go.” 

¢ Engineers: “In most industrial businesses, the PA works 
closely with the engineering staff; the salesman often 
makes a perfunctory call, and immediately tries to run in 
and see the engineer. This does not gladden or warm the 
PA’s heart to that particular salesman.” 

“Admittedly, these are so basic and fundamental that 
they are second-nature to the good salesman,” remarks 
Layport, “but they seemingly have been forgotten by so 
large a number of salesmen that they bear repeating 


again—and again.” 





“Marketing Team” approach: From left. Ivan W oolery. purchas- 
ing director. John Skoog, assistant sales manager. Wens Lind- 


fors, sales manager, Phyllis Pratt, advertising manager, presi- 
dent R. W. Morgan meld “product-of-month” promotion ideas. 


TWO-WAY COORDINATION 


a “product-of-the-month™ 


W.S. Nott’s “balanced selling” program coordinates its own 


marketing program with programs of suppliers to help sales- 


men do a better job selling customers—and keeping them sold 


RICHARD L. SANDHUSEN 


, ASSISTANT EDITOR 

The “balanced selling program” of 
W. S. Nott Co., Minneapolis, stands 
on a solid tripod of advertising, sales 
and sales 
that—its 


coordination of 


promotion, 
More 


force is the 


management. 
than prime motive 
these 
three functions both within the com- 
pany and between the company and 


manufacturers. 


According to Wens Lindfors, vice- 
president in charge of service and 
supply, the objective of the program 
is to “improve the odds by pre-selling 
the buyer and preparing the sales- 
man.” 

Sales promotion and advertising 
are the means of pre-selling the buyer, 
and sales management the means of 


g the salesmen. 


preparin 
Taking the sales promotion leg of 


the tripod tirst, the program is cen- 


tered on 
chosen for its potential possibilities. 
The criteria governing the choice of 
the product are several—high poten- 
tial, good profit item, promise of 
repeat orders. It might be a new 
product or a product being featured 
by a supplier's new merchandising 
program 

Once the product-of-the-month has 
been chosen, Phyllis Pratt, Nott’s ad- 
vertising manager. is in constant 
touch with president R. W. Morgan. 
Lindfors, and various others, includ- 
ing the manufacturer’s advertising 
manager, with a view to mapping the 
entire sales promotion and advertising 


campaign: 
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Charting advertising manager's function at W. S. Nott stresses her pivotal 


position on the marketing team, arising from company’s recognition of 


importance of advertising and sales promotion in its concept of market- 


ing. At every stage of the framing and implementation of marketing policy, 


advertising and sales promotion are involved. Thus, a comprehensive adver- 


tising and sales promotion campaign is possible, buttressing the sales effort 
as it progresses from the customer's first acquaintance with a product (first 
through advertising, perhaps, or through the outside salesman’s contact 
with the buyer) through to the customer placing his order (when ad man- 
ager Pratt schedules the follow-up “thank you” letters). And all-important, 
too, is the close two-way communication with the company’s suppliers, 


enabling it to harness a manufacturer's promotion to its own local promotion. 


-. THREE-WAY BALANCE 


managers, salesmen, and suppliers to 


¢ Prepare direct mail lists from firm’s 


master list (contains 6.000 names 
broken down by industry, individual. 
product) to receive general and spe- 
cially-tailored mailings. 

* Select advertising specialities to be 
used during campaign. 

¢Set up displays at city order desk. 
*Organize and announce product 
meeting. 
* Select 


stock ) 


order literature, advertising reprints, 


and (when not in 


aids 


kits) 


and other sales (sample kits, 


demonstration from manufac- 
turer. 

¢ Prepare, schedule, place product ads 
in local purchasing magazine. 


¢ Prepare bulletins for salesmen on 
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markets, potentials, applications, etc. 
of product. 

* Evaluate and channel inquiries dur- 
ing the following campaign. 

* Prepare campaign follow-up letters 
thanking customers for their business. 
Miss Pratt 
Lindfors and suppliers in arranging 


Further, works with 
exhibits for special shows (county 
fairs, mine safety show, etc.). She 
also edits the company’s house organ. 

The sales management phase of the 
balanced selling program is con- 
cerned with training, assisting, and 
make the 


most efficient use of their time and 


motivating salesmen to 


talents. 


Lindfors works with other sales 


data for 
products, and work out Nott’s share 


evolve market potential 
of the potential. State directories and 
other statistical sources are tapped 
for information. 

Lindfors works with suppliers and 
salesmen, also, to develop sales 
quotas. These are usually based on a 
study of the past three years’ perform- 
ance in each territory conducted by 
and 


assistant sales manager (John Skoog). 


the treasurer, sales manager, 


Certain figures are adjusted to 
counter the effect of exceptionally big 
orders. Quotas are set on 18 com- 


modity groups, and are influenced by 


continued 
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Coordination with Suppliers—How? 


Big ingredient in Nott’s balanced selling program is extent 
to which firm is able to coordinate its efforts with manu- 
facturers’ in promoting products. 

The latest example of this coordination involved a manu- 
facturer who had announced a new tine of precision gears. 
Nott’s president, R. E. Morgan, attended the announcement 
meeting in Chicago. The supplier then sent his national 
assistant sales manager to Minneapolis to meet with Nott’s 
sales and purchasing people. The catalog covering the new 
line was examined page by page, and markets as well as 
applications for the new product were discussed. 

The precision gear was made the product-of-the-month, 
and stock, literature, and salesmen’s samples were ordered. 
Advertising was scheduled and direct mail sent to over 
5,000 accounts. A result of this coodination was that sup- 
plier literature was prepared pointing up Nott as a local 
source of supply. 

In other instances, Nott’s coordination with suppliers has 
enabled the firm to take advantage of new marketing ideas. 
On one occasion, Nott assigned a specialist salesman to 
handle a brand new “marketing concept” which had been 
conceived by the supplier. 

Many suppliers’ representatives attend Nott’s annual gen- 
eral sales meeting in December, and also the regular Monday 


night product meetings. 








Advertising for product-ofthe-month is prepared and scheduled by Phyllis Pratt. 
Whenever possible, she consults with suppliers’ advertising and promotion people. 


W. 8S. Nott continued 


the percentage profit contributed by 
each group. Each salesman will get 
a monthly rundown on his perform- 
ance-vs-quota. 

Lindfors and Miss Pratt work out 
themes and programs for sales 
meetings, including the yearly sales 
meeting in December, and the prod- 
uct-of-the-month meetings during the 
year. Stress is placed on the im- 
portance of training both outside and 
inside salesmen through manufac- 
turers’ schools. 

Together with his assistant, John 
Skoog, Lindfors regularly reviews 
performance with each outside and 
inside salesman. 

The coordination of the entire 
program depends on the policy-mak- 
ing team of Morgan, Lindfors, Skoog, 
Pratt, and others concerned making 
the basic decisions on overall strategy 
—how will a salesmen’s contest be 
set up, how will money be budgeted 
for each sales effort, etc. A good deal 
of the program’s effectiveness can be 
ascribed, also, to the continual coop- 
eration maintained with various 
manufacturers. 

Seen from the salesman’s view- 
point, the program has shortened the 
odds on his selling—and keeping 
sold—his customers. For example, a 
salesman approaching a local pur- 
chasing agent with the objective of 
selling him bearings, enters the 
buyers office prepared. 

During the period preceding the 
campaign, he has had an opportunity 
to study the bearing manufacturer’s 
literature, has attended Monday 
evening product meetings featuring 
a discussion on bearings, and has | 
received bulletins presenting market, 
application, sales feature, and other 
data pertinent to bearings. He has 
also been supplied with printed mate- 
rial and various advertising special- 
ties to hand out to his prospects. 

And—not of least importance—the 
industrial buyer has, to a great 
extent, been pre-sold on bearings (or 
whatever the product might be) as a 
result of Miss Pratt’s comprehensive 
advertising and sales promotion. 
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LEARN TO MAKE DECISIONS 


I. D. readers react to November salesmen’s case, “Would you accept 
this order?” with a definite “YES’’—Jim West was right. 


Reader reaction to ID’s November problem case for 
salesmen (page 108, November issue) stressed the need 
for salesmen to be fast, decisive and specific in situations 
where decisions must be made quickly and accurately. 

Readers who discussed the case in detail agreed that 
West, the inside salesman, was correct in breaching 
policy to get the order to the customer as fast as pos- 
sible—though it turned out later that a wrongly trans- 
mitted specification resulted in a wrong delivery. (If 
West had followed policy, he would have insisted on 


written confirmation before shipping. ) 


The Customer is Right 


Said Ray Youret, salesman for Orr Iron Co., Evans- 
ville, Ind.: “I certainly would accept that order. I have 
never been afraid to stick my neck out, thinking all the 
time the customer is right. 

“There are numerous instances of turning a mistake 
from the customer into big, profitable accounts. We have 
to stick our chins out every day in selling because I 
know we are taught to make decisions, and when our 
executives have to have conferences over such a small 
item as the product involved in this case, they are being 
overpaid for their work. 

“We all make mistakes and when we admit them and 
do something about them, too, then we become big people. 

“There are no professions I know of more educational 
or rewarding for work well done then selling. 

“When we salesmen realize we benefit many people, 
and get paid for what we do; that we work for the best 
supply house in the country and tell our customers about 


it—then we can say we are making progress. 


Try to Get More Facts 


J. P. Mulhern, Engineering Supply Co., Dallas, Texas, 
thought West should have asked more questions on the 
phone to get a clue as to correctness of the specifications. 

He observed: 

“I would have asked the purchasing agent the part 
number of the chain that was being used. This would 
have given a clue as to the pitch required, and would 
have revealed that the wrong pitch was being called for 
on the sprockets. 

“If the number of the chain was not known, and, since 
the order for the sprockets could not be placed until the 
following morning, the salesman handling that account 
could have been contacted. He could have called at the 
ABC Textile Co. the first thing the next morning to 


a 
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Customer's mistake produced the problem in ID’s selling case 
(November issue, page 108). Jim West, phone salesman, got 
urgent request for sprocket, had to decide whether or not he'd 
ship order or hold up for written confirmation. Company policy 
called for confirmation. (Follow-up of what happened—page 
172, revealed that West accepted order, but 
because customer gave wrong pitch over phone, snafu resulted, 
and sprocket had to be ordered over again. Still, West’s boss 
agreed he did right to breach policy and accept the order.) 


November issue 


verify the specifications, and possibly, pick up a blue- 
print which would have the correct specifications. 

“In the meantime the order could have been placed with 
the manufacturer for the making of the sprockets. By the 
time the paper work necessary for the fabrication of the 
sprockets was out of the way, and actual work had been 
started, the salesman would have called on the customer, 
the error of the wrong pitch would have been dis- 
covered, and there would still be time to make the 14-inch 
sprockets, as required. 

“As a result the sprockets would be delivered in the 
three days promised. Controversy with the customer 
would have been avoided and good feeling engendered, 
which should help in obtaining future business.” 

continued on page 150 








A case for salesmen: 


WHAT DO YOU DO ABOUT 


THE BUYER 
WHO WANTS 
MORE CREDIT? 


“I’m a salesman, not a credit manager,” said Jim Beaver 
to his boss. “Why don’t you decide what we should do?” 

Tom Black, owner of Superior Supply Co., shook his 
head. “No, Jim,” he said, “I want you to recommend 
what we should do. I may or may not do it. But it’s 
time you fellows learned to make decisions.” 

The “case” that Jim and Tom referred to was a major 
headache for Superior Supply. It involved a job shop 
known as New Idea Machine Co., a firm whose owners’ 
expectations had far surpassed their capital. 

Jim Beaver had been calling on the New Idea concern 
for five years now. Until two years ago, no credit prob- 
lems had arisen. New Idea had paid its bills—slowly but 
reliably—and normally its volume of supplies purchases 
ran to $3,500 or $4,000 a year. In 1958, new owners with 
with ambitions for upgrading the firm’s position in the 
local job shop market started to expand the facilities and 
bid on many more contracts. Jim Beaver’s sales to New 
Idea jumped to $12,000 the first year after they took 
over, and by 1960 were approaching $15,000 annually. 
The only trouble was the machine shop’s working capital 
position; it was severely strapped for current funds. 

By November, 1960, New Idea had slipped from a 
“slow-pay” position on Superior Supply’s books to virtu- 
ally a “no-pay” position. In brief, the job shop owed 
Superior about $7,500 in back bills, and the owners 
frankly told Brown they had virtually no prospect of 
getting their account current for some time. 

Black, 


Naturally, Jim’s boss, Tom was greatly con- 


cerned, and told Jim to see if he couldn’t get at least 
$3,000 from the shop before any further deliveries were 
made on the open account. Beaver soon found himself 
listening to a hard-luck story from New Idea’s owners. He 
was told that tight money and a recent metalworking 
slide-off had made the going rough for them. But now, 
new contracts were coming in, for which the shop abso- 
lutely had to have new tools and jigs. If Superior Supply 
could just hold off three months, the biggest job now 
under way would be completed and the shop could pay 
up at least $3,000 of its back bills. 

Beaver knew from long contact with New Idea’s owners 
that they were honest and hard-working. Their firm was 
obviously suffering from growing pains, and despite their 
precarious position, he felt they had the capabilities of 
becoming major factors in the local metalworking scene. 

“Sure, Jim,” said Tom Black. “I've no doubt they'll 
succeed if all of us distributors and their other suppliers 
continue to finance them. But can we afford to go on 
lending money at no interest, in competition with the 
bank, who charge to do this? I’ve already got a desk 
drawer full of pre-dated checks from other shops. Our 
management is spending hours of our time worrying 
about such problems, when we ought to be out trying 
to expand our sales.” 

Jim Beaver said he realized this but he wondered where 
Superior Supply would be if it applied bankers’ rules to 
all its small accounts. 

“Well, Jim,” said Tom Black, “I'll admit we'd lose a 
lot of business. But let’s be practical. Can’t you get 
New Idea to clean up this $7,500—which will soon be 
$8,500 if we give them those tools they want—clean it off, 
say, at the rate of at least $2,000 a month? And make all 
further purchases for cash.” 

Jim said he would see what he could do. Next day he 
told Black: “Tom, I’m afraid it won’t work. They say if 
we put the screws on them for $2,000 payments—which, 
incidentally, they say they wouldn’t blame us for doing— 
then their other vendors will follow suit, and they'll either 
lose their contract or land in the courts, or both. They 
did propose this: to pay us $600 a month and stay 
current for the further purchases, or to pay $3,000 after 
three months if we'll let them draw most of the tools on 
the open account for the present. They intend to get all 
of it paid up in 12 to 18 months.” 

It was at this point that Jim Beaver appealed to his 
boss for a decision as to what to tell New Idea, and Black 
told Beaver to make a recommendation. “Let’s see how 
you would handle it, Jim,” he said “if you were sitting in 
this chair.” 

¢ If you were Jim Beaver, what would you recommend? 

¢To what extent do you think a salesman ought to be 
concerned with credit? 


Write your solution to ID : Case Editor, ID Magazine, 
330 West 42 St., New York 36, N. Y. 


(To find out how the case turned out, see page 151) 
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HACKSAWS, HOLE SAWS, BAND SAWS, BAND KNIVES — Starrett ALLOY BAND Double 
Carbide and SAFE-FLEX® High Speed Stee! Band Saw Biades, REDSTRIPE®) S-M High 
Speed Stee! Hacksaw and SAFE-FLEX® High Speed Welded Edge Hole Saw. 


Starrett 


toolmaking craftsmanship 
gives you better bands and blades 


From the modern, streamlined Starrett hacksaw and 
band saw plant comes a full line of precision-made 
band saws, band knives, hacksaws and hole saws. You 
can sell them with the same complete confidence in their 
quality and dependability as you have in the many 
other fine products that carry the Starrett name. For 
complete information, ask your Starrett salesman or 
write The L. S. Starrett Company, Athol, Massa- 
chusetts, U. S. A. 


DIAL INDICATORS AND GAGES 
PRECISION TOOLS 


World’s Greatest Toolmakers 
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Bucyrus-Erie Heavy-Duty Crane 


Sell Bower Roller Bearings are 
for all industrial replacements 


Give your customers Bower original equipment quality! 


Bower is the line that builds high volume busi- 
ness in the machine tool replacement field. 

The extensive use of Bower close tolerance 
tapered and straight roller bearings by 
leading machinery builders makes this line 


particularly important to bearing distributors. 
Bower bearings are always readily available 
for both heavy-duty and high-speed applica- 
tions. Contact your Federal-Mogul Service 
branch for the full particulars. 


BOWER ROLLER BEARINGS 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. © DETROIT 13, MICHIGAN 
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Gisholt Masterline Saddie Type Lathe 











Giddings & Lewis 
Bickford 
Drilling Machine 
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You can help your customers cut their caster replacement 
costs, simplify your own industrial caster inventory, and 
sell more casters at a higher profit with Rapistan’s caster 
standardization program for industrial distributors. 


NOW 


YOU CAN SELL THE 


Rapistan Casters Make Steady Sales 


Because they have such wide application, these 5 standard- 
ized series enable you to sell 90% of all caster requirements. 
And, for special requirements, Rapistan also offers you a 
® full line of hot forged and other special construction casters. 


Rapistan casters are engineered and manufactured to the 
highest standards of performance, assuring customer satis- 
faction and steady repeat sales. Exclusive features, devel- 
oped through years of design leadership, include heavy duty 
cold forging, the unique 3100 Series “no-king-pin” design 
general duty caster and Rapistan’s exclusive MB (metal- 
backed) industrial wheel. Rapistan casters are made and 
guaranteed by The RAPIDS-STANDARD CO., Inc., 
makers of the well-known Rapistan line of conveyors and 
Rapisteel slotted angle. 


STANDARDIZED 
CASTER LINE 


ielmmiilelacMmeitiialslihiels 
profits 


THESE 5 STANDARDIZED CASTER SERIES SERVE MOST REPLACEMENT NEEDS 


Light-Medium Duty 


oa versatile 


General Duty 
3100 Series—o new, eco- 4000 Series 
nomical, cold jack-of-all-trades’’ for 
loads to 500 Ibs. per caster 


formed caster 
the niy trve 
Handles loads 


no-king- 
pin’ design 
to 600 Ibs 


Medium Duty 

4300 Series—rugged cold- 
forged construction, ideal 
for general factory and 
worehouse applications to 
800 Ib. loads 


Medium-Heavy Duty 
§200 Series—for many 
manufacturing and wore- 
housing applications, 
involving loads to 1200 Ibs 
per caster 


Heavy Duty 

5400 Series—cold-forgee 
construction, suitable for 
power towing and rugged 
non - powered equipment, 
loads to 2,500 Ibs 


MORE PROFITABLE FOR YOU TO SELL 


Rapistan offers you a full program of sales aids 
and sales promotion, geared to the needs of 
industrial distributors, to help you sell more 
Rapistan casters — profitably. 


Selling Assistance 

Rapistan factory specialists are available to work with 
your salesmen, introduce Rapistan casters to new 
users, help develop applications with your present 
customers. Local engineering facilities are available 
in many areas to assist you with special applications. 


Sales Training 

Practical caster application training is available for 
your sales force through training schools conducted at 
the Rapistan factory, at regional locations, or in your 
own establishment 


Rapid Deliveries 

Rapistan’s standardization program eliminates need 
for you to inventory large stocks. Rapistan will de- 
liver the casters you need fast. “Rapidstock” (24-hour) 
service is available on emergency orders, from large 
factory stocks and regional warehouses. 


Distributor-approved Sales Policies 

Rapistan’s distributor sales policies are designed for 
your profit and protection. Your sales territory is 
protected — Rapistan will not sell directly to your cus- 
tomers or appoint directly competitive distributors. 
Price structure provides high gross margins, yet lets 
you sell competitively. 


Aggressive Sales Promotions 
Your sales efforts are made more effective by a full 
program of sales and advertising support. Product 
samples are furnished. Complete literature is avail- 
able. Rapistan casters are nationally advertised by 
direct mail, in leading national business and industrial 
magazines,at important trade shows. You get effective 
local tie-in advertising materials. 
For detailed information about a profitable Rapistan 
caster sales franchise, write to The RAPIDS- 
STANDARD CO., Inc., Dealer Products, 650 Rapistan 
Bidg., Grand Rapids 2, Michigan. 


CASTERS AND WHEELS 
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Get your local Simonds Distnibutor’s 


MILLS REPORT: 
Startling new performance of 
Simonds NEW “‘SI-NAMIC”’ Band Saw 


dt ‘_ 
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Look for the 
Satin-Smooth 
Finish 
+— 
on 
“a = this 
remarkable 
new Saw 
Here is an excellent opportunity to sell 
more, profit more. Prove to your customers 
how this remarkable new saw lasts longer 
. . . how its stronger, edge-holding teeth 
provide longer runs between sharpening. 
Show them how they will benefit from 
LESS DOWNTIME for saw changing; 
MORE BOARD FEET PER DAY OR 
SHIFT; LOWER SAW COSTS all along 
the line. 


SIMONDS' 


SAW AND STEEL CO. 





FITCHBURG, MASSACHUSETTS 


For Local Stocks — Local Speed — Local Skill 


Factory Branches in Union, N. J., Chicago, Shreveport, La., Los Angeles, San 
Francisco, Portland, Ore. » Canadian Factory in Granby, Que. « Simonds 


Divisions: Simonds Steel Mill, Lockport, N. Y.; Heller Tool Co., Newcomers- 
town, Ohio; Simonds Abrasive Co., Philadelphia, Pa. and Arvida, Que., Can. 





TOP PERFORMERS 


The BOSTON line includes standard and custom-built hose from 3/16” 
to 42” I.D. Each hose is manufactured to exacting quality standards 
prescribed by our progressive Research & Development Department. 
They assure you a superior hose for your most rigid requirements. 
BOSTON means honest value, top performance—the best hose for your 
needs. Let us demonstrate how BOSTON serves you best! 





AMERICAN BILTRITE RUBBER COMPANY 
BOSTON WOVEN HOSE & RUBBER DIVISION i={eh-yge), | 
BOSTON 3. MASSACHUSETTS 


m = a a. 


BELTING V-BELTS PACKING MATTING 
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Your 
customers 


are using 


more and more 
LOCK NUTS 


CAN IMPROVE YOUR 
PRODUCT... 


SIX GREAT 


~MACLEAN-FOGG 


LOCK NUTS 


—" A free starter with lock at the top. 
MF UNI-TORQUE Withstands severe vibrations. 


Cuts assembly time. 





meet 
the demand 
by stocking 


the ME 
LINE... 


* More Quality f 
* More Profit! 


* More Reneais ! 


WRITE OR CALL 
Mac Lean-Fogg 
LOCK NUT COMPANY 


5535 N. Wolcott Avenue 
Chicago 40, Illinois 


The Lock’s in the center of nut. 


¥ Can be applied from either end. 
MF TWO-WAY Permits bolt end to be flush with, 


or below, top of nut. 





MF OPEN END Has two-way center-of-nut lock. 
Used on furniture, appliances, 
CAP NUT ' toys, lawn mowers, tools, etc. 





s 

Combination lock nut and washer. 
Use on oversized holes; where 
extra bearing surface is needed. 


MF UNI-TORQUE |, S— 
FLANGE NUT by. 





ME “WHIZ-LOCK”! ; . This one spins on. Serrations take 
a firm grip on work. Break loose 
FLANGE NUT torque higher than seated torque. 





—_—. — 





MF PILOT TYPE You can have it with or without 


lock. Simplifies assemblies by 
WELD NUT means of self-locating pilot. 





/ 


NOTE: MacLean-Fogy sup 
distributors with 


advertisin 
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Distributors! Here's what we te// your customers about you 
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Mr. Paul E. Grunau, center, talking over an installation problem with Mr. Morton R. Spence, left, of Rundle-Spence, National 
Tube Distributor, and Mr. Leslie Smith, National Tube’s representative in Milwaukee. This type of round-table discussion 
indicates the close relationship between contractor, National Tube Distributor and National Tube. 


“We had only 14 hours “We got this emergency job late at night,’ says Mr. Grunau. 


“Yet, our National Tube Distributor, the Rundie-Spence Company, 
gave us immediate service. But our National Tube Distributor 


to repair a cooling system is always ready for critical situations. He keeps two trucks 


on a stand-by basis, and there’s a four-man crew on 15-minute 


and save $100,000 call seven days a week. 


< - “‘Rundle-Spence offers expert engineering and technical 

in perishable foods— advice, constantly feeds us new product information, and is a 
single, complete source of steel tubular products. We also 
know that our National Tube Distributor has a wide range of 
available pipe sizes—14-inch to 24-inches. We’ve standardized 


our National Tu be Distributor on National Tube products for all piping installations, because 


they’re the finest tubular products in the world.” 


helped us finish the job Why don’t you combine the fast, dependable service and 
technical assistance of a National Tube Distributor with 
in 12 hours sd USS National Steel Pipe? The next time you need top-quality 
steel pipe for plumbing, heating, power or air-conditioning 
applications, see your local National Tube Distributor. 





says Mr. Paul E. Grunau, Secretary-Treasurer, Pau/ J. Grunau Company, USS and National are registered trademarks 


Mechanical Contractors, Milwaukee, Wisconsin 


National Tube 
Division of 
United States Steel 


Columbia-Geneva Stee! Division, San Francisco, Pacific Coast Distributors 
United States Steel Export Company, New York 
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Model 612 


Saws... Hammers... Sander-Grinders... 


it pays to sell the preferred line 


More and more men in industry are standardiz- 
ing on MILWAUKEE... heavy-duty electric tools 
ruggedly built and specifically designed for production 
and maintenance work. 

They’re quality tools, job-tested and proven for over 
35 years. Portable tools with built-in versatility to saw, 
cut, hammer, drill, grind, or polish . . . for work in 
metal, wood, masonry, plastic, almost any material . . . 
Tools with a uniform “feel” of smooth, steady power 
furnished by MILWAUKEE-built motors . . . perfectly 


HEAVY-DUTY 


TOOLS 


balanced for unmatched handling ease. 

The growing, nationwide acceptance of MILWAUKEE 
Electric Tools by industry is proof of their depend- 
ability and performance. It is your guarantee of cus- 
tomer satisfaction. It is also your opportunity to profit 
with the line that’s become the standard of quality in 
portable electric tools. 

Investigate the advantages of selling the complete 
ren line. Write today for prices and free 
iterature. 


(| Heavy-Duty Electric Tools To Do The Whole Job 
MILWAUKEE ELECTRIC TOOL CORP. 5340 Ww. State St., Milwaukee, Wis. 


+ 


SANDER-GRINDER RIGHT ANGLE DRILLS 
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SAWZALL 


ELECTRIC HAMMERS ELECTRIC SHEAR 
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ARMSTRONG 














Types and Sizes for 
Every Industrial Use 


With ARMSTRONG Wrenches, you have the 
most complete line of industrial wrenches . . . 
a line that misses no sales . . . a line that needs 
no fill-in. Advanced in design, strong beyond 
need, accurately machined and beautifully 
finished, ARMSTRONG Wrenches are quality 
tools, that give complete satisfaction and build 
repeat business. Widely and continuously 
advertised, they are universally accepted as 
the finest wrenches obtainable. They are the 


logical line for Industrial Distributors. 
Write for General Catalog and check your wrench stock. 


Specify “ARMSTRONG” when ordering wrenches. 


‘ARMSTRONG BROS. TOOL CO. 


5205 W. ARMSTRONG AVE. ¢ CHICAGO 46, ILL. 
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What's 
this about 
a new 


UNBRAKO 
line? 


It’s the 
K Series... 
the standard 
that 
replaces 
specials 


And your customers are reading about it now 





Now—Fatigue Performance 
Formerly Available Only in Specials! 
.. with New UNBRAKO K16 Socket Head Cap Screws 











New UNBRAKO K16 socket head cap 
screw is currently being announced to 
design engineers, production men, PA’s 
in ads such as this. Reprints—for counter 
display or mailings—free on request. 


February 1961 


Case histories show that 90% of 
today’s threaded fastener failures 
are due to fatigue. That’s why 
many designers demand specials 
for certain critical high-fatigue 
applications. They don’t like the 
price, but they must have the 
design insurance. 


To solve this problem, SPS is 
introducing a new UNBRAKO fas- 
tener—the K16 socket head cap 
screw, developed specifically as a 
specials replacement in high- 
fatigue service. It offers twice the 
fatigue life of a regular UNBRAKO; 
four times that of an ordinary 
socket head—this in a standard 
fastener, reasonably priced. 


UNBRAKO K Series fasteners will 
be available initially as socket 
head cap screws—sizes #8 through 
ly in. diameter. Other configura- 
tions and materials will follow. 
Get more information from your 
SPS representative or by writing 
STANDARD PRESSED STEEL Co. for 
copies of new sales Bulletin 2707. 
INDUSTRIAL FASTENER Division, 
SPS, JENKINTOWN 13, PENNA. 


where reliability replaces probability 
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WHAT'S IN THE BOX? 


.. just the world's neatest package of profit! 


Wilton’s C-Clamp line is profitable because it's co: 
work with. One source for everything, with one quality 
line,you always have the size and price clamp your customer wa 


Toy diate my c-t-wel-s-Jfelal-10 mie] mm Ze le) mmorelan /-1all-salei- mre Lale mm Com-t-NU- Mare lale lit 


Look inside the box and see what you get! The most 

different styles for éyery need and budget! Individually pa 

pre-sell your custome on Wilton’s C-Clamp features that revol 
original, guaranteed loose-proof Perma-Pad; all hardened spindles; all | 
many more. Wilton's features are often copied, but never matched; that's wh 


you can count on Wilton's contribution to your future growth! 


2 WILTON: 


WILTON TOOL MANUFACTURING CO. INC., SCHILLER PARK, ILLINOIS 
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THE SE NTLE MEANS OF CONTROL 


FOR STOP-AND-GO MACHINES! 


EATON 


DyNA-TOR 


Magnetic-Friction 
Clutches and Brakes 


Eaton Dyna-torQ Magnetic-Friction Clutches 
and Brakes provide a simple, accurate, shock- 
free method of controlling power and motion 
in today’s complex production and processing 
machines—or for equipment you may now have 
in the design stage. 


Dyna-torQ units utilize the simple principle of 
electro-magnetic engagement of two friction 
members (field-magnet and armature) to trans- 
mit driving or braking torque. 


Extremely rapid response without backlash or 
chatter makes Dyna-torQ units ideally suited to 
a wide range of automatic cycling applications. 


Carefully selected and tested materials, high 
quality of workmanship, and important design 
features provide long operating life, minimum 
down-time, and low maintenance cost. 


INSTANT RESPONSE: Short armature travel—a”— 
and the direct pull of the magnetic field on the 
armature eliminate any need for mechanical linkage; 
prevent backlash and lost motion. 


INSTANT RELEASE: Dyna-torQ design permits in- 
stant release of armature when field coil is de-ener- 
gized; there is no residual flux to delay action. 


HIGHLY EFFECTIVE COOLING: Fanning action of 
armature carries heat away from unit; reduces oper- 
ating temperature. 


Dyna-torQ units are offered in a diversified 
line including clutches, brakes, clutch- 
brakes, and clutch couplings. Sizes range 
from 11/,” to 15” in diameter. They are 
easily and quickly installed on new ma- 
chines or existing plant equipment. 


NO ADJUSTMENT: Proper clearance between the 
armature and field magnet is maintained automatically. 


SIMPLE, ACCURATE CONTROL; Closely held rate of 
acceleration and deceleration prevents shock to gear 
trains and other linkage. Small, compact Dyna-torQ 
controls rectify alternating current to furnish direct 
current for the coil of the field magnet assembly. 


INTERCHANGEABLE PARTS: Corresponding parts of 
all Dyna-torQ units of a given capacity are inter- 
changeable. 


Send for Illustrated Literature Covering the Complete Dyna-torQ Line 





DYNAMATIC DIVISION 





MANUFACTURING COMPANY 


EATON 


ORIGINATORS OF EDDY-CURRENT SPEED CONTROL EQUIPMENT 


3122 FOURTEENTH AVENUE . KENOSHA, WISCONSIN 
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Distributor © 


* fy ae 


double-plus 
from Bristol 


No other socket screw manufacturer offers you both industry standard hex 
and Bristol-originated Multiple-Spline socket screws to sell 


Only Bristol offers you this double-barreled sales producer. 


You’re selling the vibration resistant Multiple-Spline socket screw. It’s the socket 
screw that’s virtually standard for the fast-growing communications, electronics, 
and guided-missile industries. It’s the socket screw that’s specified for fabulous 
electronic brains and mass-produced desk calculators. It’s the screw that goes into 
outer space in million-dollar guided missiles, that has even been gold-plated for use 
in sensitive radio-frequency portions of microwave radar sets. 


And on top of that you get a complete line of the finest standard hex socket screws 
on the market—including, of course, new Series ’60 cap screws. Uniform excellence 
is assured by Bristol’s 17-step quality control—as on all Bristol socket screws. 


And on top of all that you have every distributor aid and door-opener that Bristol 

can think of to help you sell: New ultra-miniature button-head and flat-head screws 

(Nos. 0, 1, 2, and 3). WRENCHKING, the new end-wrench sensation. The Bristol 

Automatic-feeder driver. National ads—referring the reader to the distributor — 

publicity, direct mail, and wide industrial show participation. (You'll find a more 
complete list at the right.) 

Of course, you make out as a Bristol distributor. And we are going to see that 

you keep on doing so—because Bristol knows that your prosperity is ours as well. 

A.O.7 

Distributor opportunities are still open in a few localities. Inquiries welcomed. 
The Bristol Company, Socket Screw Division, Bristol Road, Waterbury 20, Connecticut. 


Precision socket screws since 1913...by the makers of famous Bristol Precision instruments. 


by j Bristol's Hex Socket Screws 
1 Uv Red 


Made in sizes as small as No. 0 in Alloy Steel and Stainless Steel. Cap screws up to 144” diameter. 


se 


Million-dollar guided missiles, like the 
REDSTONE shown here, form just one of the 
space-age markets using Bristol Multiple- 
Spline socket screws. Builders of costly equip- 
ment like this want and get the best socket 
screws —they can’t afford not to. That’s why 
they specify Bristol. 


HOW BRISTOL BACKS YOU UP 
Fast Distributor Service 


* One day shipment on urgent orders. 

* Telephone, telegraph, teletype to an- 
swer inquiries fast. 

* E-Z order form has net prices; photo- 
copied to end error. 

* Speedy order filling, pricing, stock con- 
trol methods. 


* Functional bulk-order packaging. 


Promotion Kit Advertising 

* Easy-to-read catalogs, brochures. 

* Concise technical and product date. 
* Smart self-mailers, envelope stuffers. 
¢ Planned program for mailings. 

* Heavy schedule of national ads. 

¢ Publicity, displays, trade shows. 

* All inquiries referred to you. 


THE 


BRISTOL 


COMPANY 


Socket Screw Division 
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extra sales opportunities with the 
high-quality, good profit e#eezee line 








J 
7 
Ratchet Knockout One-Shot Hydraulic 


Knockout Punches Hydraulic Knockout Punch 
Knockout Punch Drivers 


for %°-5" Conduit Driver and Punch Sets Punch Drivers 


Electricians’ Brace Bit Flat-Type Electricians’ Unispur Ship Auger Power Bit 


Solid-Center Expansive Ship Auger 
Power Bits Power Bits Power Bits Extensions 


Auger Bits Bits Car Bits Auger Bits Extensions Power Bits 


Hollow Double-Flute Single-Fiute Doudle-Spur ihe R 7 Dowel ar: Adjustable 


Hollow 
Machine Bits Bits Drilis Machine Drilis Countersinks 


Chisels Chisel Bits Routers Routers Machine Bits 


Write for catalogs and prices on Greenlee 
tools. Catalog 37-E ... knockout tools and other time- 
saving tools for electricians. Catalog 37-H ... hand and s 


power bits. Catalog 36-M . . . mortising, boring, and 
i i 1963 COLUMBIA AVENUE, ROCKFORD, ILLINOIS 


routing tools for woodworking machinery. 


February 1961 








Only it. UNIONS 


Forged Steel Fittings 
give all these benefits 


Guarantee pressure-tight joints with CAPITOL 

fittings. Army-Navy gauging procedure assures full i , 
formed threads that will tighten every time. True align- 4 

ment, through careful inspection, means easier and 

faster make-up. . 

The phosphate coating makes all fittings rust- INDIVIDUALLY PRESSURE TESTED 
resistant, cleaner, easier to handle and free from oil or ' 
dirt. 

Quick identification through color-coded labels 
saves time and reduces errors — Green-2000#, Blue- 
3000+ and Orange-6000+. CAPITOL fittings equal 
or exceed the requirements of all published specifica- 
tions including MSS-SP-49, SP-50 and ASTM-A-105. 


oi 
f 





ELLS and TEES 


} y 


COUPLINGS 
a oll wettec | 


BUSHINGS ¢ SQ. HEAD PLUGS «¢ HEX HEAD PLUGS 


: aS ANS 
“es WE wh 
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SOCKET WELD ' REDUCERS & 
CAPS COUPLINGS & CAPS INSERTS 








~~ . —— — 
a 
<r 
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—_ 
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MANUFACTURING CO. 


DIVISION OF HARSCO CORP. 
COLUMBUS, OHIO 
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NEWS 


Markets 126 


People 136 





THE CASE FOR “NEW THINKING” 127 


In its development of a new product, thinks Skil Corp., lies proof of the com- 
pany s “new thinking.” What is more, it says, the industrial distributor has 
a big part to play in a manufacturer's forward thinking and planning. 


NICB FINDS 1961 OUTLOOK CHEERFUL 138 


lhe National Industrial Conference Board finds in its survey of business leaders 
that the business outlook for 1961 is cheerful, despite concern about the state 
of the economy. New orders and profits are expected to increase in first-half of 
1961 over new orders and profits in first-half 1960, according to the NICB survey. 


TOLEDO PIPE STOCK BOUGHT BY CURTIS 139 


Curtis Mfg. Co. acquired a 95% interest in The Toledo Pipe Threading Machine 
Co. Toledo will continue operations with no personnel changes contemplated. 


SUPPLIER-DISTRIBUTOR COMMUNICATIONS 137 


Based on a survey conducted among manufacturers by ID, this article dis- 
cusses some of the means—other than distributor advisory councils—by which 
distributors are apprised of suppliers’ sales, promotion, and marketing policies. 





NEW PRODUCTS ON THE MARKET ........ 





Nee 


SAFETY BLOCK CUTS ACCIDENTS 
“Saf-T-Block”, 


press block which shortens down time 


an adjustable safety 


of power presses, is used for rapid 
snubbing of upper and lower dies 
while personnel is cleaning, changing 
or sharpening dies or performing 
the 
presses. Unit is attached to press with 


other maintenance tasks on 
a short length of chain and a safety 
plug. Once plug is removed, all power 
to the press is automatically cut off. 


Duff-Norton Jack Div., Duff-Norton 
Co., Gateway Four, Pittsburgh 22, Pa. 


Pumps save space and weight, 
handle thick or thin liquids 


Series of internal gear rotary pump 
assemblies feature integral helical 
gear reduction assemblies mounted 
directly to the pump. Series, called 
“CJ” and “DJ”, are designed to 
variety of thick and thin 


liquids, including petroleum products, 


handle a 


solvents, some slurries, asphaltic ma- 
Stated 


advantages include lighter weight, 


terials, molasses and others. 
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smaller size than conventional out- 
board spur geared pumping assem- 
blies. Misalignment in manufacturing 
or in field installation or adjustment 
is impossible since gear drives are in- 
tegral with pump. Capacities range 
from 26 GPM for smallest model in 
either “CJ” or “DJ” group to 252 
GPM for largest. Pumps are rated to 
100 psi, motor sizes from 1% to 
10 HP, depending on model size, re- 
quired performance. Wayne Pump 
Co., Griffin St., Fort Wayne, Ind. 


Heaters designed for temporary 
or emergency heating jobs 


Two portable hcater models—the 
larger called PH 350 and the smaller 
called the PH 80—are designed for 
use in buildings under construction, 
portable heating for plumbing and 
heating roughing-in or repair jobs, 
warehouse heating, concrete curing 
and drying, warming, drying and 
thawing materials, pre-heating en- 
gines, drying corps etc. Models need 
no vents and are equipped with fold- 
back stainless steel combustion cham- 
bers to assure complete combustion 
and eliminate odor, smoke, visible 
flame. They burn kerosene, #1 or 
#2 Diesel or fuel oil. Sirocco-type 
blower provides positive air flow. 
Model 350 has output of 350,000 
BTUs per hour. Model 80 delivers 
80,000 BTUs per hour for 20 hours 
on one tank of fuel. John Wood Co., 
Heater and Tank Div., Conshohocken, 


Pa. 


AIR CYLINDER FITS IN HAND 


Maximum 200 p.s.i. air cylinder is 
offered in 34, 1 and 11%-in. bore sizes 
with standard strokes 


12-in. in 


spring-return models also available, 


ranging to 
double-acting models, 
the square head series “S” Midget- 
Air is ideal for small force cylinder 
applications which demand compact 
size, mounting versatility. Four basic 
mountings are inherent in the univer- 
sal design, with optional clevis and 
flange attachments available. Special 
seals can be provided if working pres- 
sures exceed 165-deg. F. Hannifin 
Co., 501 S. Wolf Rd., Des Plaines, 


Illinois 


Motor compressor and vacuum pump 
features small size, quiet operation 


Miniature 1/12 HP oil-less motor- 
powered compressor and vacuum 
pump delivers more free air than any 
rotary, diaphragm, or piston design 
unit of same HP on the market, 
maker claims. Small size (5-in wide, 
814-in high, 834-in long) and quiet 


INDUSTRIAL DISTRIBUTION 





This Month’s New and Improved Products with Sales Possibilities for Industrial Distributors 





operation make unit especially suited 
for such applications as aeration of 
liquids, laboratory equipment, office 
machines, medical equipment, print- 
ing equipment, small industrial 
machinery, test equipment etc. Two 


Model LV, which 
has a 1.9 CFM displacement and is 


models available: 


capable of continuous operation up 
vacuum, and Model LC, 
which has a 1.43 CFM displacement 
and is capable of continuous opera- 


to 27-in 


tion to a pressure of 65 PSIG. Units 
weigh 18 lbs., operate at 1725 RPM 
with split-phase, induction-type mo- 
tors. Bell & Co., Morton 
Grove, Ill. 


Gossett 


DRILLS WORK IN CLOSE QUARTERS 


Variety of 30 pneumatic drills, in- 
cluding miniature, angle, close corner, 
360, 90, 30-deg., twin spindle, rack 
feed, straight and pistol grip units, 
include following models: SR6 model 
(14-in. capacity) has removable side 
handle, is claimed to be smallest and 
lightest portable drill of its type; 
miniature drill, weighing 1014-ounces 
with a capacity of 4-in., for close 
fine multi drill operations. Small 
diams. of straight drills enables them 
to be grouped close; down to 2-in. 
centers. Newage Industries Inc., 222 


York Rd., Jenkintown, Pa. 
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Cutters extend carbide insert life, 
remove more metal per cutting edge 


“Dex-A-Mil” X face and shell end 
milling cutters feature two-piece 
body construction that enables insert 
seats to be uniformly ground to ex- 
tremely close tolerances. Inserts are 
securely locked in postion with a com- 
bination of positive lock on top and 
carbide anvil under the carbide in- 
serts for maximum rigidity, higher 
feeds and speeds. Greater number of 
teeth provide fast, low cost milling 
operations with inexpensive, index- 
able, throwaway carbide inserts. In- 
locked, unlocked, 
indexed or replaced on machine with 
cutter in position. Right and left hand 
cutters face mill and 
shell end mill designs, with double 


serts are easily 


available in 


negative rake angles and 15-deg. lead 
angle in standard size diams. from 
3 to 12-in., larger diams. as specials. 
Adamas Carbide Corp., Kenilworth, 
N. J. 


Clamps feature screw shield, 
Sliding vise-type handle 
Hold-Down clamps, equipped for 


welding service, have heavy steel 
shield to protect against damage to 


screw threads from “spatter”, hammer 
blows, or contact with the welding 
torch. Holding-bolt installation of 
clamps makes it possible to apply 
holding pressure in the middle and 
along the side, as well as near the 
edge of a table. When mounted, 
clamp swivels 360-deg. around the 
holding bolt to hold work at most 
convenient spot or angle. Clamp slides 
on or off holding bolt instantly, in 
position when needed, out of the way 
when not in use. Adjustable Clamp 
Co., 417 N. Ashland Ave., Chicago 
22, Jil. 





Caster for applications where 
entangling threads are present 


Plate-type 4-in truck caster, designed 
for use in textile industry, laundries. 
and other applications where casters 
are likely to entangled, 
feature extra-wide spacer washers be- 
tween horn and wheel to allow lint 
and threads to fall freely through: 
horn. Also feature improved thread 
guards, a thread baffle on each side: 
a fully machined face on treads, a 
bolt and nut removable axle with 
pressure-type lubrication fitting, 
heavy zinc plating on metal parts. 
Bassick Co., Bridgeport 5, Conn. 


become 





“YOU CAN’T SEE US, B 


Don Presler, Hewitt-Robins field en- 
gineer, and Earl Provost, President 
of Rubber Products Corp., did their 
work behind the scenes, but actually 
they fit right into the picture... be- 
cause H-R hose is specified and used. 


“Don works so closely with us that I feel he is always in 
the picture—right alongside of us—both before and 
after the sale of H-R products,” says Earl Provost. 

The Rubber Products Corp., St. Louis, Missouri, is a 
complete-line rubber specialty house which has been an 
H-R distributor for twenty-five years. 

“Good customer service,” says Earl Provost, “sells 
products to everyone’s satisfaction. And Hewitt-Robins 
believes in backing up this conviction with action. It’s 
not only the training schools and the continued flow of 
sales aids and promotional literature... 

“It’s also the close contact we have with H-R tech- 
nical men, product managers, district sales managers, 
and—closest of all in terms of day-to-day teamwork— 
the H-R field engineer. He’s the man who supplies the 
answers to our questions, often before we’ve asked 
them. He’s the man behind the scenes on every sale we 
make. That’s why Don and I are in the picture above— 
invisible—but there in terms of the teamwork for serv- 
ice we’re giving to the customer.” 

These are not idle remarks by Mr. Provost. Through- 
out years of selling H-R industrial hose, conveyor belt- 
ing, and sheet packing, he has witnessed first hand the 
many ways in which H-R backs up distributors. For 
example, his salesmen who have graduated from the 
advanced training school of the Hewitt Rubber Division 
report that their knowledge-in-depth of the broad H-R 
product line means increased sales and improved cus- 
tomer service. 

These are only a few examples of H-R cooperation. 
To find out more about what Hewitt-Robins can do for 
you, call the H-R field engineer in your area. Hewitt- 
Robins, Stamford, Conn. 


HEWITT-ROBINS 
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At Lambert Field in St. Louis, a B-707 is refueled by Allied 
St. Louis, Inc., at over 400 gpm, each 


Aviation Fueling Co., 
using the hydrant 


wing. This Rubber Products customer 
system with H-R aviation refueling hose. The two men at 


“This hose turns over fast,” says Frank Willman, right, 
warehouseman. Day-in and day-out, H-R field engineers 
provide assistance to help distributors sell through improved 
service. Here Don Presler and Frank inventory the Rubber 


Products stock of Servall and Conservo hose. 
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the left are not physically present although they might 
well be if regulations permitted. Nevertheless, through 
teamwork for service to the customer, their presence is felt 


but not seen. 


“Check me on these figures, will you, Don?” asks office ma 
ager Nick Gavura, seated, right. Another routine of Don’s 
frequent visits—checking recent price revisions. Rubber 
Products personnel are: Jean Provost, V.P.; Earl Provost, 
Pres.; Bracken Lyster and Harry Provost, salesmen. 





New Products continued 


Dial indicator has accuracy 
of plus or minus .00001-in. 
dial indicator, called No. 
25-106 Dial Master dial indicator, is 


designed for applications requiring 


Precision 


extreme precision such as shop in- 
spection to laboratory standards or 
work. Widely 
graduations read in .00005-in, dial 
reading is .0015-0-.0015, with a total 
.003-in. 


laboratory spaced 


Furnished with 


S. Starrett 


range of 
jeweled bearings only. L. 
Co., Athol, Mass. 


For both standard and specialized 
high-speed production work 


Line of “Unishear” air metal cutting 
shears and air powered motors and 
stated fea- 


tures: air powered motors can’t burn 


routers have following 


93 


out or be damaged by sudden shocks 
or stops, are therefore indifferent to 
overloading, stalling; fewer and more 
durable parts and a 100 per cent duty 
cycle under continuous operation 
lessens maintenance needs; absence 
of “free-wheeling” means no work 
damage, greater operator safety; pre- 
loaded matched bearings prevent end 
play at bit and micrometer depth ad- 
justment for precision accuracy 
allows setting of bit in seconds; pre- 
cision-ground, solid carbide bits offer 
maximum tool life. “Unishear” air 
metal cutting motor, 12 gage, has air 
trigger throttle to control, vary speed. 
Stanley Air Tools, Stanley Electric 
Tools, 195 Lake St., New Britain, 


Conn. 


component or catalyst materials 


Improved model of company’s formu- 
called Formulator “B”, 


accurately meters resin and catalyst 


lator unit, 
materials to a spray gun for instan- 
taneous spray or pour application of 
fast-reacting materials. Company’s 
Turbulator gun can be used with unit 
for materials that have extremely fast 
reaction times. It mixes the two com- 
ponents internally in the gun with a 
high speed mixing dev ice, 
them 


alyst gun can be 


sprays 
immediately. Company's cat- 


used with slower 
reacting materials, or standard model 
18 spray, painting gun can be used as 
an injection gun. Formulator is all 
air operated, will dispense materials 
from original shipping containers. 
Handles 
plastics, epoxies, gel-coats, similar 
materials. Binks M/g. Co., Chicago, 


lil. 


urethane foams, reinforced 


Hook handles shipping and material 
handling containers, parts, trays, etc. 


“Auto-Bi-Hook”, a self-operating au- 
tomatic hook, has two or more plate 
hooks which swing side by side on a 
pin of a shackle which can be hooked 
on the hook of a crane or hoist, or the 
hook plates can be mounted on a pin 
to a derrick or conveying or suspend- 
ing device. Hook is suited for engag- 
ing bars, trunnions, loop handles, 
chain stretched across an opening, 
through a hole near the top of an 
upright sheet or plate as in a parts 
box, or through an eye bolt. Suited 
for both indoor and outdoor opera- 
tion. Applications include picking up, 
releasing and transferring items. 
Bi-Rail Co., 20050 Livernois Ave., 
Detroit 21, Mich. 


FLEXIBLE SHAFT PACKAGE 


flexible 


neoprene-cov ered 


Complete shaft package— 
shaft, 


standardized coupling— includes com- 


casing, 


plete stock in shaft sizes from 0.150- 
in. to 0.500-in, maintained in stand- 
ard lengths and ready to attach to 
Standard 


shafts can be used “as is” to cut engi- 


mating spindles. flexible 
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neering. They can be used economi- 
cally to test experimental designs or 
meet requirements of applications in 
which only limited quantities of 
flexible shafts are needed. Shafts are 
suited for prototype or medium 
either for 


power transmission or remote con- 


volume requirements, 
trol, and can also be used to simplify 


existing equipment. Designed for 
high speed and continuous operation, 
they are useable in either rotational 
direction. S. S. White Industrial Div., 


10 East 40th St., New York 16, N.Y. 


Ut SS SICLONE 


Planer knives are tougher, 
more abrasion resistant 


“Si-Clone” thin planer knives run 
twice as long without jointing as 
ordinary knives do, give equally good 
results on all types of timber, and any 
head location—top, bottom or side. 
Maker also claims knives have excep- 
tional edge-holding ability even when 
knotty 
where grain has a tendency to rise. 
Simonds Saw and Steel Co., Fitch- 


burg, Mass. 


working lumber or wood 


Applicator eliminates cutting 
fluid waste, speeds production 


Applicator for company’s “Dual-Ac- 
tion” cutting fluids, called the “Fluid- 
Miser”, consists of a hand squeeze- 
bulb, tube and 
special ejector head which screws to 


connecting vinyl 
any standard l-in screw-neck can. 
Purpose of Fluid Miser is to apply 
correct amount of fluid, by remote 
control, eliminate unnecessary waste 
and permit properly timed ejection at 
the work point—without interrupting 
work rhythm of operator. Tapmatic 
Corp., 845 W. 16th St., Costa Meas, 
Calif. 
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Double-acting hydraulic cylinders 
offer choice of stroke length 


10,000 psi 
double-acting hydraulic cylinders, the 


Line of heavy-duty, 
YD series, are available in capacities 
of 50, 75, 100 and 150 tons, bore sizes 
of 334, 414, 54% and 6%-in. Choice 
of mounting—tie-rod extensions rod 
end, head end or both ends. Construc- 
tion features include heat treated 
alloy steel piston rods, heavy wall 
cylinder shells bored and honed to 
10-15 metallic rod 
wipers, self-adjusting flange-type rod 


micro finish, 
seals and heat treated alloy steel tie- 
rods and nuts. Precision Hydraulics 
Div.. Owatonna Tool Co., 373 Cedar 
St... Owatonna, Minn. 


Dresser dresses and trues 
straight-faced grinding wheels 


Grinding wheel dresser with a double 
cutter unit is designed for dressing 
and truing straight-faced grinding 
wheels used on flexible shaft and 
portable grinders, dresses wheels of 
from 4 to 8-in diam. without remov- 
ing them from their spindle. Revolv- 
ing grinding wheel is cradled be- 
tween the cutter units for a few 
seconds and the face of the wheel is 
dressed straight, load is removed and 
wheel’s original fast cutting action is 
2%4-in high, 
314-in wide and weighs 6 pounds. 
May be bolted or screwed on a bench 
or any flat surface. Desmond-Stephan 
VUfg. Co., Urbana, Ohio 


restored. Dresser is 





DISTRIBUTORS 
WANTED 


FOR “IDEAL” 
BANDSAW WELDERS 


© Precision Built 
© Portable 


© Grinding Wheel For Dressing 
Butt Optional 


It’s quicker, more economical, more con- 
venient to make band tools from your own 
coil stock. Skilled operators not needed. 
Welders for carbon steel, nickel chrome 
and high speed steel. Seven models—'/2”, 
, 4a, 2, en. Fx 


“BEXOR” Bandsaw Blades 


Top quality, Favorable Price, Better Profit 
Margin. In 100’ and 250’ coils. 


HACKSAW BLADES 


Hand sizes in tungsen alloy and high 
speed steel. Light and heavy power in 
high speed steel. 


Write for literature and information on 
choice territories now open. 


E. R. SAMSEY & CO. 


Toledo 14 Ohio 

















keep 


your catalog 


working — 


harder! 


Your catalog. Attractive, well-planned, 
easy to use (if it’s Donnelley-built), and 
full of good sales-building items. Still it 
can’t jump down from the shelf and say, 
“Here lam. Buy from me.” 

But you can stimulate your customer 
to reach for your catalog. For yours in 
preference to all others. You can do 
this by means of inexpensive catalog- 
boosting sales promotion. 

How? 

Let us send you—without the least 
obligation to you—a booklet that tells 
how catalogs can be kept driving, week 
in and week out, producing low-cost 
sales. It’s called, Getting More Leads 
for Your Salesmen. 

Please write for this valuable book- 
let. You are sure to find an idea that 
will prove profitable. Why not request 
it today? 


Catalog Compiling Department 


DONNELLEY & SONS COMPANY 


The Lakeside Press 
350 East Twenty-second Street 


Chicago 16, Illinois 





Allows safe access to 
hard-to-get-at places on roofs 


All steel “chicken” or roofers ladder 
is equipped with a rubber-tipped hook 
section to fit all types of ridged roofs. 
Steps on the ladder are raised to pro- 
vide safe, sure footing and to provide 
a shelf for tools, paint cans ete. 
Standard length ladder is 20 ft., in 
two sections—a 6 or 14 ft. hook sec- 
tion, and a 6 or 14 ft. extension 
section. Sections can be interchanged 
so that ladders of 12, 20 or 28 ft. are 
available. Louisville Ladder Co., 1101 
West Oak St., Louisville. Ky. 


Provides packaged power on job 
site, in other remote locations 


“Zeus” Model GW-300 heavy duty 
portable electric generator produces 
3000 watts of AC power. generates 
electric power by a permanent magnet 
rotating field. This operating prin- 
ciple eliminates brushes, slip rings or 
commutator. The permanent magnet, 
internally fan-cooled and corrosion 
protected, connects directly to engine 
shaft with no coupling. Unit is recom- 
mended for supplying prime or 
emergency power for heavy construc- 
tion, electrical maintenance, auxiliary 
lighting, tools, motors, emergency 
power, and standby power applica- 
tions. Unit is rated at 3009 watts, 
115/230 volts, 60-cycle, single phase. 
Powered by rope starter, 1-cylinder, 
l-cycle, air-cooled gasoline engine. 
Borg-Warner Corp., Pesco Products 
Div., 24700 N. Miles Rd., Bedford, 
Ohio 
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MISSING 
LINK? 


NOT WITH 
NIXDORFF 
CHAIN 


7) 


If you’re not stock- 
ing Nixdorff Chain 
—you re missing out 
on a link with a good 
thing. Nixdorff 
Chain is always in 
season — always in 
demand. Nixdorff 
Chain is packaged 


for profits—in chain 


packs, drums and 
MerCHAINdisers. 
Write for catalog. 











BIGGEST NEWS 
IN SHOVELS 


ers 


Now you can sell a complete line of both light weight and 
maximum duty shovels with the famous RAZOR-BACK backbone. 


Thicker in the center all the way from 
socket to cutting edge. Guaranteed to 
give more service per dollar than any 
other shovel]. 
Thousands of contractors and indus- 
trial buyers have long preferred RAZOR- 
BACK, the big super-strong shovel with 
a 13 gauge center backbone clear to 
the cutting edge, where other shovels RAZOR-BACK .. . for those who want a big, 
4 . super-strong shovel 

wear out fastest. 
Our new RAZOR-LITE shovel now pro- 
vides this same backbone construction 
for those users who prefer a light 
weight shovel. Both types sell for at 
least $12 a dozen less than any “pre- 
mium” shovels even approaching them 
in strength. 

Send for complete new 


: RAZOR-LITE. .. for those who want a light 
Industrial Catalog 30 today. weight shovel with RAZOR-BACK backbone. 


THE UNION FORK & HOE CO., Columbus 15, Ohio 


Quality Forged Tools for Over 50 Years 
SOME OTHER INDUSTRIAL PRODUCTS BY UNION 
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Asphalt and Industrial Scrapers Weed 








Road Rakes Forks Spades Cutters 
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Bit sizes suitable for thin-wall 
conduit as well as copper tubing 


Master Copper Tube Boring Set in- 
cludes more than 35 pieces—includ- 
ing “Grips-Rite” angle head, Handy 
Angle Supreme reciprocating saw 
with blades, and the seven Planetor 
bits required to install standard- 
size copper tubing from 4% to 3-in— 
included in a rugged, compartmental- 
ized steel carrying case. Use of 
specialized boring set is said to make 
apparent any mislaid tool, and carry- 
ing case is designed to eliminate 
damage to pilots and cutting edges 
of bits. Price & Rutzebeck, PO Box 
30, Hayward, Cail}. 


Compressor has new type oil 
separator to reduce oil consumption 


Air-cooled industrial stationary ro- 
tary air compressor models have oil 
separator containing an inorganic 
fiber glass element which accumulates 
fine particles of oil that drain back to 
the intake section of the compressor 
by means of a pressure-reducing oil 
return valve. Compressors offered in 
2 to 125 hp sizes, Standard portable 
machines available in 60 to 600 cfm 
capacities. Davey Compressor Co., 


Kent, Ohio 
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WOULD YOU RATHER HAVE... 


or a complete tool line? 


Black & Decker’s complete line 
of electric power tools gives you a full stock to 
fill every customer’s need. Over 130 tools, more 
than 3,000 accessories — from heavy-duty 
vacuum cleaners to the pocket-sized Shorty 
Drill—that’s the choice you have to sell with 
and profit by. Each B&D tool is power-packed 


and service-backed ... made to last, tops in 


Black s Decker: 


key line to profit growth 


February 1961 


any price class. You'll find, too, Black & 
Decker constantly introduces new tools and 
new accessories to give you even greater sales 
opportunities in your business. 


Complete Line is just one of Black & Decker’s 
keys to successful Key Line selling... and 
better business for both of us. 


The Seven Keys to More Profit 


ad 1. Broad Markets @ Complete Line ) 
3. Aggressive Promotion 4. Quality Products 
5. Expert Field Assistance 6. Good Profit Margins 
7. Product Service 


Ase 
( 
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Quick ATTACH §; LLky CLAMp 


Whether you use, buy, or sell hose clamps, you can find no finer 
product than the Aero-Seal Jet, because Aero-Seals have set the 
standard of quality in the worm drive field. 

The improved Aero-Seal Jet is a patented design that not only 


provides all of the advantages—in- 
cluding the security—of a precision 
worm drive clamp, but in addition 
permits almost instantaneous in- 
stallation or removal. 

Aero-Seal Jets come in a complete 
range of diameter sizes from 7/16” 
to 15 feet. Bands and housings are 
of 302-18-8 stainless steel. All 
stainless also available. 


BREEZE CORPORATIONS, INC. 


ty Avenue, Union, N. J. « Cable Address: Breeze, Union, N. J. 
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MANUAL “WIRE-WRAP” TOOLS 


“Wire-wrap” tools for quick wrap up 
wiring jobs perform the same quality 
solderless terminal connections as 
electrical and air-powered “wire- 
wrap tools, provide up to 10 revolu- 
tions each time the handle is squeezed 
maker claims. The 14 H models may 
be used with 22-24 or 26 gage wire 
sizes. A cutting and skinning attach- 
ment is available for stripping and 
cutting wire to the right length. 
Multiple solderless connections with 
continuous length of wire are made 
possible by using 17 ounce model 
strapping tool, which may be used 
with 22 or 24 gage wire. Gardner- 
Denver Co., Quincy, Ill. 





For handling gases 
and industrial fluids 


Double shut-off quick coupling. in 
both steel and brass, has a two-way 
check valve that stops the flow from 
both lines when making or breaking a 
connection, with minimum fluid loss. 
Called Series “G” coupling, features 
one-hand “Pushomatic” locking 
action which forms a positive high 
pressure leakproof connection. Cou- 
plings are made of steel or brass in 
14, 3%. Y% and %-in. NPT sizes. 
Working pressures to 8000 psi. Per- 
fecting Service Co., 332 Atando Ave., 
Charlotte 6, N.C. 
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A PROVEN sucess YOUR Fairbanks 


SALES-LEADER-OF-THE-MONTH PROGRAM 


FIG. 1236 


FAIRBANKS PATENTED RENEWABLE 
SEAT RING BRONZE GATE VALVES 


One of the finest, surest-sell valves 
ever introduced, this patented Re- 
newable Seat Ring Bronze Gate 
Valve is sold only by the Fairbanks 
distributor. How your customers go 
for this unique product that makes 
it possible for them to replace the 
nickel alloy seat rings and wedge in 
7 to 10 minutes—without ever re- 
moving the valve body from the line! 
And no special tools or skills are 
needed. This patented Renewable 
Seat Ring Bronze Gate Valve is just 
one of Fairbanks’ full line of bronze 
and iron body valves. Valves that 
are being specified and installed in 
an ever increasing number of the 
nation’s newest, most modern build- 
ings! 
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BUILDING 


UP 


BUSINESS 
AND 
PROFITS 
YEAR 
AFTER YEAR 
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IT PAYS YOU TO SELL FAIRBANKS PRODUCTS, NEEDED IN EVERY INDU 


FIG. 9215-S 


FAIRBANKS TWO-WHEEL AND 
PLATFORM HAND TRUCKS 


Sell Fairbanks trucks, and you sell 
the highly acceptable product that’s 
70-years proven to give faster and 
safer handling, longer and more de- 
pendable service. Fairbanks na- 
tional advertising program promot- 
ing the theme “Trucks Are As Tools 
—Job Fitted” is doing a pre-selling 
job on trucks for you. Whatever 
your customer’s material handling 
problems, there’s a Fairbanks Two- 
Wheel or Platform Hand Truck that 
will do the job for them and give 
them surprisingly large time and 
cost savings. Sure it pays you to fea- 
ture Fairbanks Trucks—with the 
extra sales features that make them 
easier to sell. 


BRANCH OFFICES 
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HOW SEVENEERING WITH R/M CUTS MAINTENANCE COSTS, 
PROTECTS RODS IN STEAM FORGING HAMMER APPLICATION 


AVERAGE R/M PACKING LIFE 3 WEEKS, former packings only 1 week. And the 
M Vee-Square eliminated two packings because it is available in sizes to fit any 
he ner rod, stuffing box and packing gland. It's also uniform and easy to install 


43 hammers with R/M Vee-Square® Packings 
15% savings in replacement packing costs 


Here is a good example of SEVENeering with 
R/M. The Transue-Williams Steel Forging 
Corporation, Alliance, Ohio, switched to 
R/M Vee-Square Packings for its 43 hammers 
at the recommendation of an R/M distrib- 
utor.* This move resulted in savings of 15% 

In addition, inventory was reduced—all 
makes of hammers in the plant now use R/M 
Vee-Square, instead of three types. Pressure 
efficiency in the hammers is constant. A pos- 
itive seal is maintained through stroke and re- 
turn by R/M’s Vee-Square, which combines 
the nonyielding properties of solid packing 
with the automatic sealing of V-ring design. 
Destructive and costly rod scoring is elim- 
inated. Little gland adjustment is required, 
dry spots on the packing surface do not occur, 
and snug fit contributes to uniform rod wear. 

“SEVENeering” has been enthusiastically 
received by both R/M distributor salesmen 
and their customers. They know that R/M Big 
7 Packings are engineered to do custom jobs 
effectively without compromise. They know 
that only three or four types will usually meet 
all requirements. 

Why not put “SEVENeering” with R/M to 
work for you. An R/M Big 7 Packing Selection 
Chart in handy form for ready reference will 
help your customers select the right Big 7 
Packing Type quickly. If you have not re- 
ceived a supply of this helpful selling tool, 
write us today. 


*The Alan Packing & Rubber Co., Cleveland, Ohio 


R/M’‘s Big 7 Packing Types meet 95% of all packing needs, 
are sold exclusively through authorized R/M distributors 


RAYBESTOS-MANHATTAN, INC. 


BIG 7 PACKINGS 


PACKING DIVISION, PASSAIC, N.J. 
MECHANICAL PACKINGS AND GASKET MATERIALS 





FOR USE ON DIE SETS 


Die-set ball bushings, (linear ball 
bearings), are interchangeable with 
standard plain bronze or steel bush- 
ings in existing dies. Bore diameters 
are dimensioned to fit standard guide 
pins. Simple bushing replacements 
make anti-friction die sets to improve 
performance of dies and reduce tool- 
room costs. In the press room, bush- 
ings allow closer fits and maintain 
alignment to increase die life and 
permit longer runs. In toolroom, 
bushings prevent cocking and bind- 
ing. Thomson Industries Inc., Man- 
hasset, New York 


Glidewheels affix to company’s 
Slotted angle and punched strap 


Glidewheels, of 2-in diam., are avail- 
able in 2 different ranges. For use in 


short runs, and in live storage racks, 
nylon glidewheels are fitted with 
nylon bushing, operate in tempera- 
tures to 300-deg. F. and support a 
load of 25 Ibs. per wheel. For lengthy, 
low-inertia conveyor runs, where the 
slope is shallow, steel glidewheels are 
recommended. Dexion Inc., 39-25 


62nd St., Woodside 77, N. Y. 
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RACK ... built safest to sell fastest! 


Now after four years of testing, improving 
and perfecting—Acme Steel Company 
announces a major improvement in heavy- 
duty storage rack design. The only rack with 
a safety load locking device!* Provides positive 
protection against accidental beam disen- 
gagement. The safety load lock is an integral 
part of the beam, not a loose part that must 
be inserted. It locks and unlocks with one 
hand in a second—yet its ingenious design 
keeps the beam anchored even under rough- 
est jolts. 


We invite you to share in the profits. Call 
or write ACME STEEL COMPANY, Fabricated 
Materials Division, Dept. IHD-21, 135th St. & 
Perry Ave., Chicago 27, Ill. 


IDEA LEADER IN 


FRAMING 


ACME 
STEEL 


NO LOOSE PARTS! No special tools. Pre- 
fabricated frames, eccentric button head studs, 
pre-punched foot plates and a “built-in” beam 
placement rule simplify set-up and adjustment. 


3-INCH SQUARE COLUMNS! Greatly in- 
crease safe load capacity. AIM Brand. sets a 
new high in stamina. 


MORE STABLE! Three load bearing points 
(load lock and two button head studs) and ad- 
vanced welding techniques help rack withstand 
toughest abuse. 


AIM BRAND 
SLOTTED ANGLE 


Cuts costs on every framing 
and structural job. Even an 
unskilled man can snip it to 
size with the AIM Brand 
Cutter, and bolt it together 
quickly. Write or call for im- 
mediate delivery. Engineer- 
ing service also available. 


“PATENT APPLIED FOR 








ALLIS-CHALMERS TAKES 
A LACING - TO IMPROVE 
PRODUCT QUALITY 
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Selects CLIPPER Hooks and Lacers 
for durability, easy installation, and 
smooth operation on small rollers 


Allis-Chalmers Manufacturing Company of Mil- 
waukee, one of the nation’s leading manufac- 


turers of farm machinery and equipment receives THIS AD IS 
multiple benefits and improvement in product WORKING 


quality by their application of Clipper hooks and 


lacers on Forage Blower and Harvester feed table FOR YOu IN 


aprons and draper type pick-up belts. AMERICA 


They find in the Forage Harvester and Blower 

that Clipper lacing makes possible use of pro- 

tective shields against the draper. On all appli- 

cations drapers are easier to install, run more 

smoothly on small rolls and are more durable. 

The material laced is two-ply rubberized material 

from 15% to 35% inches wide and from .060 to 

.090 inches thick. 
For more information— Detailed product information and 
case history examples of Clipper machine-lacing benefits are 
contained in Bulletin No. 157. Send for your free copy today. 


Ask your Industrial Distributor for Clipper Products 


998 Front Ave., N. W., 


BELT LACER 
COMPANY 





Grand Rapids 2, Michigan 


MOUNT AIDS PORTABILITY 


“Bolt On Wedgmount™ mount has a 
sturdy bolt which securely attaches 
mount to any machine. Machine then 
is equipped with a vibration con- 
trolling mount and leveling device. 
Mount becomes an integral part of 
machine and aids movement of 
machine and its mount from one posi- 
tion to another, Clark-Cutler-McDer- 
mott Co., Franklin, Mass. 


For applications needing 
extra-fine adjustment 


Large diameter micrometer head, No. 
1011, is recommended for applica- 
tions requiring extra fine adjustment 
as well as on special gages aid tools, 
fixtures, machine tools. Reads from 
left to right, with spindle recedipg 
into head as the reading increases 
(also available with markings on hub 
reading both ways). Specifications: 
measures by 10,000ths inch; range 
is 0 to l-in; spindle length at 0-in 
is 14y-in, spindle diam. .270; clamp- 
ing surface length is *4-in and diam. 
is .7505-in. Lufkin Rule Co., Sag- 
inaw, Mich. 


INDUSTRIAL DISTRIBUTION 





How do you like 
your fasteners 
coated? 


he bbe hee bo bok bh beh 


Here are the quick facts 
about our most popular 
coatings for fasteners... 


BRIGHT ZINC 
Electroplating process. Shiny, rich- 
looking finish. Can be produced with 
standard classes of thread fit in all 
sizes to 30 in. long, with coating thick- 
nesses from .00015 in. to .0010 in. 


CADMIUM 
Electroplating process. Smooth, bright 
finish. Standard thread fits. Available 
in a variety of coating thicknesses. 


IRIDITE AND CRONAK 
Supplemental chemical conversion 
coatings used with electroplating for 
increased corrosion-resistance. 


BETHALUME 
Hot-dip aluminum. Long lasting cor- 
rosion-resistance—the best available 
for severe industrial and chemically 
polluted atmospheres. Excellent resist- 
ance to high-temperature corrosion. 


HOT-DIP GALVANIZED 
Heavy zinc coating. Best available 
low-cost protection against corrosion. 


OTHERS 
Asphaltum, and other chemical dips. 
Various paint finishes also available. 


For more information on our wide variety 
of fasteners and fastener coatings get in 
touch with the nearest Bethlehem sales 
office. Or write to us in Bethlehem, Pa. 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA 
For Strength Export Sales: Bethlehem Stee! Export Corporation 


ee erHlEHey 
BETHLEHEM STEEL wi 
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do all the 
lines you cCarry-— 
carry themselves ? 


In a truly profitable distributor operation, every product line car- 
ried must be self-supporting. 


Would a careful accounting uncover a line in your stable—perhaps 
once a front runner—which no longer carries its weight? 


There are many reasons why a product falls behind and becomes a 
dust collector. Competition steals a design edge; a technological 
breakthrough obsoletes its product advantages; a new manufactur- 
ing technique gives the other guy a price break or suddenly the 
manufacturer decides that his product sells itself and stops all his 
advertising and promotion support. These are but a few of the many 
reasons why good distributors constantly analyze and evaluate their 
product lines and their manufacturers. 


At the Flexible Coupling Division of Sier-Bath Gear & Pump Co., 
we’re really happy to have progressive and dynamic distributors 
like this on our side. 


You see—we welcome point by point, item by item, face to face 
comparison with our competitors. We firmly believe and can support 
with facts and figures, the statement that Sier-Bath flexible coup- 
lings are smaller — stronger — lighter and will perform as well, or 
better than other couplings. The simple design principle of solid 
one-piece sleeve construction means that Sier-Bath couplings cost 
less to make than more complex designs and thus give you — as a 
distributor—a strong price advantage without any sacrifice in your 
normal margin. 


As a distributor, another point that will be of interest to you is that 
we intend to keep things this way. Our constant research and de- 
velopment program is set-up to make sure we keep this design edge. 
Recent examples of R & D work are the improved end seal and the 
new retaining ring. All these product advantages are supplemented 
and supported by an advertising and sales promotion program which 
is “distributor oriented’. It provides promotional “gimmicks”, 
scheduled direct mail pieces and strong, national space advertising 
in the leading trade journals. 


Here’s something else that’s important to you as a distributor. 
Your customers are always yours — no matter how big they grow. 
This is standard policy at Sier-Bath. 


Want more information? Drop a note to Bob Miller, Sales Manager 
of the Flexible Coupling Division and get the details on how Sier- 
Bath couplings can add to your profit picture in ’61. 


SlOP-BOth cunn rum co. me. 


FLEXIBLE COUPLING DIVISION 
9246 HUDSON BLVD. « NORTH BERGEN, NEW JERSEY 
Member A. G. M. A. Founded 1905 
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Drain has no mechanism to foul, 
requires only one connection 


Drain attaches to any tank, sump or 
line that needs periodic draining, 
such as compressed air tanks or air 
lines. Equipped with transparent 
bowl with a drain cock in the bottom, 
the Model 5300-4 drain provides a 
visible sump which, when full, can be 
manually drained. Drain can be 
threaded into any tank outlet or line, 
using reducers or bushings if neces- 
sary. Inlet is 14-in. female P.T. diam. 
5-in. at widest point. Transparent 
sump capacity is 1 pint. For pres- 
sures to 150 psi, temperatures to 
120-deg. F. Not affected by such 
materials as water, napthalene, motor 
oils, ammonia, 3% hydrogen per- 
oxide etc. Wilkerson Corp., 1687 
West Girard Ave., Englewood, Colo- 
rado. 


Prevents inclusion of chemical 
“poison” —iron, sulphur etc. 


Large pore catalyst carrier, called 
Macroport “A” Alundum Carrier, is 
a ceramic medium available in a 
ceramic medium available in a variety 
of sizes having pores ten times as 
large as those in company’s other 
standard catalyst carriers. Large 
pores permit gases or liquids to enter 
and diffuse within the structure of 
carrier, providing optimum control of 
the reaction. Carriers currently avail- 
able as spheres, pellets and granules 
of fused aluminum oxide. Refractor- 
ies Div., Norton Co., Worcester 6, 


Mass. 
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Last year, traffic accidents killed 37,000, injured 1,400,000 


.--and they wasted Five Billion Dollars! 
Traffic accidents’ human toll is so tragic we sometimes overlook their 
staggering economic waste. Five Billion Dollars in lost wages, medical 
expenses, insurance costs and property damage! Your business—every 
business—shares in this loss. So you have a double interest in helping 
reduce traffic accidents. And you can help! Drive safely and obey the law 
yourself... certainly. But go further. Use your influence to promote safe 
driving and urge strict law enforcement. To make your efforts more effec- 
tive, join with others working actively to reduce traffic hazards in your 
community. Support your local Safety Council! 


@@ 


Where traffic laws are strictly enforced, deaths go DOWN! 


Published in an effort to save lives, in cooperation with the National Safety Council and The Advertising Council. 
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“SURE! 
MILWAUKEE 
‘S THE LINE 
THAT CIVES You 
THE RIGHT TodL 

FOR EVERY 
INDUSTRIAL 
BRUSH NEED” 
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To make your Industrial 
Brush Service a top notch 
one we are organized to 
give you a service com- 
plete in every detail. Our 
job is to see that you are 
supplied promptly and 
that you get the quality 
products that promote 
sales. 


MILWAUKEE Production 
Brushes for power use—pro- 
duction brushes for hand 
use—brushes for various 
maintenance needs. Your 
good service today will pay 
off time after time. For In- 
dustrial Brushes be sure 
make it MILWAUKEE 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET 


MILWAUKEE 45, WISCONSIN 
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GUN OPERATES AUTOMATICALLY 


Automatic arc spot weld gun (Model 
90), welds from one side. Operates 
automatically by pressing against 
work, which starts the are and the 
electrode is fed automatically. When 
welding operation is completed gun 
shuts off and it is automatically reset 
and ready for the next weld. Gun 
welds all kinds of sheet metal from a 
minimum 26 gage to a maximum 12 
gage. Gun weighs 2 pounds, comes 
complete with its own power supply. 
Bren Weld Corp., 5114 Third Ave., 
Brooklyn 20, NV. Y. 


e 
%. 


Makes up hose assemblies with 
reusable ends faster and easier 


One-man reusable hose assembly ma- 
chine, model T-1500, handles ends of 
any style or size up to 3-in hex. Unit 
grips work securely in both right and 
left directions, eliminating need to 
hammer chuck closed or open. Unit 
is equipped with a universa! center- 
ing rear chuck, a telescoping arm for 
driving a wrench in the assembly op- 
eration, and an extra long outlet cord. 
It is powered by a 115-volt, 60 cycle, 
A.C. motor rated at 4% hp. Weather- 
head Co., Fort Wayne, Ind. 
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NO ONE CAN SELL FASTENERS 
like the PHEOLL DISTRIBUTOR 


Although they’re exceedingly brand-conscious, manufacturers usually 
do not buy fasteners by brand-name alone 


Then why do we say no one can sell fasteners like the Pheoll distribu- 
tor? Because the things a manufacturer does concern himself with in 
fasteners are the qualities Pheoll provides better than any other source. 


instant Availability—over 5 billion fasteners in stock at all times pre- 
clude distributor and customer shortages. 


Uniform Quality—controlled throughout, from incoming raw material 
right through to the shipping container 

Engineering Know-How—in both ferrous and non-ferrous puts Pheoll 
in the forefront as the prime research source for new, money-saving 
fastener ideas. 


These qualities in a fastener source by any other name would still add 
up to More Profit Per Call. As it stands — Pheoll is the source! 


PHEOLL MANUFACTURING COMPANY, INC. 
5700 West Roosevelt Road . Chicago 50, Illinois 
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PHEOLL DISTRIBUTOR POLICY 


1. Selective Selling — mutual de- 
finition of OEM accounts, selec- 
tivity in geographical territories. 


2. Referral Program — continued 
referral of inquiries and orders 
for all-sized accounts. 


3. Inventory Protection — annual 
review of fastener inventory 
based on turnover. 


4. Competitive Pricing — consist- 
ent, spelled-out pricing to sup- 
port Pheoll Distributors. 


5. Sales and Engineering assist- 
ance provided in the field with 
Distributor salesman. 


6. Cooperative Advertising and 
Sales Promotion — helps Pheoll 
Distributors —at the local level. 


7. Factory Training—available for 
Distributor personnel. 


8. Pheoll Distributor Advisory 
Council—provides mutual under- 
Standing of distribution objec- 
tives and operating policies. 





HEADING THE FASTENER INDUSTRY FOR OVER 50 YEARS 








A PROFITABLE DOOR OPENER! 


New Peerless 


SAFETY LATCH 


converts standard hooks 
to safety hooks in minutes 


Here’s a new safety device that is a 
profitable door opener for you. It per- 
mits your customers to make all hooks 
on their hoisting equipment safety 
hooks in minutes with simple tools. 
And it gives you an opportunity to tell 
them about the full line of Harrington- 
Peerless hoist products. 

Write for full particulars about the 


new Peerless Safety Latch that costs 
less installed than machining a con- 
ventional safety hook, can be applied 
to any make of hook on any type of 
hoist or sling, has finger lugs to pro- 
tect the hoist operator. And ask us 
about the full Harrington-Peerless line 
of hoist products. A few territories are 
still open. 


THE HARRINGTON COMPANY 


Plymouth Meeting 11, Pa. 


Hand Chain Hoists (1/4 to 60 tons) 


Trolley Hoists (1/4 to 12 tons) 


e Electric Hoists (170 to 4000 Ib.) 
1-Beam Trolleys (1/4 to 20 tons) 





FOR HANDLING DRUMS, BARRELS 


Light weight “Blue Boy” portable 





elevator is offered in capacities from 
500 to 2500 Ibs., with special capaci- 
ties to S000 Ibs., in any practical size 
and lift. Unit, 


and optional 


with standard forks 
interchangeable _ plat- 
form plate, barrel grab and dumping 
device, provides flexibility for han- 
dling drums in horizontal or vertical 
positions. Drum may be cradled in on 
placed across forks for placing o1 
rolling on loading rack. Revolvator 


Co., North Bergen, N. J. 


Variable speed drive offers 
every RPM between 180 and 1800 


Infinitely variable speed drive, called 
“Vari-Gear” drive, offers every RPM 
between 180 and 1800 when an 1800 
RPM motor is incorporated, Using a 
1200 RPM motor all speeds between 
120 and hither 


dripproof or fan 
lt 


1200 are available. 
totally 


cooled units can be furnished, in 


em losed 


3% or 1 HP. Drive is compact and 
light 


speed transmission said to produce 


weight, incorporates a four 
three times greater torque at the low 
speed than in any comparable friction 
type unit. Lima Electric Motor Co., 


Ine., Lima, Ohio 
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Higher profit, 
more turnover than most 
other key lines! 


Everyone you do 
business with is a prospect 
for Permacel tape! 


Sold only 
through jobbers! 


Pre-sold by heavy 
national advertising! 


Backed by extensive 
national warehousing and 


sales organization! TAPES FOR 
EVERY PURPOSE 


ERMACEL 


NEW BRUNSWICK, NEW JERSEY « TAPES + ELECTRICAL INSULATING MATERIALS « ADHESIVES 





NOWoo 
VOU GAN SEUGY | 


Cull Ul DRUVES 
| INCREASED | 


Wo 
CAPACITIES! 


A completely new manual designed to help you 
choose the right chain drive for any application FREE . . . The most complete, most useful 
selection guide ever published! A completely 
e NEW HORSEPOWER RATINGS... new engineering catalog, incorporating the new 
INCREASED CHAIN CAPACITIES horsepower ratings for American Standard Roller 
Chain proposed for adoption to ASA by the 
Je Association of Roller and Silent Chain Manu- 
facturers . . . PLUS complete listing of 
revolutionary new MSL self-lubricating chain as 
well as all ASA Chain and Sprockets. 


©® UNIQUE NEW SELECTION PROCEDURES 
SIMPLE, QUICK, ACCURATE. 


® VALUABLE ENGINEERING DATA 
MSL SELF-LUBRICATING CHAIN, ASA 


CHAIN AND SPROCKETS, ATTACHMENTS 


CHAIN COMPANY 


4561 S. Western Bivd., Chicago 9, Ii! 


THE WHITNEY 
a subsidiary of FOOTE BROS. 
GEAR AND MACHINE CORPORATION 
POWER TRANSMISSION DRIVES 





Requires only 30 pounds of handle 
pressure to pull 1500 pounds 


Lightweight electricians’ cable puller, 
No. 766, features two-speed operation 
with 3 to 1 and 9 to | ratios, weighs 
only 29 lbs. Puller fits all outlet 
boxes, is equipped with 200 feet of 
aircraft steel cable, and has winch 
ratchet action plus open-side construc- 
tion of pulley for more operating 
efficiencies. Frame is of high tensile 
square tube construction to withstand 
heavy pulls and constant usage. 


Greenlee Tool Co.. Rockford, Ill. 


Pliers apply, remove internal 
and external retaining rings 


Line of industrial pliers are of black- 


finished carbon spring steel with in- 
duction-hardened tips to grip ring 
lugs securely yet readily release rings 
after application or removal. Pliers 
feature adjustable stop and a music- 
wire spring to save time on repetitive 
ring application and removal. Thumb- 
screw adjusts plier opening to ring 
size and locking nut locks its position 
to assure a precise opening. Lower- 
priced economy pliers, for non-repeti- 
tive operations, don’t have adjustable 
stop and spring. All pliers are de- 
signed to accommodate several ring 
sizes. Industrial Retaining Ring Co., 
57 Cordier St., Irvington 11, N. J. 
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Why it’s good business 
to sell Edward valves 


By W. F. Crawford, President 
Edward Va/ves, /nc. 


~ MAGAZINE & DIRECTORY DIRECT MAIL DY 
.< 
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a 
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Have you ever asked yourself, 
“why am I stocking this par- 
ticular product?’’ Maybe the an- 
swer was “great demand”’ or 
*“‘more profit for me” or “best in 
its field’. There are a lot of 
reasons why you would want to 
keep a good stock of a good 
product. 

But there may be some very 
good reasons (reasons you 
haven’t thought about) why you 
should be stocking Edward 
valves. For instance—catalog- 
ing, sales promotion, and ad- 
vertising! 

EDWARD VALVES pro- 
vides a complete catalog service 
that makes selecting the right 
valve as easy as possible for you 
and your customers. Our con- 
tinuing direct mail program to 
your good valve customers keeps 
them informed of Edward ad- 
vances in valve design — helps 
keep them sold on Edward. And 
easy-to-use pricing information 
from Edward makes your job 
simpler, faster. And finally —but 
very important— Edward main- 
tains a consistently strong na- 
tional advertising and sales pro- 
motion program to your 
customers and prospects through 
the pages of the leading in- 
dustrial publications they read. 


= CONT ILUSiRATION 


WHAT THIS MEANS TO 
YOU: The value of Edward ad- 
vertising, cataloging service, 
price data and direct mail activi- 
ties can be summed up in one 
word —“‘sales’’. As any business- 
man knows, you can’t cover all 
your customers and prospects 
with personal sales calls. Often 
you don’t have enough sales- 
men to cover your regular cus- 
tomers as frequently as you 
would like. Advertising and cat- 
alog information helps you do 
this job more effectively and at 
lower cost per sales contact. Ad- 
vertising reaches those prospects 
your salesman can’t get to. 

Edward advertising and sales 
aids are just one of the many 
good reasons why you should 
make Edward valves the leader 
in your line. Ask your Edward 
sales representative to help you 
maintain a working stock of 
these fine valves. Edward builds 
a complete line of forged and 
cast steel valves for pressures to 
10,000 lb for industrial, power, 
petroleum and marine services. 
Edward Valves, Inc., 1222 West 
145th Street, East Chicago, In- 
diana. Subsidiary of Rockwell 
Manufacturing Company. 











One of a series of informal reports to major industrial distributors 


Sponsored by 


Edward Valves, Inc. . 


East Chicago, Indiana 


Subsidiary of Rockwell Manufacturing Company 











CURTISS-WRIGHT 


ANNOUNCES 


A NEW LINE OF | 


HIGH QUALITY 
PNEUMATICALLY OPERATED 
PHEUMATIC BRALLS — Sizes from %” HAN D TOOLS 


to 1%”. Weight, 4% to 4% as much as com- 
parable electric drills. Easily controlled speed, 
for slow starts without pre-centering. 


Precision designed, pneumatically operated hand tools manufactured 
by the internationally known Grasso Works of Hertogenbosch, Holland, 
are now sold and serviced through the Marquette Division, Curtiss-Wright 
Corporation. Here is the complete selection of economical hand tools that 
combine light weight and rugged construction with high speed and excellent 
balance for fast, comfortable, safe operation and long maintenance-free 
service. For production, maintenance, and general utility work the complete 
line of hammers, drills, sprayers, riveters, rammers, and the all-purpose 
6-in-1 COMBINAIR kit meet every industrial requirement. 


GRINDERS — Small, compact, and power- 
ful with diameters from %” to 9”. 


HEAVY DUTY HAMMERS — Available with 
round and hex shanks and a wide range of 
fittings for cutting, scaling, chipping, caulk- 
ing, etc. 


COMBINAIR — 6-in-1 all-purpose tool. The 
basic unit, with attachments, can be used 
for drilling, cutting, sanding, buffing, cor- 
ner drilling, and polishing. 


FOR INFORMATION WRITE THE MARQUETTE DIVISION, 
CURTISS-WRIGHT CORPORATION. 


CURTISS ( WRIGHT 


MARQUETTE DIVISION 


1145S Galewood Drive, Cleveland 10, Ohio 





“Cam-Lock” makes insert 

shifting impossible 

Indexable tracer lathe tool holder, 
called “Wil-Dex”, has cutting insert 
secured in position by a “cam-lock” 
that pulls the carbide insert back into 
the insert pocket, with a simple Allen 
wrench locks it 
against the pocket walls, eliminating 


adjustment, and 
insert movement during operation. 
Indexable diamond shaped insert con- 
ducts heat away from cutting edge 
faster for longer tool life. Inserts are 
indexable four times. Eleven stand- 
ard sizes are available for most tracer 
lathe machines. Willey’s Carbide Tool 
Co., 1340 West Wernor, Detroit 1, 
Mich. 


Saw handles tificult problems 
in wood, metal, composition 


Reciprocating “Super Saw” 


makes 
straight, curved or circular cuts in 
metal plate, angle iron pipe, conduits 
and plastic laminates etc. It cuts its 
own starting hole in wood and is espe- 
cially useful for making openings in 
floors, walls and ceilings. Blade is set 
at an offset angle for quicker chip 
removal, faster cutting, longer blade 
life. 


tion-free 


Other features include a vibra- 
reciprocating mechanism 
HP motor; light- 
weight aluminum housing; locking 


driven by a % 
trigger switch; ball bearing construc- 
Villers Falls Co., 


tion throughout. 
Greenfield, Mass. 
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Vice makes vertical clamping as 
convenient as in a ten inch vise 


“Offset” vise is an innovation of a 
conventional 7-in woodworking vise 
whose jaw has been moved 2%¢-in to 
the left of the guide bars and spindle. 
Vise makes vertical clamping as con- 
venient as in a ten inch vise and has 
the same strength and quality as the 
ten inch vise, at less cost, maker 
claims. Two models: one with con- 
ventional action nut, the other with 
Rapid Titan quick acting nut. Both 
have jaw sizes of 4 x 7-in, weigh 
32 lbs., and have aluminum handles. 
Wilton Mfg. Co., Inc., 9525 Irving 
Park Rd., Schiller Park, Ill. 


Air and pet cocks for 
service to 250 ths. S.P. 


Ground key cocks are made from 
regular commercial brass for service 
to 50 Ibs. S.P., and from bronze for 
service to 250 lbs. S.P. Units use 
stainless steel tension springs to in- 
sure reliable service, long life. All 
models available in 44, 4, *& and 
\4-in sizes. Swift Lubricator, Inc., 


714 Lake St., Elmira, N. Y. 


Carries wet or dry materials up 
Steeper inclines than predecessors 


“Ridgelock” conveyor belt is designed 
primarily for wood chip handling in 
paper mills, but carries sand or gravel 
with equal ease. Molded ridges reduce 
“fall-back”, increase belt capacity. 
Ridges are in herringbone design, 
pointed in direction of belt travel. 
Belt can be constructed with cotton, 
Nyfil or rayon reinforcements, with a 
rubber cover compounded for the 
type material handled. B. F. Good- 
rich, Akron, Ohio 
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SWENCH’ 


Manual Impact Wrenches 
NOW AVAILABLE IN NEW 
% &% UTILITY SIZES 


Small in size, the all new 42” and 4%” SWENCH manual impact 
wrenches are big in power when it comes to loosening tough, small 
sized “frozen” nuts and bolts. 

Like the heavy duty SWENCH wrenches for industrial use, the 
new 42” and %” sizes apply a tremendous wallop of torsional 
impact in automotive, light industrial, commercial, and utility use. 
Now a completely portable SWENCH can be taken to any job — 
big or small — for high speed, safe and easy removal of “frozen” 
nuts and bolts that previously had to be burned off or drilled out. 
SWENCH wrenches are economical too — they cost far less than 
other types of impact wrenches and save valuable man hours. 

In addition to the new 42” and %” sizes, SWENCH wrenches are 
available with %4”, 1”, 1%” and 1%” drives. Call your local 
industrial distributor today for a demonstration or write to: 


Don't wrench it-SWENCH /T! 


CURTISS &} WRIGHT 


MARQUETTE DIVISION 


1145 Galewood Drive, Cieveland 10, Ohio 





SOLID CARBIDE TOOL 


ENGINEERING 
SERVICE 


HELPS KEEP 
DISTRIBUTOR 
CUSTOMERS 


SOLD! 
AND HERE’S HOW ...... 


Trained Atrax Carbide Engineers are available to trouble-shoot 
production problems in users’ shops. 

Atrax Carbide Engineers will check tool selection and 
recommend the correct Atrax tool for even the most unique 

or troublesome operation. 

Atrax Carbide Engineers will make suggestions on machine 
set-up, speeds, feeds, tool modification or “special” tooling. 
Atrax Carbide Engineers not only represent the 

manufacturer of the finest in Carbide Tools but 

help users get the most out of their Carbide Tools. 


This 148 page catalog gives 
complete tool specifications and 
engineering tips on the largest line 
of Solid Carbide Tools and Burs 





Measures compound curvatures on 
airfoil surfaces, other curved parts 


Utility micrometer has an anvil and 
spindle comprised of small diameter 
pointed terminals, permitting accu- 
rate measurement of curved surface 
parts. Measuring capacity is 0 to ]-in. 
and a 3-in. deep-throated frame, al- 
lowing measuring 3-in. in from edge 
of an airfoil section. Full length en- 
gagement of spindle thread with nut 
prevents rapid wear and makes instru- 
ment “shockproof”. Can be read 
numerically and directly. J. T. Slo- 
comb Co., South Glastonbury, Conn. 




















Designed to help mechanics 
find tools and materials quickly 


Two roller cabinets, equipped with 


6 and 8 drawers, feature compound 
drawer slides with instant spring re- 
lease, sliding front panel covers, and 
a cylinder type lock to secure all 
drawers. Both model No. 276, with 
6 drawers, and model No. 278, with 
8 drawers, accommodate a_ wide 
variety of company’s tool chests and 
auxiliary cabinets. Kennedy Mfg. 


Co.. Van Wert. Ohio 
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Drives handle bottles, boxes 
crates, cans and containers 
Highly 


drives consist of a series of steel plates 


adaptable, steel conveyor 
with smooth, flat carrying surfaces 
linked chain-fashion by locking pins 
inserted through embossed shoulders 
on the undersides, which serve as a 
combination hinge and _ bearing. 
Evenly spaced shoulders also act as 
cogs meshing with grooves of steel 
pulleys for positive, smooth driving. 
Plates can be installed and removed 
Maury Mfg. 

{ve., Chi- 


with no special tools. 
Corp., 2907 S. Wabash 
cago 16, Iii. 


Incorporates into mechanisms where 
gear ratios must be changed 


Quick-change gear chassis, called the 
“Versa Gear’, 
of either 
aligning dozens of small components 
Unit 


can measure repetitively any linear 


replaces previous al- 
ternatives assembling and 


or employing a model-maker. 


distance when driven by a measuring 
Ww heel of known circumference Or any 
time interval when driven by a meas- 
uring wheel of known circumference 
or any time interval when driven by a 
small synchronous motor. Four bear- 
ing housings with shafts and a slide 
track are standard equipment. Foster 


& Allen, Inc., Chatham, N. J. 


Installations are completely 
adjustable, fast, simple, economical 


“Tube-Strut” is a malleable iron 
clamp which permits the use of stand- 
ard new or used pipe in construction 
of storage racks, balconies and fix- 
tures. One type clamp makes every 
connection. Requires no special tools 


Tube-Strut Corp., 2960 Marsh St., 
Los Angeles 39, Calif. 





The SLING CHAIN that Talks 
... With the WARNING RING! 


CAMPBELL SENTRY SLINGS 


The WARNING RING which acts as a 
joiner link on Campbell SENTRY 
SLINGS* tells you immediately 
when the sling has been overloaded 

. it elongates visibly . . . and 
before the chain itself is damaged. 
Your eye can see the difference! 


New, revolutionary . . . Campbell 
SENTRY SLINGS — fully tested for 
over a year by foundries, steel fab- 
ricators and heavy equipment man- 
ufacturers, offer many important 
advantages. The WARNING RING is 
stronger than the chain itself. Yet it 
changes shape as the sling is over- 
loaded . . . before permanent damage 
occurs. Repair is quick and easy, 
with a new WARNING RING replaced 
at the factory. Re-tested and re- 
certified Sentry Slings are again 
ready for regular service. 


Here’s How You Benefit From 
New SENTRY SLINGS: 


@ Safety programs are easier to 
maintain — with the WARNING RING'S 
built-in safety that protects men 
and material! 


@ Lower repair costs mean greater 
savings for you—normally only the 
WARNING RING will need repair! 


@ Immediate visual evidence of over- 
load means easier inspection— even 
while sling is in use! 


SENTRY SLINGS, available in all 
types, are made from Cam-Alloy 
steel chain only . . . available at no 
extra cost! All carry the Campbell 
Guarantee and Certificate of Test. 


For complete information contact your Campbell representative or write direct. 


w 
“sy 


with the 
_ WARNING _ 


7RY 


*Patent Applied For 


3» 


CAMPBELL CHAIN Company 


FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif. @ WAREHOUSES: Medford, 
Mass.; Atlanta, Ga.; Dallas, Texas; Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 





DOES OUR FRIEND HERE 
LOOK LIKE A 
BIG SPENDER? 


a 





Look like it or not, he is! This clean-up man is our way of illustrating the 
maintenance department of a famous eastern camera manufacturer, and 
published figures show he did spend a million and a half dollars in 1959*. 


Our point is this: A sizeable part of that amount went for industrial 
brushes of all kinds. That means industrial maintenance is a real money- 
making market for you—if you’re a Flo-Pac distributor. 


Because Flo-Pac is the on/y brush manufacturer that can offer you: 


@ truly complete lines of industrial 
maintenance brushes 


@ really fast nation-wide service 
@ sharply competitive prices 
@ time-tested quality products 


And we back all this up with national advertising and hard-hitting dis- 
tributor sales aids . . . because we sell on/y through distributors! 


To show you just what Flo-Pac offers, we’ve 
prepared an interesting kit that’s yours free. Don’t 
miss your chance to get the most from this ever- 
growing market. Send today for your free kit and 


complete information! 


Free kit tells you about Fio- 
Pac advantages, gives sam- 


* Maintenance magazine survey, 1960. ples of your sales aids. 








FOR INDUSTRY 
INSTITUTIONS 
COMMERCE 
FARM & HOME 


flo-pac So nEG 


INCE aG 


NN LUMATHREAD HANDLES wire nice. 


FLOUR CITY BRUSH CO. 
1501 FOURTH AVE. SOUTH 
MINNEAPOLIS 4, MINNESOTA 


PACIFIC COAST BRUSH COMPANY 
2030 E. 7th STREET 


tidaiiee LOS ANGELES 21, CALIF. 
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LADDER IS LIGHT, RUGGED 


“Craft-Master” 
ladder, suitable for heavy industrial 
use, features cantilever step design for 


aluminum platform 


a larger, more comfortable, safer step 
tread. Called series 1600, ladder also 
has huge work platform to make it 
easier to move around and two side 
rails, and horizontal top sections, to 
make climbing easier and serve as 
a guard and knee rail. Ladder is 
available in a complete range of sizes 
from 3 to 10-ft. R. D. Werner Co., 
Inc., P. O. Box 580, Greenville, Pa. 


Combinations offered for all types 
of special cleaning operations 
Enlarged line of industrial, commer- 
cial and automotive vacuum cleaners 
and distinct 
cleaner units which offer 


includes 9 separate 
vacuum 
motor 


combinations of capacities, 


tank capacities, tank materials and 
accessory assortments for wet clean- 
ing, dry cleaning, wet and dry clean- 
ing, furnace cleaning and special 


Models include: 


No, 25, for small-space cleaning jobs, 


cleaning operations. 


14, bushel capacity; No. 55, for extra 
capacity bulk cleaning, which fits any 
standard 55-gal. drum for wet and 
dry cleaning; No. 35 heavy duty 
“whisper quiet” cleaner, for office, 
furnace, automobile 
wash rack etc. cleaning, with a ca- 
pacity of 14% or 1% bushels; No. 
65 heavy-duty model in steel or stain- 


less steel, 


institutional, 


8-gal. or 13 gal. capacity 
tank variations, for wet and dry 
cleaning applications in industrial 
No. 95 heavy duty with 
full power, 24 HP (max) motor and 
square steel tank of 13-gal. capacity. 
Accessories offered for all types of 
cleaning. Black & Decker Mfg. Co., 
Towson 4, Md. 


plants etc.; 
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Turnover Slow? 
Volume Low? 
Profits So-So? 


PT 


DOES JOB OF SEVERAL RADIUS DIES 


Upper press brake die, called Di- 
Acro Snap Form die, has change- 
able radius inserts which can form 
radius bends from zero to 34-in. Ten 
interchangeable inserts are provided TRADE MARK 
with each Snap-Form die. One insert 
can be indexed to provide a zero 
radius as well as sz, ;y and #2-in 
radii. Nine additional inserts provide eee 
one radius each, totaling 13 different 
radii that are possible to form with 
one die. Designed for use on stand- 
ard press brakes and punch presses, 
dies are available in lengths from 6-in 
to 12-ft. O’Neil-Irwin Mfg. Co., 546 


8th Ave., Lake City, Minn. For consistent sales, sure profits . . . sell the best, 


FRANKO Solid Woven Belting. You always satisfy, 
because there is a type or size for every need. Available 
in 1” to 96” widths . . . Three popular types... 


“INNERLOK” for Industrial Conveyors. Famed dense 
weave assures minimum stretch, keeps belt true longer. 
Lightweight flexibility cuts power costs. 


“FINETEX” for Biscuit & Cracker Industry. Super-fine 
texture, for bakery and confectionery product uses. 


“SUPER-CORRUGATOR” for Corrugated Box Industry. 
Non-peeling, minimum stretch, strong and flexible. 
The original interwoven belting. Makes better board 
at lower cost. 


Write for details and samples today. 


“Builders 
7 , of Better Belting 
Work table is interchangeable with Since 1875” 


other work tables without machining 


A fourth work table for company’s 
line of 18 and 24-in geared head drill 
presses is interchangeable with other 
tables and incorporates same rotating 
feature. Over-all size of table is 25 x 


20-in outside a deep coolant trough 3 
completely surrounding the 22%4 x THE FRANKLIN 
177 gin finished work surface. Heavy 1118 Central Parkway 
ribbing spans entire underside of hy 
Cincinnati 10, Ohio 


working surface. Boice-Crane Co., 


939 W. Central Ave., Toledo 6, Ohio 
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Write for the full story 
on QD sprocket design 
and sales features 


NOW YOU GROSS 38.24% 
ON FomTWontTH QD SPROCKETS 


That's the difference between Fort Worth’s competitive suggested 
consumer prices and new reduced distributor prices. This reduction 
is possible because of greater quantity production resulting in lower 
costs. One sizeable saving stems from the fact that the same QD bush- 
ings are used in both Fort Worth QD sprockets and QD sheaves. Fort 
Worth’s QD bushing volume is thereby large enough to enjoy the 
cost-saving efficiency of automatic machining. 

Suggested consumer prices of Fort Worth QD sprockets are competi- 
tive with and in some cases lower than style B sprockets after charge 
for reboring, keyway and set screw. 

HIGH QUALITY — Fort Worth roller-chain sprockets are made to the 
highest standards of quality control and workmanship. All stock sizes 
are made of steel. The smaller stock sizes receive Fort Worth’s exclusive 
Blackote finish and are individually boxed. 

COMPLETE SPROCKET LINE —In addition to QD, Fort Worth manu- 
factures and stocks styles A, B, and C sprockets, all made of steel. 
OUTSTANDING AVAILABILITY, SERVICE —In strategic warehouses 
across the nation, Fort Worth maintains large stocks of roller chains 
and sprockets, in a great variety of stock sizes. For example, there 
are some 330 stock sizes of QD sprockets, from % to 2%-inch pitch. 
Special or made-to-order sizes are shipped promptly, usually within 
two weeks. 

ENGINEERING, SELLING AIDS include engineering catalog with com- 
plete data for proper selection of roller-chain drives to meet specific 
needs — and a slide series to acquaint distributor personnel with QD 
sprocket sales features. 

For complete information on Fort Worth sprockets and service, write 


P. O. Box 1038, Fort Worth, Texas. 


Fort WorTH 


STEEL AND MACHINERY COMPANY 


V-BELT DRIVES—ROLLER-CHAIN DRIVES—SCREW CONVEYORS—INDUSTRIAL FANS 


Warehouse stocks in Fort Worth, Jersey City, Memphis, Atlanta, Chicago, St. Louis, Kansas City, 
Houston, Oklahoma City, Denver, Los Angeles, San Francisco; Sales Office in High Point, N. C. 


Inquire about Select Franchises Available Now 





Reduces heating costs 
to 25%, smoke to 90% 


Burner mounted “Fuel Economizer”, 
called the Sayvoil, injects an envelope 
of preheated air (up to 875-deg. F.) 
around atomized oil burner flame to 
produce more rapid combustion and 
more complete burning of oil. Farris 
Combustion Control Corp., 560 Com- 
mercial Ave., Palisades Park, N.J. 


For low speed, high torque, 
extra capacity working performance 
SYNCROGEAR 


speed reducers are provided in two 


Double reduction 
types of gear train construction, de- 
pending on the rating of the unit: 
Type GDO with normal double reduc- 
tion gear train and type GLO, also 
double reduction, but with a duplex 
gear arrangement. Type GLO, especi- 
ally suited for limited space applica- 
tions, uses two primary gears and two 
final pinions to share load from high 
speed pinion to low speed output 
gear. Reducers are designed to be 
driven by a separate, direct-con- 
nected motor. A direct connection 
may also be made on the take-off 
shaft or an indirect connection by 
means of a V-belt or chain drive. Re- 
ducers come in a broad range of 
capacities—!4 to 75 HP with ratios 
from 5.00 to 474. U.S. Electrical 
Motors Inc., Box 2058 Terminal 
Annex, Los Angeles 54, Calif. 
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Are you getting all of the grinding wheel business you should in your area? The key is 
repeat sales through efficient grinding performance . .. and with Simonds Wheels that’s 
what your customers get. Make repeat sales your business with the line that enables 
you to offer grinding wheels of every grain and grade. . . expertly-engineered, thoroughly 
tested products, regularly backed by effective distributor selling aids . . . and con- 
sistently advertised to your customers, with this reminder: 


Your “‘buy-law”’ for better grinding 


_— SIMONDS MB) CALL YOUR SIMONDS DISTRIBUTOR 
— &@& helping YOUR business is HIS business 


i Te 


WEST COAST PLANT: EL MONTE, CALIF. — BRANCHES: CHICAGO « DETROIT © LOS ANGELES © PHILADELPHIA ¢ PORTLAND, ORE. « SAN FRANCISCO 
SHREVEPORT — IN CANADA: GRINDING WHEELS DIVISION, SIMONDS CANADA SAW CO. LTD. BROCKVILLE, ONTARIO © ABRASIVE PLANT, ARVIDA, QUEBEC 
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NEW IDEAS fi MARKETING.....! hat Manufacturers 





Are Distributor 
Advisory Councils Worth 
The Trouble And Cost? 


conducted 
recently by ID, only a minority of 


According to a survey 


manufacturers maintain distributor 
advisory councils. The majority of 
manufacturers keep up contact with 
their distributors through alternative 
means,—sales meetings, bulletins, ex- 
ecutive visits, etc. 

Barely half of these manufacturers 
indicate that they are fully satisfied 
with the effectiveness of these con- 
tacts. But only 13% state that they 
definitely intend setting up advisory 
councils in the next two years, with 
26% reporting they might “possibly” 
establish councils. 

Manufacturers not having advisory 
councils say they are in touch with 
distributors through personal calls 
by executives on distributors, trade 
association meetings (e.g., Triple In- 
dustry Supply booth conference pro- 
gram), regular mailings, personal 
letters on sales performance and poli- 
cies, sales meetings conducted by fac- 
tory representatives, regional sales 
and policy meetings, periodic bulle- 
tins, sales letters, and news releases, 
and visits by distributor executives 
to the manufacturer’s plant. 

While somewhat more than half of 
the manufacturers without councils 
expressed satisfaction with present 
methods of communicating with dis- 
tributors, most qualified their replies 
on two counts: 

* First, they felt that present con- 
tacts were inadequate because they 
tended to concentrate more on dis- 
tributors’ individual problems, less 
of broad im- 


on policy matters 


portance. 


*Second, several manufacturers 
found their present methods lacking 
the “feedback” which they felt to be 
an advantage of an advisory council. 
To overcome this deficiency, one 
manufacturer said he was “insisting 
on more frequent, regularly-sched- 
uled calls by regional managers as 
well as by salaried sales personnel.” 

It was the lack of “management- 
to-management” contact which an- 
other be a 


shortcoming of his present method 


manufacturer found to 


of keeping in touch with distributors. 

But this manufacturer, in common 
with several others, felt that a dis- 
tributor advisory council was too 
large and expensive an undertaking 
for a firm of his size. Consequently, 
these manufacturers said they in- 
tended to improve present methods 
in the hope of achieving more fre- 
quent, continuous, and closer contact 
with their distributors. 

A power tool manufacturer, for 
example, asserted: “(1) We are at- 
tempting to give our distributors 
better marketing data on the poten- 
tial business for our product line in 
the area they cover, (2) We are 
establishing annual goals for each ac- 
count, mutually agreed upon, as a 
basis for measuring yearly perform- 
ance, (3) We are putting more re- 
sponsibility on our regional sales 
managers for explaining the sales 
policies and programs to local dis- 
tributors.” 

Another manufacturer: “We plan 
to continue to hold sales meetings 
with distributors at their place of 
business, to hold product clinics for 


their salesmen at the plant and on a 
regional basis, and to hold a yearly 
sales and policy meeting with dis- 
tributor management at our plant. 
Obviously, we intend to continue to 
try to improve the content of all these 
sessions.” 

Whether they could afford them or 
not, several manufacturers objected 
to distributor advisory councils for 
several reasons: 

*“Time needed to arrange meet- 
ings, and difficulty in deciding a suit- 
able agenda for regular meetings.” 

*“Like the panel from which it 
would be selected, council’s position 
would almost always be 50% 
50% con.” 

*“We feel that the major short- 


comings of most councils is that a 


pro, 


very small segment of the total dis- 
tributor family is represented.” 

*“A council may tend to formalize 
a rather flexible, satisfactory working 
arrangement.” 

*“Distributors up to now have not 
always entered council meetings with 
groups 
build up to sway a manufacturer into 


a good attitude. Pressure 
making a decision not always favor- 
able to the entire industry.” 

*“Limited numbers of members, 
regional differences in policy limit 
overall council action. Product line 
and relative importance of that line 
to distributors are factors which 
must be evaluated.” 


“Tf 


establish a council program, the key 


too many manufacturers 
personnel of some of the better dis- 
tributors would be asked to spend 
their time doing nothing else but at- 
tending meetings.” 

One manufacturer lodged a seven- 
(1) 
“Too frequently made up of or dom- 
inated by Mr. Bigs,” (2) “Important 
matters sometimes tabled awaiting a 
meeting when they could be decided 
more promptly,” (3) “Feelings get 


point protest against councils: 
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Are Doing to Help Distributors Build Profitable Sales Volume 





hurt and scars are created when one 
distributor is selected over another,” 
(4) “If a council recommendation 
is not accepted, trouble frequently 
“When tied to definite 
place and time, meetings must be 


ensues,” (5) 


held regardless of convenience and 
necessity,” (6) “While council may 
presume to represent manufacturer’s 
distributor family, this can be denied 
affecting indi- 


if action adversely 


vidual distributors is undertaken,” 
(7) “Councils tend to become politi- 
cal rather than functional.” 

In sum, the survey would indicate 
that, of the manufacturers who do 
not have distributor advisory coun- 
cils, most would like to have them if 
They 


a council’s ability to 


they could afford them. are 
attracted by 
focus attention on problems of a 
high-level, broad policy nature, to 
recognize and recruit the capabilities 
of outstanding distributor execu- 
tives, to introduce a degree of con- 
tinuity into the manufacturer-distrib- 
utor relationship, to overcome some 
of the deficiencies inherent in com- 
municating with distributors through 
other means. 

The survey has disclosed an un- 
suspectedly large number of manu- 
facturers studying very seriously the 
establishment of councils or some 
variation of a council—a “council” 
conducted among all distributors by 
mail, for example. 

Finally, those manufacturers either 
unable to set up councils or opposed 
to the council idea in principle, are 
revealed by the survey to be planning 
significant changes in present meth- 
ods. Most significant, perhaps, is 
their intention to widen and deepen 
the responsibilities of factory rep- 
resentatives and regional managers, 
so that they can discuss management 
and policy problems with distrib- 
utors. This area is almost untouched 


in present communication methods. 
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New Products, Management 
Direction Key Skil Program 


In the view of Skil Corp., Chicago, the manufacturer-distributor partnership 
profits from the distributor knowing that the manufacturer (a) is aware of 


the direction he—the manufacturer 


is taking, and (b) keeps on top of mar- 


keting trends by introducing new products. 
In Skil’s case. the crucial matter of direction almost became obscured after 


World War II. A pioneer in the power tool field 


in the “twenties on the invention of a portable power saw 


the company was founded 


Skil quickly ex- 


panded its line, and moved into the postwar home owner’s market with tools 


originally intended for industrial use. 


All through the industry, in fact, industrial and consumer items were mixed 





Dake Produces New 
Sales Training Film 


Dake Corp., Grand Haven, Mich., 
has produced a new half-hour color 
slide film which is currently being 
shown to sales staffs of the firm’s 
arbor and hydraulic press distribu- 
tors. 

The film is divided into two parts, 
one showing various on-the-job ap- 
plications of arbor and hydraulic 
presses, the other explaining features 
of the presses and how salesmen can 
assist customers in press selection. 

In addition to the film, Dake fur- 
nishes a pocket-sized booklet to each 
distributor salesman. Recapitulating 
the film’s highlights, the book serves 
as a quick reference to the Dake line. 


in cataloging and sales. There was in 
this period no clear-cut distinction be- 
tween the retail line and the industrial 
line, either in pricing or concept. 
Another area vagueness developed 
between tools used by hand and 
bench tools. Several companies in the 
sidled the 


machine tool business either by ac- 


industry into bench or 
quisition or product development. 

In 1958, Skil’s new president, Jack 
Spaulding, saw that this situation was 
bound to lead to confusion of purpose 
in every part of the business. Skil 
itself was losing money on radial saw 
business simply because of the time 
required for each sale. Distribution 
was unhappy because of the cross- 
over in lines, and the resulting compe- 
tition between different methods of 
Skil distribution. 


development work was wasted on 


And much sales and 


ideas that would never fit the line. 
this Skil 
straightened out its lines so that there 


To remedy situation, 
would be no duplication, eliminated 
products not portable power tools. 
Having established Skil’s direction 
as a manufacturer of a specific line 
of products—a step seemingly in op- 
position to diversification trends in 
business generally—the company 
then launched into the development 


of new product ideas. 


continued 
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MARKETING continued 


An example is the firm’s new “Roto- 
Hammer,” a portable power hammer 
for making holes in masonry, stone, 
and concrete. Stimulating the de- 
velopment of this unit were com- 
plaints that similar tools already on 
the market were powered by springs 
which could break, resulting in re- 
pairs costing $50 and up. 

Spaulding had already been re- 


sponsible for setting up what he 
claims is the largest research and de- 
velopment group in the industry. In 
1959, alone, this group’s efforts led 
to the introduction of 17 brand-new 
tools, and the improvement of | 

other models. The proposed Roto- 
Hammer became its priority project. 


After 


spring materials wanting, the spring 


research had found most 
principle was abandoned altogether. 
and work began on a combination of 
electric-pneumatic drive and a con- 
stantly rotating inner barrel. Instead 
of a spring, the hammering action 
would be provided by air pressure 
built up between piston and a striker. 
The question of whether or not this 
new principle could be applied to a 
tool small enough to be portable was 
affirmatively answered by an elec- 
tronic computer, 
from re- 


As the new tool evolved 


search mock-up to field-testing model, 


new design wrinkles were found 


which extended its use beyond a 


plain hole-maker for masonry and 
concrete. This meant new markets. 

In field-testing the device, Skil had 
the help of distributors, and when a 
final model was eventually put into 
production, the firm’s distributor net- 
work was apprised of its characteris- 
tics and potential. 

Skil held new product sales meet- 
ings, using illustrated charts and 
live demonstrations. Sales aids show- 
ing the tool in operation, news re- 
leases, counter and floor displays, 
became 


accessory merchandisers all 


part of the distributor merchandis- 
ing package. 

Spaulding is now looking toward 
the day of the “truly” portable power 


tool—cordless tools that can be used 


anywhere. Says Spaulding: “The real 
competitors in any industry will be 
those fast-moving companies that de- 
velop answers in advance of cus- 
tomer awareness of those needs.” 
To such an attitude, Spaulding 
ascribes the mounting improvement 


in Skil’s relations with distributors. 


ORT ORTH 


STANDARDIZED 
@2D SHEAVYVE 
Specification 


Fort Worth Guide 
Reflects Simplification 


Fort Worth Steel & Machinery Co., 
Fort Worth, 


QD sheave specification guide re- 


Tex., has published a 
flecting the sheave simplification pro- 
gram recently adopted by the Mul- 
tiple V-Belt Drive and Mechanical 
Power Transmission Association, and 
Rubber Manufacturers’ Association. 

Purpose of the industry-wide pro- 
gram is to simplify the variety of 
sizes of sheaves maintained as stock 
that a 
number of stock sizes is retained to 


items, yet assure sufficient 
provide adequate speed ratio com- 
binations. With such simplification, 
industry members feel that sheave 
maintained at 


inventories can be 


levels that will mean service from 


manufacturers to distributors to 
users. 

Fort Worth’s new 
410 stock sheave sizes—from a 


catalog section 
lists 
3.4-in. diameter sheave weighing 
three pounds to a 70-in. sheave weigh- 
ing more than 2.800 lbs. The publica- 
tion gives dimensions and weights of 


all sheaves listed, etc. 


Marquette Division Spurs 
Distributors’ Sales Efforts 


Marquette Div., Curtiss-Wright Corp., 
Cleveland, was catapulted into selling 
through distributors last summer 
when it began manufacturing a new 
product called the “Swench” wrench. 
Until then, Marquette’s output had 
been chiefly specialized components 
sold directly to industrial consumers, 
such as windshield wipers to the air- 
craft industry. 

Although selling through distribu- 
tors was a new experience for Mar- 
quette, C. W. Cady, the sales mana- 
ger, lost no time setting up a policy 
and program to enlist distributor en- 
thusiasm for the new product. 

The choice of distributor as the 
main channel for Swench sales ap- 
peared natural, since the wrench is 
primarily a maintenance item. In- 
vented by a Cleveland engineer, Os- 
car Swenson, after whom it is named, 
the wrench is described as a manu- 
ally-operated impact wrench designed 
for loosening or tightening threaded 
fasteners. 

Shaped something like a_ small 
parking meter, the wrench is used 
like an ordinary ratchet wrench. As 
the handle is advanced, a powerful 
spring in the handle is compressed 
then suddenly released, delivering a 
sharp, torsional blow through the 
mechanism inside the wrench head to 
the socket holding the nut or bolt. 

Over the 
Cady had lined up nearly 170 dis- 


space of two months, 
tributors in all parts of the country. 
Chosen on a selective basis, they have 
been on the receiving end of a steady 
stream of newsletters containing a 
wealth of application and market in- 
formation. Cady writes the letters 
himself, overlooking no opportunity 
of bringing every new application or 
sales possibility to distributors’ at- 
tention. 

Although Marquette’s field sales 
force is small, Cady has used it effec- 
tively to train distributor salesmen 
in the demonstration of the wrench. 
On the need for demonstrating he is 
can't con- 


emphatic: “A salesman 


continued on page 130 
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ARSHALL 


P R E Cc | Ss i Oo N 
GROUND FLAT STOCK 


SCRIBE-IT is an excellent oil harden- 
ing tool steel for blanking, formi 
piercing and coining dies where - 
um resistance is required. 
It may also be used for gauges tem- 
plates, wear plates, etc. 





@ Ready for scribing and layout. 
@ Permanent identification. 


@ Precolored and oversize—but re- 
tains accuracy of dimensions. 


@ Available in practical range of sizes 
for tool and die making. 


TOLERANCES 


Under 3/16” 
STANDARD 


Thickness plus .001” minus .001” 
Width plus .005” minus .000” 


3/16” and over 
OVERSIZE 


Thickness plus .011” to .013” 
Width plus .010” to .015”. 
*Can be finished to standard 
size after heat treatment. 


i! THE PACEMAKERS OF PREPARED TOOL STEELS I 


SOLD THROUGH SELECTED DISTRIBUTORS 
Write for complete catalog and the : 
name of your nearest dealer. 


P.O. BOX 108 ID LA GRANGE, ILLINOIS 
WRITE: FOR FULL COLOR WALL CHART FREE 





he helps you do more with DELTA 


In his job as Sales Manager of Rockwell’s Power Tool Division, 
Byron E. Coon (everybody calls him “By”’) has become an expert 
on meetings. And almost without exception, every meeting he 
holds has a single purpose: to increase the effectiveness of the selling 
time devoted to putting more Delta tools to work in industry. 

Working through Delta Regional and District representatives, 
**By” never passes up an opportunity to hold a meeting with both 
inside and outside salesmen on the staffs of Industrial Distributors 
throughout the country. Highlighting exclusive performance fea- 


tures of Delta wood and metalworking machines, showing new 


applications for tools in the line that opens new market possibilities, 


introducing new and improved Delta tools—all these provide a 
useful way to increase distributor sales through increased product 
knowledge. 

Just about the most important product “By”’ sells is enthusiasm. 
Helping to develop the selling enthusiasm that gives complete 
customer service and satisfaction is a proven benefit that results in 
continued growth in sales and profits for leading Delta Distributors. 

‘‘By” can tell you more about how easy it is to do business with 
Delta—drop him a line for full details. Write: Rockwell Manu- 
facturing Company, Delta Power Tool Division, 634B N. Lexington 
Ave., Pittsburgh 8, Pa. 


DELTA INDUSTRIAL TOOLS 


ROCKWELL” 








vince a buyer without actually taking 
the tool into the shop, asking for the 
toughest application, then going to 
work.” 

Marquette has also capitalized on 
large industrial shows both to dem- 
onstrate the wrench and to turn up 
live leads for distributors. As a re- 
sult of exhibiting at the Production 
Engineering Show in Chicago last 
fall, for example, numerous requests 
were received for “in plant” demon- 
strations, and these requests were 
forwarded to various distributors. 
“Distributors who ignore leads like 
those,” says Cady, “are doing them- 
selves out of sales, not only for the 
wrench but also for other items they 
can talk about while they're in the 
plant.” 

As an incentive to get newly-ap- 
pointed distributors to stock various 
sizes of the wrench, Cady circularized 
them: “A bonus of 2 Swench 
wrenches with every stock order for 
12 wrenchs for immediate delivery 
during the period from September 15 
through October 31, 1960.” 

As another incentive, Cady has is- 
sued a tabulated sheet showing the 
dollar profit a distributor could en- 
joy on each wrench model for various 
quantities sold annually. 

Both Cady and W. E. MacEwen, 
Marquette Div.,’s general manager, 
while gratified with many results so 
far, are now looking forward to build- 
ing some substantial sales gains on 
the basis of an almost-impossibly fast 


beginning. 





Sales Aids 





Hoses 

The Flexaust Co., 100 Park Avenue, 
New York, N. Y.—Data bulletin on 
flexible hoses including selection and 
installation information and prices. 


Finishers 

Michigan Tool Company, 7171 E. 
MeNichols Road, Detroit, Mich.— 
Bulletin on abrasive hard gear fin- 
ishers illustrates how they are used 
for final surface conditioning of gear 
teeth after hardening. 


continued on page 132 








e Here are two fast-selling WRIGHT 
Safeway Hand Hoists, one all-steel 
and one aluminum and steel, but 
alike in design and internal construc- 
tion. The aluminum Safeway hoist is 
new. It offers WRIGHT distributors 
another outstanding profit item they 
can sell for installations requiring 
a light, portable hoist. All-steel 
Safeway hoists, on the other hand, 
give distributors a steady income 
producer that is specially built to 
withstand the wear and abuse of the 
more rugged lifting jobs. Both 
WRriGutT Safeways, and the extra per- 
formance features they offer at no 
additional cost, are currently being 
promoted to thousands of buyers 
through national trade paper adver- 
tising and a distributor sales pro- 
motion program. 

Factory tested at 50% over rated 
capacity, WRIGHT Safeway hand 
hoists of aluminum or steel are avail- 
able now in 18 sizes in a capacity 
range of 1% to 50 tons. 


WRIGHT... the best /ine to buy, 
the best line to sel//! 





Write for Full Details 
Write our York, Pa., office for 
DH-164 and DH-345 which give 


Somplote information about | Wright Hoist Division » American Chain & Cable Company, Inc. 


Wricnut Safeway Hoists made 
from aluminum and steel. Find York, Pa., Atlanta, Chicago, Denver, Detroit, Houston, Los Angeles, New York, 


out the advantages they offer. Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
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_ another ALLEN 


s 
you m 


from you 


service that helps 
ove our pr oducts 


r shelves! 





The ALLEN MAN 
is working for you 
and your customers... 


All over the country, Allen’s Field 
Representatives are helping you make 
more sales of Allen products . . . helping 
your customers get all the advantages 
that genuine Allen products have to give. 

Allen’s men are ready to help train 
your own salesmen. They’re ready to 
make tough customer calls right along 
with your own men. They’re ready to 
meet any challenge in fastening—to 
show your customers why genuine 
Allens do the job better, for longer, 
and cost less in the long run. 

They'll help you make best use of 
Allen’s many sales aids. They’ll check 
your stock—and help you keep it up 
to customers’ needs. And every call 
they make increases your sales—be- 
cause Allen products are sold ONLY 
through Industrial Distributors! 


When your customer faces a fastening 
problem where difficult technical 
factors are critical, the Allen Field 
Representative will bring the skilled 


services of another 


“Allen man”’ to 


bear on that problem—the Allen 
His training and 
practical good sense are available to 
you and your customers at any time 
—and he brings you the experience 
and skill of Allen’s entire engineering 


Sales Engineer. 


department. 


Write now for full information on the many Allen services 
that help Allen Distributors to make more sales. 


COMPANY ot 
COMPANY 


HARTFORD 


1, 


CONNECTICUT, - & Ae 


a 





Valves 
Lunkenheimer Co., Cincinnati, Ohio 
Bulletin on ball valve, showing cut- 


away views, ratings, etc. 


Cleaning Machines 
L & R Manufacturing Co., 577 Elm 
Street, Kearny, N. J.—Bulletin on 


complete line of ultrasonic cleaners. 


Pulleys 

T. B. Wood’s Son Co., Chambersbury, 
Pa.—Bulletin on the complete line of 
“Sure-Grip” flat-belt pulleys. 
Clamps 

Detroit Stamping Co., 
Detroit, Mich. 
full line of general-purpose and spe- 


330 Midland 
Avenue, Catalog on 


cial-use toggle clamps. 


Valves 

The Ohio Injector Co., Wadsworth, 
Ohio—Brochure on new line of gate 
valves designed specifically for duc- 


tile iron. 


Valves 
The Crane Co., 4100 South Kedzie 
Ave. Chicago, Ill. 


numerous uses for the 


Brochure on 
“Converto- 


Gear ( )perator.” 


Cylinders 
Hannifin Co., 
Plaines. Ill. 


mum 200 psi Series “S’ 


501 S. Wolf Rd., Des 
Bulletin on new maxi- 
> Midget Air 


Cylinder. 


Wire Rope 
MacWhyte Wire Rope Co., Kenosha. 
Wisec.—Bulletin on a new wire rope 


design. 


Tools 

Price & Rutzebeck, PO Box 30, Hay- 
ward, Calif.Booklet on improved 
use and maintenance of plastic-work- 


ing tools. 


Torches 
National Cylinder Gas Division of 
Chemetron Corp., 840 N. Michigan 
Ave., Chicago, Ill.—Bulletin on new 
automatic torch for MIG and TIG 
welding and “AM-7” 


automatic welding. 


gun for semi- 
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Regulators 

American Meter Co.. 920 Payne 
Avenue, Erie, Penna.—Bulletin on 
pressure regulators. Also: data 
sheets on six regulator and valve 


products. 


Slings 
Campbell Chain Company, York, 
Penna.—Bulletin on sentry slings 


which employ “warning ring.” 


Fasteners 

Standard Pressed Steel Co., Jenkin- 
town, Pa.—Folder on industrial ap- 
plications of austenitic stainless steel 
fasteners. Also: editorial reprint on 
the selection and application of struc- 
tural bolting for high-strength and 


elevated temperature applications. 


V-Belts 

Raybestos-Manhattan, Inc., Passaic, 
N. J.—-Bulletin on design features and 
performance advantages of all R/M 
V-belts. Also: Catalog on complete 


line of rubber products for industry. 


Valves 

Peacock Brothers, Ltd., P. O. Box 
1040, Montreal, Quebec, Canada 
Bulletin on lubrication and servicing 


of “Rockwell-Nordstrom” valves. 


Tools 

Rockwell Manufacturing Co... 483 
Lexington Ave., Pittsburgh, Penna. 
Catalog on complete line of industrial 
power tools and accessories. Also: 


bulletin on 17-inch drill presses. 


Cleaning Systems 

Acoustica Associates, Inc., 104000 
Aviation Boulevard, Los Angeles, 
Calif.—Bulletin on Acoustica’s “*40- 
KC” line of ultrasonic cleaning 


systems. 


Gearmotors 

Howell Electric Motors Company, 
Howell, Mich.—Bulletin on full line 
of gearmotors and “Line-O-Drive” 


coupled speed reducers. 


Cut-off Wheels 


Simonds Abrasive Co., Philadelphia, 
Penna.—Catalog on regular resinoid 
bonded abrasive cut-off wheels. 
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Opens WIDE 
for your customers... 


CLOSES NEW SALES 


FOR YOU 
CHAN we, LOCK 


No. 440 GRIPMASTER 


You've got a sale in the making 
every time one of your customers 
“hefts’’ the Channeliock GRIP- 

MASTER. Mechanics every where 
call it ‘‘the most versatile gripping 
tool ever made."’ Here's why they 

like it... here’s why they'll buy it: 
POWERFUL PARALLEL-JAW GRIP 
on everything up to a full 234" 
SLENDER %e" JAWS reach into tight 
spots inaccessible to other 
gripping tools 
NON-SLIP, UNDERCUT CHANNELS— 
7 of them. . . machined, smooth 
working. (Patented). 


CHOICE OF CUSHION-GRIP, BLUE 
PLASTIC HANDLES or full- 
polished handles. 
This versatile plier is also 
available with smooth jaws 
for use on plated fittings. 
Put the GRIPMASTER 
out front where your 
customers can eye it, 
try it, buy it. You'll 
like the extra profit. 


AVAILABLE IN 
FOUR STYLES 


#440 With Teeth, 
Polished Handles $3.60 

#440G With Teeth, 
Plastic Grips $4.00 

#441 Smooth Jaw, 
Polished Handles $3.60 

#441G Smooth Jaw, 


Plastic Grips $4.00 
Length 12”—Packed In Individual 
Boxes, 6 Boxes Per Carton 


Made Only, bg 
CHAMPION DeARMENT TOOL COMPANY 





Industry's Most Revolutionary Light Duty Drive! 


Single Unit Saves Space 
... Silent, Vibrationless 


R/M Poly-V “J” design incorporates 
a single, parallel V-ribbed belt run- 
ning in space-saving sheaves grooved 
to mate precisely with the belt ribs. 
Installed on the Parker Majestic 
grinder, shown at right, Poly-V “J” 
Drive minimized vibration caused by 
former V-belt drive... provided 
space-saving, cost-saving drive not 
possible with conventional vee drives. 
Poly-V “J” is now standard equip- 
ment on the Parker Majestic grinder. 


Poly-V ‘‘J’’ Is Ideal For Compact Drives 


The shallow-well reciprocating pump 
shown at left is widely sold as part 
of domestic water systems for use in 
the home, on farms and similar appli- 
cations. Installation of Poly-V “J” 
permitted the most compact drive ob- 
tainable. On home appliances, pumps 
and compressors, business or scien- 
tific machines, wherever drive balance 
with dependable, quiet, vibrationless 
operation is needed, Poly-V “J” is the 
drive your customers need! 





Poly-V ‘‘J’’ Plus Poly-V sections ‘‘L’”’ and ‘‘M"’ for medium and heavy duty drives, now enable 
R/M Distributors to supply drives from 1/40 to 250 HP from stock and to 1700 HP on order! 
These 3 Poly-V Belts will replace 8 V-belt size sections. 

Contact your R/M Representative for full details about the Poly-V ‘‘J’’ Distributor program. 
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New PROFIT BUILDER for R/M Distributors 


Offer Your Customers EXCLUSIVE R/M Poly-V° “J” Drive... 
Belts and Sheaves FROM STOCK 


R/M Distributors can now supply Poly-V “J” belts 
and sheaves from their stock. During its introductory 
period, this drive was sold only to equipment manu- 
facturers. This means, as an R/M Distributor, you 
can now offer your customers light duty drive advan- 
tages not available in other drives. And you stock 
only ONE Poly-V “J” to replace 5 cross-sections of 
light duty V-belts in your inventory (3L, 4L, 5L, 
A and B). Poly-V “J” handles all requirements from 
1/40 thru 15 HP! 


Poly-V “J” Drive* is industry’s newest and most 
revolutionary light duty drive for small diameter 
sheaves and short centers. It has been proved in the 
equipment market by setting the highest standards 
for smooth, silent delivery of power for a wide range 
of small machinery —home workshop and bench 
machines, lawn mowers and chainsaws, household 
appliances, and for many types of industrial, com- 
mercial, and scientific machines. 


STOCK POLY-V “J” DRIVES NOW FOR THESE ADVANTAGES: 


@ Designed especially for small sheaves; considerably 


below V-belt range 

@ Silent, vibrationless operation; homogeneous trac- 
tion surface is spliceless, lapless 

@ No belt matching; a single belt regardless of HP 
requirements 

®@ Delivers more load in less space; permits more com- 
pact drive with smaller mounting clearances 

@ Ideal for tandem, mule, Vs turn or serpentine drives; 
with reverse bend idlers and for speeds up to 
10,000 f.p.m. 

@ Minimum drive wear; assures longer belt and 
sheave life 

@ Complete contact pressure; maintains groove shape 





Just ONE Poly-V ‘‘J’’ Belt section meets every 
need from 1/40 to 15 HP! Minimum belt in- 
ventories, sheaves with QD Hub design, re- 
duce stocking costs, increase turnover, boost 
distributor profits. 











*Patented 


RAYBESTOS-MANHATTAN, INC. 


MANHATTAN RUBBER DIVISION - PASSAIC, N. J. 
ENGINEERED RUBBER PRODUCTS 
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NEWS OF PEOPLE AND EVENTS. ........... 





Congress Studies Business Legislation 


Marketing Legislation To Get Attention in New Session Of Congress 
Proposals Offered To Help Strengthen FTC and Robinson-Patman Act 


The new Congress got off to a start last month with an array of proposals to 


strengthen the regulatory agencies and to apply other federal controls over 


marketing. 


Rep. A. Ullman (D, Ore.). with H.R. 274. was first to propose accelerated 


amortization deductions for industrial or commercial plants and facilities 


constructed in depressed areas. 


Sponsors of legislation to give the Federal Trade Commission sharper 


weapons were on the alert, too. 


lation which would give FTC power to issue temporary cease and desist orders 


At least four congressmen re-introduced legis- 


where it feels that an ad or business practice needs attention. 


this batch were bills 


which failed to be passed before, in- 


Included in 


cluding bills limiting the “good faith” 
defense in price discrimination cases 
and bills to encourage private dam- 
age suits under the anti-trust laws, 
plus ideas for strengthening the Rob- 


Act. 


The drive to get passage of legis- 


inson-Patman 


lation on tax deductions for lobbying 
expense, including ads dealing with 
controversial issues was under way. 
The first wave of bills included some 
to change the federal excise tax sys- 
bills to 


modify taxes on cigars, autos, com- 


ter, including repeal or 
munications and cabarets. 

Rep. John H. Dent (D., Pa.) re- 
newed his campaign for a law requir- 
ing all ads for imported products dis- 
close country of origin (H.R. 1149). 

Rep. J. Arthur Yonuger (R., Cal.) 
introduced a bill to prohibit ship- 
ment of goods carrying a guarantee 
merchandise carries a com- 


(H.R. 1243). 


“unless 


plete return address” 


A. J. ECKERT CHANGES NAME 


The A. J. Eckert industrial 
Albany, N. Y., changed its 
to Mechanical Pipe & Supply 
According to A. L. 


no personnel changes are expected. 


Sales 
( y rp., 
name 


Corp. Gordon, 


Thomas P. Pike 


Thomas Pike Appointed Chairman 
Of Republic Supply Co. 


Thomas P. Pike was appointed chair- 


man of the board of directors of The 
Republic Supply Co. of California. 
He succeeds P. M. Pike. 


retiring from the firm he founded 


who is 


more than 50 years ago in Coalinga. 

Thomas Pike has been board vice 
chairman up to this time. 

P. M. Pike had been active as the 
firm’s chairman for the past 34 years. 
He will remain with the company as 
honorary chairman of the board. 

John J. Pike, who has headed the 
will remain as 


company 17 years, 


president and chief executive officer. 


Edwin W. Zipse 
United-Greenfield Elects Zipse 
President, Chief Executive 
Edwin W. Zipse was appointed presi- 
and 


United-Greenfield Corp. He succeeds 


dent chief executive officer of 
Konstantin Kronwall who resigned 
because of poor health. 

At the same time, Jack C. Malugen 
was elected executive vice president. 

Mr. Zipse has been with the firm 
35-years. He started as an engineer 
trainee; became general manager of 
Whitman & 
Latrobe; became executive vice presi- 
1954; 


has been a director since 1951; and a 


Barnes and Chicago- 


dent of United-Greenfield in 
member of the executive committee 
since 1958. 

Mr. Malugen started with the firm 
in 1942 as a salesman for the Chi- 
cago-Latrobe Division. In 1952 he 
went to J. H. Williams & Co. and 
became president of that division in 
1954. 
parent firm in 1958 and a member of 


He became a director of the 


the executive committee in 1960. 


TIEBOUT MOVES TO NEW QUARTERS 


C. H. Tiebout & Sons, Inc., Brooklyn, 
N. Y., moved to new quarters at 139 
Duffield Street, Brooklyn 1, N. Y. 
Phone number is EV 8-1161. 
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To Keep You Informed of News Developments Among Industrial Distributors and Manufacturers 





Triple Industrial Supply Meeting Set For May 22, 
In Convention Hall, Atlantic City, New Jersey 


The 56th annual convention of the 


National Industrial Distributors’ As- 
Dis- 
tributors’ Association and the Amer- 


sociation, Southern Industrial 
ican Supply & Machinery Manufac- 
turers’ Association will be held May 
23-25, 1961 at Atlantic City, N. J. 
Joint headquarters for NIDA and 
SIDA will be the Shelburne and the 
Dennis Hotels. The Asso- 


ciation headquarters will be at the 


American 


Traymore Hotel. 
of the 
free to request reservations directly 


Members associations are 
from hotels of their choice. No hous- 
ing bureau will be set up. 

Registration will take place all day 
Monday May 22, at the Dennis. On 
Monday morning their will be sepa- 
NIDA-SIDA 
council on Industrial Distribution, at 
the Dennis, and the ASMMA Execu- 
tive Committee and ASMMA Board 
of Directors at the Traymore. 


rate meetings of the 


After luncheon, which will be at- 
tended by all officials and advisory 
boards of the three associations, there 
will be separate meetings of the NIDA 
officers, board of governors, and ad- 
board and the SIDA officers, 
and 


VISOTY 


board of governors, advisory 
board at the Dennis. 

In the evening the opening recep- 
tion will be held at the Dennis; ladies 
invited. 

On Tuesday the 


breakfast 


ASMMA 


will 


new 
members be at the 
Traymore. The opening meeting of 
the convention will be at 10:00 A.M. 
at the Warren Theatre. Following this 
will be the past presidents’ club 
luncheon. 

In the afternoon, NIDA and SIDA 
will hold their joint meeting, with 
members of ASMMA invited. 


The Conference Booth program 


will be held all day Wednesday at 
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Convention Hall. In addition there 
will be a ladies meeting at 10:00 A.M. 

A reception and cocktail for mem- 
bers of the three associations and 
their wives will be held in the evening 
at the Traymore. 

On Thursday each association will 
have separate breakfast meetings to 
elect officers and discuss association 
policy for the coming year. 

The convention will come to a close 
after the 11:00 A.M. luncheon and 


fashion show. 


Western States Conference 
Scheduled February 12-13 


Members in Areas No. 5 and 6 will 
attend the Western States Industrial 
Distributors Conference at the Fair- 
mont Hotel, San Francisco, on Sun- 
day and Monday, February 12-13. 
The conference will open with a 
reception Sunday evening, followed 
by morning and afternoon meetings 
on Monday, and a luncheon at noon. 
A program, featuring nationally- 
recognized speakers, has been planned 
for the 
executives who will attend. 


distributor and _ supplier 


Armco Steel Corp Absorbs 
National Supply, Union Wire Rope 


The Armco Steel Corp. absorbed two 
subsidiaries, National Supply Co. and 
Union Wire Rope Corp., according to 
Logan T. Johnston, Armco president. 

Both firms will be operated as divi- 
sions of Armco, Johnston said. 

Sidney A. Shuman will succeed 
A. W. McKinney, who retired, as 
head of National Supply. 

James H. Hatch will continue as 
general manager of Union Wire Rope, 
with headquarters in Kansas City. 


Paul R. Hartig 


Yale & Towne Elects Hartig 
Vice President, General Manager 


Paul R. Hartig was elected vice presi- 
dent and genral manager of the Yale 
Materials Handling Division, Yale & 
Towne Mfg. Co., according to Gordon 
Patterson, president. 

Mr. Hartig is the third vice presi- 
dent elected since Mr. Patterson be- 
came president last year. 

Prior to joining Yale & Towne, Mr. 
Hartig had been with General Electric 
Co.’s_ Insulator Department. He 
started with G.E. in 1925. 

He has held managerial and execu- 
tive posts, including production man- 
ager of the control department of 
G.E.’s Schenectady plant, superin- 
tendent of the transformer plant at 
Holyoke, Mass., and manager of the 
Oakland, Calif. transformer plant. 


Detroit Controls Adopts New Name 


American-Standard Controls Division 
is the new name of the Detroit Con- 
trols Division of American Radiator 
& Standard Sanitary Corp. Accord- 
ing to F. J. Kreissl, president of 
Divi- 


sion, the new name will identify the 


American-Standard Controls 


division more closely with American- 
Standard. 





NEWS continued 


NICB REPORT SHOWS MANUFACTURERS’ OUTLOOK OPTIMISTIC 


The current business adjustment has adversely affected a majority of 184 


manufacturing companies participating in a survey by the National Industrial 


Conference Board, but almost three out of four of the firms whose new orders 


have been depressed believe that the rate of incoming business will not go 


low er. 


Furthermore, the NICB reports, over half of those companies affected 
predict a marked upturn in new orders before the middle of the year, or in 


some cases, report such an upturn has already started. 


Timing The Low 


Fifty 
executives believe that the bottom in 


percent of the participating 
new orders has already been reached 
While some of these 


respondents place the low point as 


for their firms. 


early as the second or third quarter of 
1960, the fourth quarter is most fre- 
quently mentioned. 

The low point in new-order receipts 
has already passed, in the opinion of 
most respondents in the construction 
materials, petroleum refining, general 
industrial machinery, iron and steel 
foundries, and metalworking machin- 
ery industries. 

Another 14 percent of the NICB 
survey participants expect their in- 
coming orders to reach the lowest 
point during the first quarter of 1961. 
In only a few cases (6%) is the low 
expected to occur as late as the second 
or third quarter. 

The 
their 


affected by the general downturn of 


remaining 30 percent state 


new-order levels have not been 
business. Such is the case for firms 
in the food and inorganic chemical 
industries. On the other hand, a few 


companies whose orders have not 


fallen off 
vet fully 


of a previous recession. 


indicate that they are not 
recovered from the effects 


The Upturn? 


One third of the firms surveyed 
anticipated a marked upturn in their 
new orders during the first half of this 
year, according to the NICB, 


expect 


while 


nearly 19 percent such an 
upturn in the second half. In many 
cases, respondents believe their new- 


order rate will remain depressed for 


a few months before a notable upturn 
occurs. 

A significant improvement in the 
rate of incoming business has already 
been noted by about six percent of the 
firms. Another eight percent foresee 


a gradual advance rather than a 
marked upturn. Three percent of the 
respondents foresee no significant 
improvement in new orders this year 
because of special conditions in their 
companies or industries. The balance 
of the cooperators were those whose 
business was not adversely affected in 


1960. 


Defensive Measures 


Most of the participating com- 
panies have been making a special 
effort to counteract the effects of a 
decline in business and to protect 
their earnings, the NICB reports. Cost 
cutting is the measure most often used 
by respondents, while others com- 
monly cited are most aggressive sell- 


ing and introduction of new products. 


Trip To Manufacturer's Plant 
Is Highlight Of HIDA Meeting 


The Houston Industrial Distributors’ 


Association recently had a tour of 
the Mission Mfg. Co. plant in Hous- 
ton, as part of a monthly meeting. 
Following a luncheon, the distribu- 
tors were conducted through the plant 
by Mission’s chief manufacturing en- 
gineer, H. K. Laster, and the firm’s 
inventory control supervisor, Mack 
Mission 


pumps and other oilfield equipment. 


Sexton. produces valves, 
The tour was arranged by Leland 
V. Dolan, HIDA vice president and 


program chairman. 


George D. Enos, Jr. 


George Enos Elected President 
Of Enos & Sanderson Co. 


George D. Enos, Jr., was elected presi- 
dent of the Enos & Sanderson Co., 
Inc., Tonawanda, New York. He also 
becomes president of a subsidiary, 
the Red Jacket Nail & Wire Corp. 

Mrs. Elizabeth R. Enos, mother of 
the new president, was elected chair- 
man of the board of directors. She 
was president for 22 years. 

Mr. Enos is a grandson of George 
E. Enos, one of the founders of the 
firm. He started with the firm as a 
stockroom clerk in 1941, became sec- 
1948 and 
president in 1953, 


MHI Pacific Coast Show 
Opens February 22nd 


The Material Handling Institute 
Pacific Coast Show will be held Feb- 
ruary 22-24 in San Francisco’s Cow 


retary in executive vice 


Palace. 

More than 100 manufacturers of in- 
dustrial material handling and pro- 
tective packaging equipment will have 
displays set up. Most of these dis- 
plays will be in action. Among them 
will be powered industrial lift trucks 
of small and large capacities. Some 
are battery powered; others to be 
demonstrated are gas-electric, straight 
gas, diesel and LPG. 

Bert Phillips, chairman of the MHI 
Show Committee, says: “In essence, 
the exhibitors at this MHI Pacific 
Coast Show are taking their newer 
products to the market, rather than 
asking the market to travel long dis- 
tances to view them.” 
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Small Business Administration 
Adopts New Type Of Loan 
For Long Term Financing 


A new type of loan has been brought 


Lyon Metal Products, Inc., Holds Board Meeting At New Los Angeles Plant 


AN 


LE hen Bi 

LYON META 

out by the Small Business Adminis- eae 
tration, in which banks may partici- 
pate for as little as two years, while 
SBA continues its part of the credit 

a longer period of time. 

According to the SBA, the new type 
of loan should attract banks accus- 
tomed to lending for short periods, 
to participation with the Small Busi- 

ness Administration in financing 

small firms. This would be done by 

the banks part of the 


funds for a short period while SBA 


rey nite Board of directors of Lyon Metal Products, Inc., met recently at the new Lyon 
Los Angeles plant, where members inspected the facilities and held the regular quar- 
terly meeting. The directors are: Henry A. Gardner, of Gardner, Carton, Douglas, 
Roemer & Chilgren; John Alexander, Jr., Alexander Lumber Co.; Gardner Brown, 
White Weld & Co.; John T. Brown, J. I. Case Co.; L. D. Deal, Lyon President; 
Clarence R. Eichenberger, The First National Bank of Chicago; Harold V. Engh, 
Turner Corp.; Henry A. Gardner, Jr. LaSalle Street Press; J. B. O'Connor; J. M. 


funds, in the same loans, would be 
for long terms. 

The plan does not provide the pri- 
vate institutions 


participating any 


preference in collateral for loans. 

Banks participating in the new 
type loans will be permitted to receive 
all payments of principal. Interest 
will be apportioned between the bank 
and the SBA according to their re- 
spective unpaid balances. 

In the case of default, the SBA 
said, the respective rights of the 
Small Business Administration and 
the bank will be fixed in recoveries 
out of liquidation of collateral in pro- 
portion to their respective unpaid bal- 
ances as of the date of delinquency. 

Banks are expected to renew par- 
ticipation or to purchase the balance 
of the loan when it is satisfactorily 
functioned during the early years. 

The SBA noted that up to the pres- 
ent, less than 25 percent of the coun- 
try’s banks have participated in ap- 
proximately two-thirds of all SBA 
loans. 


Worthington Appoints Feldmann 
Chief Executive Officer 


Walther H. Feldmann, president, was 
appointed chief executive officer of 
Worthington Corp. He _ succeeds 
Hobart C. Ramsey, who is chairman. 

Mr. Feldmann first joined Worth- 
ington as vice president of sales in 
1950. Later he became executive vice 
president in 1955 and president and 
director in 1957. 
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Olesen, Lyon; and H. F. Sadler, U. 8S. Gypsum Co. 


Curtis Mfg. Acquires 95% Interest 
In Toledo Pipe Threading Co. 


A 95% interest in The Toledo Pipe 
Threading Machine Co. was acquired 
by Curtis Mfg. Co., for approximately 
1.5 million dollars, according to 
Harold C. Schott, president and board 
chairman of Curtis. 

Norman J. Kirk will continue as 
president and general manager op- 
erating the company as a subsidiary 
of Curtis. Other changes in officers 
included the naming of Mr. Schott as 
board chairman, Arthur L. Nagel of 
Toledo as vice president, and the pro- 
motion of Earl R. Young from treas- 
urer to vice president and sales 
manager. 

Ernest H. Born continues as secre- 
tary-comptroller. Howard van den 
Eyndn was appointed treasurer and 
Charles R. Ault assistant secretary- 
treasurer. Mr. van den Eynden is a 
vice president and direct of the parent 
company and Mr. Ault is secretary of 
Curtis Mfg. Co. 

Toledo Pipe Threading will con- 
tinue present manufacturing opera- 
tion in Toledo with no contemplated 
personnel changes according to Mr. 


Kirk. 


Union Twist Drill Will Acquire 
Reed Rolled Thread Die Co. 


The Union Twist Drill Co. will ac- 
quire the entire business and assets 
of the Reed Rolled Thread Die Co., 
Holland, 


Union president. Union will operate 


according to Stanley L. 


the business as a wholly owned sub- 
sidiary under its present management. 
A. Bradford Reed will continue as 
president of the subsidiary company. 

Reed 
chines and tools in the chipless ma- 
chining field. Reed now has 400 
employees and a plant erected in 
1951. 

Mr. Holland said this acquisition 


is a manufacturer of ma- 


is in line with the firm’s long range 
program for growth and development. 


Hewitt-Robins Appoints Frost 
Manager Of Distributor Sales 


C. L. Frost was appointed manager of 


of Hewitt-Robins, 
He had been a regional sales 
manager for the firm. 

In the past year, Mr. Frost special- 
ized in the promotion of sales of 
Hewitt-Robins rubber products to the 
petroleum industry. 


distributor sales 
Inc. 
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NAPA. Survey Shows Hope 
For Upturn In Business 
In Second Quarter of 1961 


Over-all 1961 will be 
better than in 1960, but the present 


business in 


downward drift will continue into the 
second quarter of 1961, according to 
a composite opinion of purchasing 
agents who comprise the National As- 
sociation of Puchasing Agents Busi- 
ness Survey Committee. 

This outlook is the consensus of 
purchasing executives in their semi- 
annual forecast of what’s in store for 
A total of 23°, 


of those surveyed, predict business in 


the nation’s economy. 


the first quarter of 1961 will be worse 
than in the last quarter of 1960, while 
60'° see no change and 17% think it 


will be better. 
First Half Will Improve 


In looking at the first six months of 
1961, 


last six 


however. as compared to the 


1960, 36‘. see 
15% 


poorer conditions. The remainder be- 


months of 
improvement and only predict 
lieve we will coast along at the present 
levels. 

When they evaluate the year 1961, 
as a whole compared to 1960, 46% 


‘ 


look for improvement, 41{% see no 


»¢ 


change, and only 13% see it as worse. 
Despite this belief that we will reach 
a turning point around midyear, there 
is no doubt, among the purchasing 
agents in the survey, at the present 
time, that business is slipping further 


toward a full-scale recession. 


New Orders Down 
Both 


figures deteriorated in December and 


new order and production 
are Row worse than at any time since 
the 1957-1958 recession. 
with the 


prices 


1957-1958 


under 


In contrast 


recession, have been 
pressure and are trending downward 
this time. Unemployment is becom- 
ing a major problem and is expected 
to be worse as soon as the temporary 
help is no longer required, according 


to the N.A.P.A. 


survey. 


co 
SWevon dines 


man 


"ay 


Details of show are discussed in front of Gordon Rubber & Packing Co.’s new build- 


ing by Jim Peterson, office manager; 


Gordon Rubber & Packing Co., Ine.., 
Derby. 


house recently to celebrate the open- 


Connecticut, held an open 
ing of new quarters. 
The 


many years as a small distributor of 


company had operated for 
rubber products. However in 1954, 
Al Mazur and Stan Nichols purchased 
the company and moved the opera- 
tion from New Haven to Shelton, 
Conn. 

After the Shelton, the 
rubber line was expanded and fab- 


Molding 


milling equipment were acquired and 


move to 


rication emphasized. and 
the present picture of the company 
began to evolve, according to the 


Derby. Connecticut. firm. 


{1 Mazur, and Stan Nichols, president. 


Although the firm is essentially a 
distributor of rubber products, the 
total operation consists of four sepa- 
rate entities; distribution of rubber 
products; fabrication; gasket cutting; 
and milling and molding rubber poly- 
mers. All four categories are about 


equally balanced in percentage of 
total sales volume, according to the 
firm, and the total volume is spread 
over a variety of customers and 
products. 

According to the firm, no single in- 
dustry or customer contributes a dis- 
proportionate percentage of the sales 
volume, and the total volume is well 
distributed over the whole year. not 


just one season. 
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". HOW MANY OF YOUR PRODUCT 


-LINES RETURN A9% } }¥#£PROFIT? 


PROFIT AND LOSS BY PRODUCTS 
“AVERAGE” DISTRIBUTOR 


Cost GROSS NET 
PRODUCT SALES OF pecan PROFIT | OVERHEAD a roy a PROFIT 
GooDs % SALES % SALES 


| $146,618 | $119,549 $27,069 18 $19,122 13 $7,947 5 
f 167,831 37,549 18 ~ 22,875 11 14,674 7 
10,083 19 16,569 32 6,486 13 
16,955 28 +| «13,438 22 3,517 é 
13,539 18 9,569 - 3,970 5 
275,290 | 74,335 27 43,998 | 16 | 30,337 n 
102,977 | 68,989 33,968 | 33 | 35182 | 34 | 1,194 I 
29,338 | 20,515 8,823 | 30 6,285 22 2,538 4 
102,681 | 101,418 : mes eee lly | 11 ~+'| 10,150 10 
52,891 | 39,455 _— 43, 


Yt | 90,344 | 21,864 
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13436 | 26 | 15291 | 29 | 1,855 
8,480 28 6783 | 22 | 41,697 
VALDURA | oe c ges 
Paar 50,501 35,897 14,604 29 10,124 20 4,480 


TOTAL $1,182,381 $922,257 $260,124 22 $210,649 18 $49,475 
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You can earn 9% net profit — 5% above average, with 


VALDURA ‘sr PAINTS 


Many of the product lines listed above 





READ WHAT DISTRIBUTORS SAY* 
A Lovisiana distributor writes: “It is obvious that we 


net profit losses! But note that Valdura make more net profit on Valdura Paint than on many 


items that require considerable time in filling orders.” 


that are high in gross profits actually show 


A leading New Jersey Mill Supply House says: “We've 
found that Valdura Paint is THE most profitable item 
we sell.” 


paints, with a 29% gross profit, 


returns 9% net profit — considerably 


Valdura Paint gives us a 30% gross profit and a 
net profit of 12%,” reports a large distributor in 


above average! So when you are looking for a mer nce 


: t fit pict “We definitely put Valdura Paint in our most profit- 
way to improve your ne pro picture, able category,” says an Ohio distributor. 


f ° . ° A leading distributor in Florida reports: “Our profit 
consider stocking and selling famous on Valdura is in the top bracket. It’s one of 12 lines 
, ; we have picked for concentration.” 

Valdura Paints — a non-seasonal key line A large distributor in Louisiana says: “We rank Valdura 


5th volume-wise and 3rd in relation to profit.” 


¥ . 
that Gs ye ae than twice the *Distributor names and addresses supplied on request. 








average percentage of net profit. 





Write today, on your company letterhead, for an 
interview that can mean big net profits for you! 


VALDURA ‘itv PAINT DIVISION 
AMERICAN-MARIETTA COMPANY 
101 East Ontario Street, Chicago 11, Illinois 
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ABOUT THE U. S. SEAL LINE 


Now for the first time... 
. From a single source! 


A complete line of quality 
industrial Pump Seals, avail- 
able for off-the-shelf service. 
A true ‘Distributor’s Line’ of 
over 250 Replacement seals, 
covering over 95% of the 
replacement market. 


As an adjunct to your line of 
Pumps and Pumping Spe- 
cialties, it will show your 
customer you can serve his 
complete requirements. 


UMP SEALS 


Aig) THE U.S. SEAL LINE 


* THERE IS A U.S. SEAL 
FOR EVERY PUMP 


* MINIMUM INVENTORY 
WITH MAXIMUM PROFIT 

* UNPARALLELED QUALITY 
BAKED BY TOP ENGINEERS 


_ + REPLACEMENT FOR 

“(A GROWING marker 

~ + COMPLETE INTERCHANGEABILITY 
- INDIVIDUALLY PACKAGED 


{Tay | WITH INSTRUCTIONS 
Feely) 
; Never before has there been a Pump Seal 


Catalog listing the complete line of Replace- 
ment Seals for the entire Water Pump Indus- 
try. Our complete catalog, listing 250 num- 
bers of Pump Seals can also be used as a 


( guide to Replacement Seals for manufac- 
turers not listed. 
Technical catalog no. 460 will be sent upon request. 
. & SEAL MEG. CORP. 


Dept. iD-1 
60 Lispenard Street 
New York 13, N. Y. 





Robert F. Moody 


Robert Moody Elected President 
Of Material Handling Institute 


Robert F. Moody, general sales man- 
ager of Hyster Co., was elected 
president of The Material Handling 
Institute, Inc. during the institute’s 
annual meeting in New York City. 
He takes over responsibility for 
1961 from C. L. Fell, vice president 
of marketing, The American Mono- 
rail Co., who becomes a director. 
Bert E. Phillips, Clark Equipment 
Co., was elected first vice president 
and show committee chairman. 
Norman A. Price, The Colson 
Corp., was elected 2nd vice president. 
L. West Shea, Hanson & Shea, was 
re-elected managing director of the 
institute, which has a membership of 
eighty-seven companies. 


John A. Roebling’s Sons Moves 
To New Quarters In Massachusetts 


John A. Roebling’s Sons Division, 
Colorado Fuel & Iron Corp. moved to 
new warehouse and offices at 15 
Fourth Ave., Riverview Industrial 
Park, Needham Heights, Mass. 

The new 20,000 sq. ft. warehouse 
has improved handling facilities and 
larger stocks of Roebling products, 
according to E. George Hartmann, 
vice president of sales. 


Atlas Appoints Representative 


H. K. Wilson, St. Petersburg, Florida, 
was appointed as a sales representa- 
tive throughout Florida for Atlas 
Valve Co. 
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Allis Chalmers Announces Change 
In Price Policy For Large Motors 


Increased selling prices on large in- 
duction motors, 600 horsepower and 
above, and on all synchronous motors, 
were announced by Allis-Chalmers 
Mfg. Co. Accompanying the new 
higher prices is a new sales policy of 
one price to all classes of purchasers, 
according to the firm. 

The former price policy provided 
different discounts for original equip- 
ment manufacturers and motor users. 
The new policy applies the same dis- 
count for both classes. This policy 
applies only to induction motors, 600 
horsepower and above and all syn- 
chronous motors. 

In recent months, the firm said, 
generally chaotic conditions in the 
market have resulted in a variance 
between published net prices and 
actual selling prices. The new prices, 
as announced by Allis-Chalmers, will 
result in varying increases in actual 
selling prices, dependent upon cost 
and type of motor, and may amount 


to as much as 10% or more. 


Bengt E. Kellstrand 


Allen Mfg. Appoints Kellstrand 
Upper New York Representative 


Bengt E. Kellstrand was appointed 
field sales representative for Allen 
Mfg. Co. in upper New York State, 
with headquarters in Cazenovia, N.Y. 

Prior to joining Allen, Mr. Kell- 
strand was with Ramsdell Industrial 
Supply, Worcester, Mass. Before that 
he was with U. S. Envelope Co. 
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“AIR KING’ 


FOR Qeick-Pretsune 
ON AIR HOSE AND * 
COMPRESSORS... . .7”” 


Mole |. P. T. End 


FOUR-LUG STYLE 
Same as above in locking action, but for larger 
hose sizes. Compact design and light in weight 
yet exceptionolly strong and durable. 


Made in Hose Ends 
and |. P. T. Ends in 
sizes 1%", 1%" 
and 2". 


"Air King” Couplings Are Completely Described in Catalog 250. 


pD | Ce N bidlte G COUP ULLIAG | 0 





MORE EXPOSURE 


OF THE COMPLETE WILLIAMS LINE 


MORE OFTEN 
toMORE PEOPLE 


who influence buying 























decisions... 











BUILT TO LAST AND LAST AND LAST HEAT-TREATED PROOF-TESTED 


yap 


WILLIAMS WILLIAMS 


SUPERJUSTABLE : DROP-FORGED 


WRENCHES EYE BOLTS 


All Williams Superjustable Wrenches feature 
an exclusive D-slot design for positive bearing of 
movable jaw that eliminates spreading action 

. . gives longer-lasting service . . . reduces parts 
replacement. Available in regular or locking styles 
with chrome or black finish. Chrome styles also 
available with Cementex black insulated handles. 
All styles drop-forged from selected alloy steel and 
heat-treated. Your Williams Distributor can give 
fast service. 





wa | 


Want service “beyond the call of duty”? Williams Eye 
Bolts are drop-forged from carbon steel; no welds; 
specially heat-treated after forging to further increase 
strength and toughness. Proof-tested to Military 
Standards to 50% beyond safe working loads. Plain 
and shoulder patterns... blank or threaded — they're 
all dependably yours from your Williams Industrial 
Distributor. 


SIX STYLES, THIRTY-THREE SIZES , CAPACITIES UP TO 16 TONS 
LENGTHS FROM 4 TO 24 INCHES LENGTHS UP TO 18 INCHES 


J.H.WILLIAMS aco. - J.H.WILLIAMS aco. 
O1VISION OF UNITED- GREENFIELD CORPORATION (WILLIAMS DIVISION OF BNITED-GREENFIELD CORPORATION 
401 VULCAN ST., BUFFALO 7, N.Y. “ 401 VULCAN ST., BUFFALO 7, N.Y. 
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Alamo Iron Works Holds Power Tool Clinic At Plant In San Antonio, Texas 


" " 


{ power tool clinic was held recently by 
The clinic which lasted for four days was held in Alamo’s plant in San 


Square D Acquires Plant 


Square D Co. purchased a 98,000 sq. 
ft. plant from Gorham Mfg. Co. The 
s5-acre site is located on the out- 
skirts of Asheville, N. C. The plant 
will employ 200-300 workers, accord- 
ing to the firm, and will serve as 
headquarters for Square D’s Com- 


mercial Control Division. 


{lamo Iron Works, San Antonio, Texas. 
{ntonio. 


Firth Sterling Promotes 
Glenn A. Wilson 


Glenn A. Wilson was appointed vice 
president-purchases and special proj- 
ects for Firth Sterling Inc. 

Mr. Wilson, who joined the firm 
ten years ago, was director of pur- 
chases and special projects until this 


appointment. 


R/M Honors Harold Burrows 
At Retirement Dinner 


Harold H. Burrows, senior vice presi- 
dent rubber sales, retired after 45 
years with the Manhattan Rubber 
Division, Raybestos-Manhattan, Inc. 
He was honored with a dinner at- 
tended by nearly 200 executives, 
associates and friends in New Jersey. 

He joined the firm in 1915, as a 
billing clerk at $6.00 per week, later 
became manager of the Roll and Tank 
departments, then sales manager of 
Industrial Rubber Products Division. 
He was appointed a vice president of 
the corporation in 1955. 

He is well known in the paper and 
pulp industry, according to the firm, 
also in the rubber, chemical and 
textile industries. 

Mr. Burrows was presented with a 
portable television set and several 
other gifts. He was also honored in 
New York by the Rubber Mfrs. 
Assn., having served on numerous 
committees. He was presented with 
an engraved silver tray and a silver 
bowl from one of his competitors. 





TAILOR-MAKE WRENCHES ON THE JOB 


WILLIAMS 


SUPERSOCKET 


WRENCH SETS 


exactly when you want it. 


BUY FROM STOCK AND SAVE 


WILLIAMS 


DROP-FORGED 


HANDLES 


Why use “specials” when Stock Han- 
dies from your Williams Industrial 
Distributor can do the same job and 
save you money? Eleven Crank Han- 
drives: 4%”, %”, 14", %”, 1” and a full range of dies from 134” to 10” (C. hub to C 
openings from 4" to 31%” for square and hex nuts. handle). Eight Balance Handles from 
All drives, sockets, extensions, adapters and special 114” to 3%” (C. hub to C. handle). 
attachments are made from finest alloy steel and Nine Ball Pattern Machine Handles from 2” to 654” 
heat-treated. long Four Cone Pattern Machine Handles from 312” 
to 6” long. All heat-treated. 


4 STYLES, 62 STOCK ITEMS 
HANDLE MOST REQUIREMENTS 


Tne right wrench... 


Williams Distributors offer a range of 88 Drivers 
and 235 Sockets in 47 set assortments in sturdy 
metal cases for every need. Choose from 5 square 


% 


47 SPECIALLY DESIGNED SETS 


FOR ANY JOB ...BIG OR SMALL 5 L ; 
J.H.WILLIAMS a CO. WILLIAMG J.H. WILLIAMS aco. WILLIAMS 
an wenease st. eUrsALO 7, ns. Y. VISION OF UNITED - GREENFIELO CORPORATION 7 
< W > 


<w> 401 VULCAN ST., BUFFALO 7, N.Y. 
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to increase repeat profits on every call...remember... 
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Le 


they 
always 
need 
more 


SSBOR 
paint 
brushes 


Extra income for the asking . .. because 
Osborn helps you make it 3 ways easier 
to build a steady volume of repeat orders 
that guarantee you steady repeat profits. 


Buyers know the Osborn brand... its 
acceptance helps you sell faster, more 
effectively. And Osborn advertising pene- 
tration paves the way for every call you 
make. 


Buyers respect genuine value... because 
quality is still the best buy in the long 
run. Buyers and users both rate Osborn 
brushes as superior buys. 


You assure repeat orders .. . with 
Osborn’s line of quality brushing tools 
because satisfied buyers always come 
back for more. 


Add it up—extra profit is yours for 
the asking because Osborn Brushes are 
in steady demand everywhere. Get your 
share of this high-profit Osborn business. 
The Osborn Manufacturing Company, 
5401 Hamilton Avenue, Cleveland 14, Ohio 


METAL FINISHING MACHINES...AND FINISHING METHODS 
POWER, PAINT AND MAINTENANCE BRUSHES + FOUNDRY PRODUCTION MACHINERY 





John B. Jones 


Kilsby-Tubesupply Appoints 
Jones As Operations Manager 


John B. Jones was appointed opera- 
tions manager of Kilsby-Tubesupply, 
Los Angeles. He was formerly a sales 
manager for Western Nipple Mfg. Co. 

His functions at Kilsby-Tubesupply 
will include responsibility for pur- 
chasing, inside sales, warehouse op- 


erations and office management. 


Lloyd G. Fox 


Flexonics Appoints Lloyd Fox 
Director Of Marketing 


Lloyd G. Fox was appointed vice- 
president and director of marketing 
for Flexonics Corp., subsidiary of 
Calumet & Hecla, Inc. 

Mr. Fox had been product sales 
manager at Flexonics. Prior to that 
he was with the Wolverine Tube Divi- 
sion of Calumet & Hecla. 

Flexonics is currently having its 
manufacturing operations and offices 
moved into new facilities in Bartlett, 
Illinois. 
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New Industrial Supply Firm, 
Grant Supply, Started In Tulsa 


A new industrial supply firm, Grant 
Supply Co., Tulsa, was begun in 
Tulsa recently. The new firm under 
the presidency of Charles B. Grant, 
purchased a warehouse from Flint 
Steel Co. 

The warehouse is located between 
21st St. and the 23rd St. overpass on 
Union Ave., in Tulsa. It has dock 
facilities for four railroad cars. 

Stockholders and directors of the 
new firm are Mr. Grant, president; 
Charles R. Groves, secretary-treas- 
urer; L. W. Grant Sr., and Ainslie 
Perrault, Tulsa industrialist. 

Mr. Grant said the new firm will 
distribute pipe, tubing, valves and 
fittings for all types of industry. 


Eriez Appoints Giermak 
Sales Manager 


Chester F. Giermak was appointed 
sales manager of Eriez Mfg. Co. 

Mr. Giermak joined the firm in 
1960 as assistant to the president. 
He will be responsible for the firm’s 
three product lines, magnetic separa- 
tion equipment, vibration devices and 
automation products. 


{tlanta District Manager 


Ralph Bolton will be district man- 
ager of Eriez’s newly-established 
Atlanta district office. He will direct 
sales in Georgia, Alabama and part 


of Tennessee. 


Townsend Appoints Three 
To Key Sales Posts 


William R. Wycoff, P. F. Barry and 
R. M. Thompson were promoted to 
sales executive positions by Townsend 
Co. 

William R. Wycoff was appointed 
marketing manager for the Fabri- 
cated Products Division. He was as- 
sistant sales manager. 

P. F. Barry will assume Mr. 
Wycoff’s duties as assistant sales man- 
ager. Mr. Barry was formerly Eastern 
district sales manager. 

R. M. Thompson replaces Mr. 
Barry as Eastern district manager. 

continued on page 151 
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GOING BIG—COAST TO COAST 





ae , ee 

FULL LINE=- SINGLE 

nation are reporting success with the Sprayon line—a single source and a single 
advertised brand for virtually every aerosol product used in industry, from wire 
rope lubricant to blue layout fluid...47 different maintenance and production aids 
in self-spraying containers. No quality worries—fully laboratory tested and war- 
ranted. Heavy national advertising in purchasing and industrial magazines. Made 
by the oldest and leading custom-loader of aerosol specialties. Sprayon Aerosols 
for Industry are distributed on a selective basis through industrial distributors 
only. Call today for your Sprayon representative. Industrial Supply Division, 
Sprayon Products, Inc., 2075 East 65th Street, Cleveland 3, Ohio. 
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Fastener Guide for Masonry 
e and Hollow Wall Anchors 


FASTENER 
TYPES 


IMPORTANT 


DRILL 
FEATURES SIZE 


HOLDING 
STRENGTH 


SIZES 
AVAILABLE 


WHERE 
TO USE 


DIAMOND 


EXPANSION BOLT CO., INC. 
521 North Avenue, Garwood, N. J. 


Please send FREE Fastener Guides. 
Name 
Company 
Position 
Address 
City 
Fasteners With Extra Value 


State 


148 


_——— 


7 
ees 
<=. 


"A 


- 


F 


Salesman-student team Charles Hayward of Drummond, McCall & Co., Montreal, and 
Dick Rosalak, senior at Clarkson College discuss steel products with Allen Shaw, 
engineering purchasing agent for Henderson-Barwick Ltd also of Montreal, Que. 


Clarkson Seniors Team Up With Industrial Salesmen 


Thirty-six Clarkson College seniors 
teamed up with Montreal industrial 
salesmen to make their daily calls. 
The seniors are majoring in industrial 
distribution and made the field trip to 
and 


operations in Montreal, Quebec. 


visit manufacturer distributor 

Highlights of the trip were formal 
dinner meetings with members of the 
Purchasing Agents Association and 
the Advertising and Sales Executives 
Club of Montreal. The seniors toured 


had 


lengthy discussions with their man- 


distributor establishments and 
agement. 

The students were very enthusiastic 
about what they had learned—as one 


student put it, “you can’t learn every- 


thing in a book! It gave us a chance 
to see practical application of the 
principles we had learned in the class 
room.” One distributor executive com- 
mented, “The benefits were mutual. 
The the students asked 


brought to light many of the current 


questions 


problems and our discussions were 
enlightening to us as well as the 
students.” 

The distributors visited were Cana- 
dian Fairbanks Morse Co., Chas. Cus- 
son, Ltd.; Hewitt Equipment, .Ltd.; 
John H. Ryder Machinery Co., Just 
Equipment and Supply Co., Moore 
Brothers Machinery, Ltd.; Rudel Ma- 
chinery Co., Williams and Wilson, 
and Drummond, McCall & Co. 


Charles Moore of Moore Brothers Co., Montreal, machinery equipment distributor, 
explains stock to Barry Weinman and John Baron of Clarkson College, Potsdam, N. Y. 
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Moderate 


starts on page 54 


distributor, I start writing them down 
one by one on the easel. If they ask 
I don’t 
bounce this question back to 


me how to handle a situation 
answer 
the individual or to someone else.” 
“The idea of this whole meeting is 
to have all the salesmen participating 
in the discussion, exposing their ideas 
to one another so that each of them 
has an opportunity to accumulate the 
best ideas of the group.” 
In summarizing the discussion 
meeting Mr. Misener said, “So the 
customer has said to us: Why should 
I buy from you 


us? 


what do you do for 
So we have to justify our exist- 
ence. The distributor’s argument from 
the salesmen could be any or all of the 
14 advantages that our salesmen 
arrived at.” (see the box on page 55 
for these advantages ) 

“With all this ammunition of ad- 
vantages that the distributor has to 
offer his customer, we are sure that 
if this is presented in this manner, 
the purchasing agent or buyer would 
be interested. As the salesmen have 
pointed out, however, this policy of 
buying direct from a manufacturer 
may have been imposed on him by a 
higher authority in his company. If 
this is so, the salesmen agreed to offer 
to sit down with the buyer's imme- 
diate supervisor and the distributor 
sales manager and go over the cost 
saving advantages that he would have 
in doing business with his local dis- 
tributor. Also, if the buyer wanted, 
this could be done in the form of a 
realistic program of the functions of 
a distributor and how a customer 
benefits. This then could be presented 
by the buyer to his supervisor. 

In commenting on his sales meet- 
ings of the future, Mr. Misener said, 
“We hereto have spent 90% of our 
time in sales meetings with manufac- 
turers’ representatives primarily pass- 
ing on product knowledge to the 
salesmen. This certainly is a must 
and will continue. However, enough 
has never been done before in sales 
meetings towards developing sales 
techniques in handling sales resist- 
ance; we plan io have many more 


meetings of this type.” 
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Brand Now..and the Best Vet! 


/ 
/ 
/ 


Don’t take our word for it—try 
a new Rig@eaio Flaring Tool! 
See if you don’t get smoother, 
stronger, more uniform flares 

. in less time and with less 
effort than ever before! 

Then, compare this new 
Rigeaip Flaring Tool, feature- 
by-feature, with any flaring tool 
you’ve ever seen or sold: 

@ Feed releases automatically 
when flare is fully formed. @ 
Reversing feed screw burnishes 
flare. ¢@ Hardened steel die bars 


are precision-machined. @ Large, 
comfort-grip feed screw handle 
turns easily. @ Precision-ground, 
hardened steel flaring cone, ec- 
centrically mounted in precision 
bearings, produces rolling action 
for even metal flow . . . gives 
uniform flare walls without gall- 
ing. @ Tubing hole sizes are 
clearly marked. @ Easy sliding 
rugged malleable yoke serves as 
stop for tubing to give correct 
flare size. @ Yoke clamp screw 
fits into centering hole . . . locks 
bars, yoke and tubing into per- 
fect alignment. @ Stop pins 
keep yoke on die bars at all 
times . . . yoke can’t slide off. 


FRIfI> No. 457 for 45° flares, “4"’ to %’’ O.D. (7 sizes) 
RIfBID No. 459 for 45° flares, “s"’ to %”” O.D. (9 sizes) 
RIGID No. 376 for 37° flares, %s"’ to %’’ O.D. (6 sizes) 


Instant Contractor approvel promises big sales. 
Send your stock order today! 


\ 





* Quality - Economy 

-1/," through 2” Sizes 

* One of the COMPLETE 
HAYS LINE of 
Industrial Stops 


. 
write for folder 103-9 





Decisions 


starts on page 75 


But When Necessary, Act 


Walter Gardner, Johnson Bronze 
Co., sees the problem this way: 

“Would I accept this order? “Yes. 
But with the following qualifications: 

“If the account was local, a short 
drive to see customer would have 
clarified the order. 

“If the account was out of town, 
making it impractical to contact the 
buyer in person, a follow up phone 
call would have cleared up the mis- 
take or at least brought it to light 
(Any one should be aware that re- 
gardless of how fast an order of this 
nature is carried out, a correction 
call made the first two or three hours 
on the following day would provide 
plenty of time for alterations). 

“It would appear that the hypo- 
thetical Mr. Jim West aid act, when 
necessary, to chance a violation of 
his company’s policy, for the gain of 
a highly desirable account. While 
most companies do have policies that 
they expect a salesman to follow, the 
very fact that they entrust their future 
business with all customers and pros- 
pects to a salesman, means that they 
also expect decisions in emergencies. 

“Unhappily, your Mr. West failed 
to double check a size variable that 
can easily lead to an error. I doubt 
that many salesmen who read this 
problem have not been in the same 
position many, many times. Most of 
them, like the writer, would probably 
take the order. However, I would also 
bet that of those still working for the 
same companies, most would have 
taken time to check sizes by phone or 
by calling the following day. 

“From strictly a salesman’s point 
of view, the very fact that a salesman 
called or phoned to double check and 
verify an emergency need would 
definitely commend itself to the pur- 
chaser’s attention. You must admit, 
that by not double checking, your Mr. 
West lost three valuable days.” 


Policy Not Moral Law 
B. W. Burnett, Pacific Mill & Mine 


Supply Co., Fresno, said he would 
have made policy conform to need: 


“I would have broken policy even 
as Jim West did. Granted, company 
policy is not a thing to be lightly 
tossed about at the whim of an em- 
ployee. It is a well-considered guide 
to action designed for a given organ- 
ization. It is the binding material 
that unites a group of people into a 
staff. Policy points out the objective, 
and the means of obtaining that goal. 

“But policy is a matter of business 
conduct, like being courteous to the 
customer. It is not moral law, which 
restrains us from dishonest conduct. 
For a sound reason, a man can be 
justified in slashing through the re- 
straints of a policy. But he could 
never feel justified in condoning dis- 
honest conduct. So good policy also 
provides the resilience to meet un- 
usual situations. Jim West was not 
violating that policy because he was 
too timid to tell an inactive account 
that he did not wish to serve it. He 
had a choice to make. 

“He could take the route that Mr. 
Stone proposed, and possibly win a 
good account. Or he could stick to 
company policy, and certainly lose 
even the “nuisance” orders that were 
coming from ABC. He could abide 
by policy, and be safe forever if ABC 
never spent another dime with Mid- 
way Supply. Or he could break this 
code, and take a chance of breaking 
himself right back into the ware- 
house. Was the chance for a good 
account worth that much? He 
decided that gaining a good account 
was indeed worth that risk, and I 
agree with Jim West. 

“I would take this stand any time 
an account looked as good as ABC 
did to Jim West. Because the man 
on that telephone must have the right 
to make decisions when no-one else 
is present to do so. If he can’t, he 
is working under regulations that 
need amending. Or he is the wrong 
man for the job, and should be back 
in the warehouse where he is not con- 
fronted with such problems.” 





TEST YOUR SKILL 


For this month’s salesman’s prob- 
lem case, turn to page 76. If you 
have a solution, write ID’s Case 
Editor, 330 W. 42 St., New York, NY 
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How the case turned out 
starts on page 76 

Jim Beaver made another call at New 
Idea Machine and brought back a 
proposal that Superior accept regular 
monthly payments of $800 until the 
overdue bills were liquidated. On 
Beaver’s insistence, the shop owners 
also agreed to keep all further pur- 
chases current by the month. Black 
accepted this proposition for Supe- 
rior. At Jast report, three months 
after the payment plan was agreed on, 
New Idea had made two $800 pay- 
ments and was paying current pur- 
chases on invoices. “I’ve still got my 
fingers crossed,” said Black to Jim 
Beaver, “but if we've got to be bank- 
ers to our customers as well as sup- 
pliers, then at least I think we've 
done our best to keep one of them 
alive—without too much risk of 


getting burned.” 





NEWS 


continued on page 147 
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Robert T. Davis 


Deming Appoints Davis 
Sales Representative 


Robert T. Davis was appointed sales 
representative in eastern Ohio, west- 
ern Pennsylvania and northern Mary- 
land by The Deming Co. 

He has been a sales trainee 
and has worked in Deming’s sales 
and order departments. He is the 
third generation of his family to work 
for the firm. 
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John Wood Portable Heaters 


Your sales will soar with John Wood Portable 
Heaters! Three models solve most temporary or 
emergency heating problems, provide comfortable 
working conditions in the coldest weather. Their 
sturdy construction will withstand the roughest treat- 
ment. John Wood’s exclusive combustion chamber 
eliminates smoke, odor and visible flame...delivers 
instant heat anywhere! Incorporates a clean shutoff 
valve. These Portable Heaters... backed by John 
Wood’s 90 years in the field of combustion engi- 
neering ...mean big profits for you. 


MODEL PH 80 MODEL PH 120 MODEL PH 350 
Delivers 80,000 BTU’s; 120,000 BTU's per Heavy construction unit 
operatesfor20hourson hour. Handsome, for peak heating de- 
one tank of fuel; pro- sturdy, well balanced mand...delivers 350,000 
vides the best features deluxe unit is ideal for BTU's per hour. Rolls 
of portable heating! all installations. easily on large wheels. 


Find out today how you can build year-'round sales with 
the new John Wood Portable Heater Dealer Plan! Write: 


JOHN WOOD COMPANY 


Heater and Tank Division 
Conshohocken, Pennsyivania—Chicago, Illinois 





JF 
SERIES 


EFFICIENT 
LIFTING! 


IT’S EASY to raise or lower loads 
while pulling a trolley mounted 
Coffing Quik-Lift Electric Hoist. 
The pistol-grip control station 
and the combination strain cable 
and control cord makes this pos- 
sible. The light but strong alumi- 
num housing provides ease of 
portability. Changing voltages, 
limit switch, type of suspension 
or chain is quick because the 
housing is in sections. 


FOR SAFETY the control station is made of non- 
conducting plastic in which the voltage is reduced 
to 115 volts and the push-buttons are interlocked. 
The V-type brake which provides maximum brak- 
ing surface and positive control of loads is another 
safety measure. 


FOR EFFICIENCY this hoist has been designed 
to bring heavy-duty performance plus durability 
to the portable hoist field. It will pay you to 
specify Coffing Quik-Lift. Twenty models—ca- 
pacities range from 4 to 2 tons. Ask our repre- 
sentative for details or write for Bulletin ADH-65. 


COFFING HOISTS 


DUFF-NORTON COMPANY 


Ratchet Lever « Air 
Hand Chain * Electric 


152 


Four Gateway Center - Pittsburgh 22, Pa. 


COFFING HOISTS 


DUFF-NORTON JACKS 


Ratchet * Screw 
Hydraulic * Worm Gear 


SUFF-NORTON 





John W. Thorn 


Gulf Supply Elects Thorn 
To Board of Directors 


John W. Thorn, manager of pur- 
chases for Gulf Supply Co., Inc., 
Beaumont, Texas, was elected to the 
board of directors of Gulf Supply. 
Mr. Thorn was employed by Gulf 
Supply in its Beaumont store in 1951. 
In 1952 he was appointed manager of 
the firm’s Corpus Christi operations. 
In 1960, he was appointed manager 
of purchases for Gulf’s entire opera- 
tion in Texas, Louisiana and Okla- 


homa area. 


Wolverine Returns Wallace 
To Dallas District 


George F. Wallace was appointed to 
the Dallas area for Wolverine Tube, 
Division of Calumet & Hecla, Inc. 

Mr. Wallace, sales representative 
for the firm since 1957, returns from 
the New Orleans area where he served 
for the past year. 

Glenn R. Gammill was appointed 
sales representative for Wolverine in 
New Orleans. He will service Louisi- 
ana, a section of eastern Texas and 
southern Arkansas. 


Magnaflux Corp. Acquires 
Metal Control Laboratories 


Magnaflux Corp. acquired Metal Con- 


trol Laboratories, Los Angeles. Metal 
Control will be operated as a part of 
the Materials Testing Laboratories 
Division of Magnaflux. 

Jonmore Dickason, who has served 
as vice president of MCL, will con- 
tinue in the management of the firm’s 


business activities. 
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a revolutionary 
new wire stripper 


. Strip fast and clean! Eliminate nicking! Reduce insulation marking to an absolute 
salialiosl lastaimt-talell-e-Ul mu dle-B-1P4-Rigelaae A0—an (ot s—1o Ml @M-lilolae-te'7-11-t_Maslel-) M@eldal-lat-teol ile 
or stranded wire Tar-ieir-udlolal-) me Vale MeoloMh aU dhdsm—tial oh) dale lal ame Older MMe -S'2el lh dlolal-ta 
new wire stripper. There’s never been anything like it. This versatile, lightweight, 
olE-aco} evel al om colo] MIM -lalellal-\-le-lo Mice] a -tailell-laleh ar-lale ME -1-t-1- Meo} M@al-lalelilale Mail lasli te ME-Cotett-t 
areas as well as for roy oT Tale olecloltlondiolaM lial. Mme— eal oh. dale lel amt- Mel -t-llelal-lo Mh coMRdal_-ME-t- lanl) 
high standards of quality as all other Utica tools. Hundreds are now in service. 

Write for complete information. 


Cam action dia! adjusts strip 
diameter to the finest variation. 
<DxTieea 
STRIPWRIGHT;, 
Piastic handles... strong, 3 W - wae 
light, comfortable. 2 


Siim nose design makes it possibie 
to reach into the most closely 
confined areas, strip fast and sure. 


“ 


‘UTICA DROP FORGE & TOOL DIVISION, 
KELSEY-HAYES COMPANY, UTICA 4, N.Y. 








You Get The Closest Cooperation when you handle the Victor 
line of metal cutting products — because Victor never compromised 
with its policy of selling only through distributors. Count on Victor 
for a fair deal and solid profits. 

Victor men are always at your call for 
(0 missionary help, to work with you in solv- 
ing metal cutting problems for your 
a | customers and you can always count on 
Hand and Power Victor quality to build goodwill for you, 

<a brings customers “back for more”. 
If you’re not already selling the Victor 
line — and if working with a good distrib- 
utor-minded organization appeals to you 
—why not write today for full details? 


@is0 


Standard, Intermediate 
and High Speed Bonds 
I —— 
Roe NS IN Sa 
American Pattern and 
Milled Curved Tooth Files 


VICTOR 


VICTOR SAW WORKS, INC. 
Middletown, N. Y. 


Warehouses in Chicago, Los Angeles & Portland, Ore. 





E. H. Meibeyer 


E. H. Meibeyer Retires 
After 41 Years with Lufkin Rule 


E. H. Meibeyer, vice president and 
general sales manager for the Lufkin 
Rule Co., retired after 41 years of 
service with the firm. 

He joined the firm in 1919, after 
leaving the army. From 1922 to 1926, 
he traveled as a salesman. Later he 
became assistant sales manager of 
precision tools. In 1936 he was ap- 
pointed assistant sales manager and 
sales manager in 1947. He was elected 
vice president in 1950. 


D. Gordon Nicholas 


Armstrong Bros. Appoints 
Nicholas To South 


D. Gordon Nicholas was appointed 
sales representative for Armstrong 
Bros. Tool Co. 

Mr. Nicholas will work out of the 
Charlotte, N. C., office and will cover 
the surrounding area. 


INDUSTRIAL DISTRIBUTION 





Stanley Appoints Representatives 
For Air-Tool Products 


Stanley Electric Tools, division of 
The Stanley Works, recently entered 
the air-driven industrial tool field. 
A special sales force was appointed 
to sell air tool products for the firm. 

Donald B. Robinson, Jr. was ap- 
pointed district manager of the South- 
ern territory. He comes to Stanley 
from Senco Southeast, where he was 
sales manager for five years. 


B. Robinson M. Henowitz 


C. J. Attardo K. H. Koehler 

Myron Henowitz was named to 
the East Central territory. He was 
formerly with Emerson Electric Man- 
ufacturing Co. 

Carrado J. Attardo was appointed 
to the Northeast territory. He was 
formerly with Austin-Hasting Co.. 
and Pratt & Whitney Aircraft. 

Kenneth H. Koehler was appointed 
sales representative of the Midwest 
territory. He comes to Stanley from 
Spaulding Fibre Co. 

Laurence K. Schwartz will repre- 
sent the firm in the Western territory. 
He was formerly general sales man- 
ager of Metropolitan Supply Co. 


Manufacturers Appoint Levering 


George W. Levering, Jr., president of 
Engineering Supply Co., division of 
Texas Instruments Incorporated, was 
installed as chairman of the Dallas 
Chapter, Texas Manufacturers’ Asso- 
ciation. He succeeds Frank C. Heenan 
manager of Johnson & Johnson, as 
chapter chairman. 
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If your parts are large or small — 
Equipto drawers will take them all 


guiplo Drawers 


now in all sizes 


The vast and varied Equipto line offers the widest selection of capacities and 
combinations ever built into drawer storage units. They include everything 
from simple 2 drawer units to the large 7’ high multi-drawer combination 
shown above. They are of heavy duty construction and not to be confused 
with other units on the market. Different types of interchangeable drawers 
permit thousands of arrangements within the units to satisfy your needs — up 
to 6,184 drawer compartments in only 3 sq. ft. of floor space. 

Some of the drawers are shallow for tiny parts . . . others are Jumbo size 
for large objects. Up to (17” long by 1144" wide by 64%” deep) All have 
adjustable dividers that lock in place —can’t creep up — small parts cannot 
get from one compartment to another. Heavy gauge steel construction pro- 
tects parts .. . prevents sagging or sticking . . . prolongs life of units. 

Equipto is the most complete line of drawer and drawer units on the market. 
Send for your free copy of big 32 page drawer catalog No. 302 showing hun- 
dreds of different units. Don’t delay, act today! 


IAG 
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You Get The Closest Cooperation when you handle the Victor 
line of metal cutting products — because Victor never compromised 
with its policy of selling only through distributors. Count on Victor 


ea 


Hand and Power 


Milled Curved Tooth Files 


for a fair deal and solid profits. 

Victor men are always at your call for 
missionary help, to work with you in solv- 
ing metal cutting problems for your 
customers and you can always count on 
Victor quality to build goodwill for you, 
brings customers “back for more”. 

If you’re not already selling the Victor 
line — and if working with a good distrib- 
utor-minded organization appeals to you 
—why not write today for full details? 


@si40 


- CIOR 


VICTOR SAW WORKS, IN 
Middletown, N. Y. 


Warehouses in Chicago, Los Angeles & Portland, Ore. 





E. H. Meibeyer 


E. H. Meibeyer Retires 
After 41 Years with Lufkin Rule 


E. H. Meibeyer, vice president and 
general sales manager for the Lufkin 
Rule Co., retired after 41 years of 
service with the firm. 

He joined the firm in 1919, after 
leaving the army. From 1922 to 1926, 
he traveled as a salesman. Later he 
became assistant sales manager of 
precision tools. In 1936 he was ap- 
pointed assistant sales manager and 
sales manager in 1947. He was elected 
vice president in 1950. 


D. Gordon Nicholas 


Armstrong Bros. Appoints 
Nicholas To South 


D. Gordon Nicholas was appointed 
sales representative for Armstrong 
Bros. Tool Co. 

Mr. Nicholas will work out of the 
Charlotte, N. C., office and will cover 
the surrounding area. 
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Stanley Appoints Representatives 
For Air-Tool Products 


Stanley Electric Tools, division of 
The Stanley Works, recently entered 
the air-driven industrial tool field. 
A special sales force was appointed 
to sell air tool products for the firm. 

Donald B. Robinson, Jr. was ap- 
pointed district manager of the South- 
ern territory. He comes to Stanley 
from Senco Southeast, where he was 
sales manager for five years. 


B. Robinson M. Henowitz 


C. J. Attardo K. H. Koehler 


Myron Henowitz was named to 
the East Central territory. He was 
formerly with Emerson Electric Man- 
ufacturing Co. 

Carrado J. Attardo was appointed 
to the Northeast territory. He was 
formerly with Austin-Hasting Co.. 
and Pratt & Whitney Aircraft. 

Kenneth H. Koehler was appointed 
sales representative of the Midwest 
territory. He comes to Stanley from 
Spaulding Fibre Co. 

Laurence K. Schwartz will repre- 
sent the firm in the Western territory. 
He was formerly general sales man- 
ager of Metropolitan Supply Co. 


Manufacturers Appoint Levering 


George W. Levering, Jr., president of 
Engineering Supply Co., division of 
Texas Instruments Incorporated, was 
installed as chairman of the Dallas 
Chapter, Texas Manufacturers’ Asso- 
ciation. He succeeds Frank C. Heenan 
manager of Johnson & Johnson, as 
chapter chairman. 
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If your parts are large or small — 
Equipto drawers will take them all 


guile Drawers 


now in all sizes 


The vast and varied Equipto line offers the widest selection of capacities and 
combinations ever built into drawer storage units. They include everything 
from simple 2 drawer units to the large 7’ high multi-drawer combination 
shown above. They are of heavy duty construction and not to be confused 
with other units on the market. Different types of interchangeable drawers 
permit thousands of arrangements within the units to satisfy your needs — up 
to 6,184 drawer compartments in only 3 sq. ft. of floor space. 

Some of the drawers are shallow for tiny parts . . . others are Jumbo size 
for large objects. Up to (17” long by 1114” wide by 64%” deep) All have 
adjustable dividers that lock in place —can’t creep up — small parts cannot 
get from one compartment to another. Heavy gauge steel construction pro- 
tects parts .. . prevents sagging or sticking . . . prolongs life of units. 

Equipto is the most complete line of drawer and drawer units on the market. 
Send for your free copy of big 32 page drawer catalog No. 302 showing hun- 
dreds of different units. Don’t delay, act today! 
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Harry C. Robeson 


Detroit Stamping Names Robeson 
Assistant General Manager 


Harry C. Robeson was appointed vice 
president and assistant general man- 
ager of Detroit Stamping Co. He had 
been vice president of sales. 

Mr. Robeson’s new post will permit 
him to act in a much broader execu- 
tive capacity, according to the firm. 
He will head all sales and manufactur- 
ing operations of the cc cporation, ac- 
cording to Glendon H. Roberts, 
president. 

Mr. Robeson joined the firm in 
1942. In 1945 he was appointed 
factory manager. In 1954 he was ap- 


pointed sales manager. 


@ REED MACHINISTS’ VISES last a long, long 
time. The few seconds saved by Reed’s easier, 
faster, no-play action are significant in a single 
work week ... substantial throughout the long, 
useful life of the vise. Further, good workmen 
like good tools ... do better work with them. 


Yes, a vise is a vise. But Reed Machinists’ 
Vises are better ; . . with differences that lower 
labor costs for your customers and build good 
will for you. It pays to sell quality! — 


ASK YOUR DISTRIBUTOR 


Albert D. Inners 


Steinman Appoints Inners 
To York, Pennsylvania Area 


Albert D. Inners was appointed indus- 
trial sales representative in the York, 
Pa. area for Steinman Hardware Co.. 
REED MANUFACTURING COMPANY Lancaster, Pa. 

ERIE, oe ES. ee Pe eS eS |) eo oo 2 Mr. Inners joins Steinman after 17 


years with Behr-Manning Co. 
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Efficient 
Lasting 


Strong 
Tough > \ 
Economical & 


Big Bolt Plant 


Spee Bring your metal fastener needs to bolt headquarters — to Sheffield. 

Vast facilities, production skill, and quick availability add up to big- 
plant capacity — quick shipment.® Big plus at Sheffield right now is new hi-strength (cold-forming) 
machinery. Hi-strength bolts and cap screws are available in a wider range of sizes and types, including 
1” in diameter. Sheffield offers more than 50,000 different standard and special bolt products.™ Chances 
are we have just the fastener you need. If not, ask us about designing and building it for you — FAST. 
Ask the Sheffield bolt man. Sheffield Division, Armco Steel Corporation —Kansas City, Houston, Tulsa. 


CC 
ARMCO ‘Sheffield Division 


V 
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D EALERS: There's a world of new profits a 
) : | ‘SSS sss$h 
with KRUEGER Al?- Purpose Ni” 
Steel Bench STOOLS 


Every plant, shop, office and school is a 
prospect with these easy-to-sell features 


Standard or Adjustable models — 
there's no problem selling Krueger 
bench stools once you demonstrate 
their structural features, plus the ad- 
justable leg and backrest models which 
permit employes to position seating for 
maximum individual comfort and re- 
sulting efficiency. Sturdily constructed 
of seam-welded steel tubing, firmly 
braced for solid rigidity. Self leveling 
feet assure firm floor contact. Large 
comfortable seats. 





WOBBLE-FREE, LIFE-LONG 
STRUCTURAL FEATURES: — 

© 18-gauge %” o.d. tubular steel 
legs. 

® Strong, tubular ring cross -brace 
and foot rest 

® Large, round or square steel seat 
with recessed Masonite panel. 
Also, ultra-strong Fiberglass one- 
piece seat /backrest. 

© Fully curled safety edges on seat 
and backrest. 














COMPLETE LINE of 17 models — Also, versatile “low boy’’ 
filing stool. Write for catalog and dealer information, today! 


TEC TER WD) Fits Gr Hits Fe 


METAL PRODUCTS ©GREEN BAY*® WISCONSIN 





WANT \ 


* Sef 
DISTRIBUTORS! » 


HOIST-PULLER 


VOLUME SALES IN EVERY INDUSTRY 


The Genuinely Portable 
Tool That Gives ONE MAN 
The Strength of FIFTEEN 


YOU CAN’T BEAT THESE 
SELLING FEATURES 


Quality construction in- 
cludes aircraft cable, plated 
steel frame, stressed parts 
manganese bronze. Tested 
to 50% overload. Accesso- 
ries for specialized uses. 


SELLS 
FOR $23” TO a 


| The AMERICAN Gage & Mfg. Co. 
130 Bayard Street, Dayton 1, Ohio 
BAldwin 8-6149 


Send us the profitable, Power- 
Pull Distributorship story. 


158 





¥% + 1+ 1% TON MODELS 
Tested Up To 1% + 1%2 + 2% Tons! 
Lifts Up to 18 Ft.! 
Weighs Only 61% to 7% Ibs.! 
Notch-at-a-Time Control 


Factory Guaranteed! 


MAIL TODAY 


Name. 





Company 





Address. 








City ) State 





A. A. Schmiedt 


Ferry Cap Appoints Schmiedt 
Ohio Sales Representative 


F. A. Schmiedt was appointed Ohio 
district sales representative for The 
Ferry Cap & Set Screw Co. 

Mr. Schmiedt will handle distrib- 
utor and consumer accounts, with 
emphasis on the engineering and 
design of special fasteners made by 


Ferry. 


Glen R. Pittman 


Modernair Appoints Pittman 
Vice President 


Glen R. Pittman was appointed vice 
president of Modernair Corp. 

Mr. Pittman joined the firm in 
1959 as eastern division manager. 
After establishing the Cleveland sales 
and service facility, he was trans- 
ferred to San Leandro, Calif., head- 
quarters, as general sales manager. 

He will continue in this capacity as 
vice president, with major responsi- 
bility for expediting the firm’s pro- 
gram of new product development 
and national merchandising. 
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Carborundum Appoints Anderson 
Director Of Purchasing 


Ernest L. Anderson, Jr., was ap- 
pointed director of purchasing for 
the Carborundum Co. 

William F. Burk, Jr.. manager of 
Carborundum’s purchasing branch, 
will continue in that capacity, work- 
ing with Mr. Anderson who will di- 
rect the purchasing function through- 
out Carborundum. 

For the past six years. Mr. Ander- 
son was director of purchases with 


Brown & Sharpe Mfg. Co. 


Taylor Forge & Pipe Moves 
To New Los Angeles Quarters 


Taylor Forge & Pipe Works moved 
into new Pacific Coast headquarters 
at 2401 South Saybrook Ave., Los 
The facility 


gional and district sales office, ware- 


Angeles. includes _re- 
house and manufacturing operations. 

Operating out of this office are E. W. 
Yenzer, regional manager of sales 
Pacific and R. J. Glascock, 


district sales manager. 


Coast 


Thor Appoints Herron To Seattle; 
Householder Goes To San Francisco 


B. J. Herron, district sales manager 
for the San Francisco branch of Thor 
Power Tool Co., for four years, was 
appointed district sales manager of 
the Seattle Branch. J. R. Householder 
succeeds him at San Francisco. 

Mr. Herron started with Thor 41 
years ago as an industrial service 
Pittsburgh. 
transferred to 
1956, he 
San Francisco district manager. 


engineer in Later, in 
1927, he 


Angeles. In 


was Los 


became 


Mr. Householder has been an in- 
dustrial service engineer in Thor’s 


Chicago branch since 1954. 


B. J. Herron J. Householder 
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Meet emergencies 
immediately... 


ASSEMBLE 


TM ALLOY SLINGS 
with TM Hammerlok Links! 


A minimum inventory of TM Alloy Chain, Hammeriok 
Links, safe, sure-grip Tayco Hooks and master links 
puts you in a position to gain a greater share of the 
alloy sling business in your area. Fast, easy assembly 
permits you to give same-day service—gain extra new 
business at a handsome profit. No skilled labor—no 
special tools—no peening necessary. TM Hammerlok 
Links are stronger than the chain or attachments. Check 
with Taylor on a Hammerlok Link program for your area. 
Write today for price lists, catalog sheets and sales helps. 


Everything Swings on TM Slings 


aylor 
ade 


SINCE 
1873 


CHAI 


Assemble with a ham- 
mer. May be reused. 


S.G. TAYLOR CHAIN CO., Inc. 


Plants: Hammond, Indiana 
3505 Smaliman St., Pittsburgh, Pa. 











“For Heaven's Sake, Boss 
Next Time Get — 
PALMETTO PACKINGS!’ 





PACKING IS IMPORTANT* 


*—to your customers... and to you, the 
Palmetto Distributor. Popular Palmetto helps 
ycu create profitable repect business at low 
selling cost! 


GREENE, TWEED « 


Our 9TH YEAR 











Packaged 
PIPE NIPPLES 


Seamless Steel 
Pressure Tube Nipples 


A.S. 1. M. A-83 and A-106 
FROM STOCK: 


Ye” to 12” Standard and Extro 
Strong Weights, Black Grade 
“-” 


Yr" to 1V“a"Double Extra Strong 
Weight, Black, Grade “A.” 

TO ORDER: 
Grode“8” Galvanized, Cold 
Drawn in Larger Sizes. 


® Avoid errors. Nipples are 
marked “SMLS" with Grade, 
Weight and A.S.T.M. Spec. 


Ftsburgh NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE., PITTSBURGH 12, PA 





Faultless Caster Awards Plaques To Distributors For Outstanding Service 


Richard E, Kremp, president of Vonnegut Hardware Co., Indianapolis, receives a 
plaque from Clarence B. Noelting, president of Faultless Caster Corp. Vonnegut is 
one of a group of distributors throughout the country honored with a special bronze 
plaque commemorating thirty years association with Faultless Caster. Left to right 
are Joseph Barr, Faultless Caster representative; Mr. Noelting, Roger Hardin, V onne- 
gut buyer; Fred Johnson, V onnegut general manager and L. P. Russon, sales manager. 


Morris Abrams, president of Morris Abrams, Inc., New York, receives 30 year service 
award from J. R. Stallings, Faultless Caster Corp. Looking on are, (1) Ira Zippert, 
sales manager of Morris Abrams, Inc. and G. G. Doerr (r), Faultless eastern district 
manager. Morris Abrams, Inc., founded in 1922, serves customers in New York. 


Melvin Bardell (third from left), president and sales manager for Garland’s, Inc., 
Minneapolis, receives service plaque from Faultless Caster. Others attending are 
Kenneth A. Jones and Robert B. Henkle, Faultless and Robert Cropper and Fred 
Garey, Garland. The firm serves in North and South Dakota, Minnesota, Wisconsin. 
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Wintroath, Vertical Turbine 
Combined By Worthington Corp 
The Wintroath Pumps and Vertical 
Turbine Pump Divisions of Worth- 
ington Corp. were consolidated into 
the Vertical Pump Division, accord- 
ing to Walther H. Feldmann, 
dent of Worthington Corp. 
The successful completion of a new 


presi- 


vertical turbine pump development, 
as a joint activity of both divisions, 
has demonstrated the benefits to be 
gained by further cooperative efforts, 


said Mr. 


The new 


Feldmann. 

division will have two 
plant locations, Denver, Colorado and 
Alhambra, 


administrative 


California, with Denver as 
headquarters. Fen- 
more E. Dunn will serve as general 
manager of the new division. C. R. 
Duskey will continue as general man- 


ager of Wintroath operations. 


Nyal F. McA’Nulty 


Duff-Norton Appoints McA’Nulty 
New England Representative 


Nyal McA’Nulty was appointed New 
England representative for Duff- 
Norton Co. He will operate out of 
Boston, Massachusetts. 

Prior to joining Duff-Norton, he 
was with American Cement Co., as a 


sales representative. 


Beaver Appoints Regional Manager 


William W. Mastern was appointed 
regional sales manager for Beaver 
Pipe Tools, Inc. He began work with 


the firm in 1935. 
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PRODUCTS 


SHOP EQUIPMENT AND STEEL SHELVING 


Your customers seeking top quality steel equipment can be 
selective and satisfied with BAY’s complete line. New products 
with exclusive features maintain the same high BAY standards 
of proper design—produced right, unconditionally guaranteed. 
Ard, BAY’s system of limited franchise distribution and com- 
] distributor protection insures freedom from wanton 
p...e cutting—maintains BAY’s top quality line for distributors 
to sell. Check our new catalog and prove it to yourself. 
Modular Benches e Steel Shelving « Work Benches « Stock Carts 
e Handicabinet* Benches « Service Trucks « Stacking Boxes « Parts 
Bins « Small Parts Cabinets and Cases 





BAY PRODUCTS DIV. 
AMERICAN METAL WORKS, INC. 
1843 W. Cambria St. 
Philadelphia 32, Pa. 


BAidwin 9-1805 





WILSON PORTABLE 


PNEUMATIC TOOLS 


a i eee a 





+ Snelibaais Ne ee 


Lightweight- Powerful-Compact 


All Wilson portable pneumatic production tools are de- 
signed for easy handling. These lightweight, compact 
tools are production time savers on a wide range of work. 
Catalog PT-58 gives all the facts. Write for your copy. 


ee C- atelbiens<eshey INC. 
21-11 44th Avenu New York 


BETTER TOOLS FOR BETTER WORK 
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The wn, Line 


Package 


for your trade 


WOODRUFF KEYS 
* STAN-HI-PRO KEYS 
* MACHINE KEYS 

* MACHINE RACK 


* TAPER PINS 

* STRAIGHT PINS 
* COTTER PINS 
* SPECIAL PARTS 


Here's quality that selle—repeatedly. 
“STANHO”™ Steel Products are precision-made 
from selected stock, microscopically free from 
defects. Available also in Stainless Steel, 
Monel, Brass, Aluminum, or other metals to 
customers’ specifications. 

Bulk or packaged. 


Write for details and prices. 


( STANGARD 


HORSE NAIL 





X=4 GEARED HEAD WRENCH 


Not a 


ratchet . 


VERSATILE! — used wherever %4"— 


"—1Y2"—2Y2" sockets are used. Ef- = 
Hie replaces sledge-type wrenches | 


on many applications. Available in 
capacities up to 12,000 foot pounds. 


POWERFUL! — Geared head construc- 
tion generates high torque (4 to 1 
ratio) with a fraction of effort. De- 
Signed compactly for maximum 
strength . . . minimum weight. 


EFFICIENT! —— Eliminates the need for 
extra man-power. One man can use 
it — anywhere. Unequaled where 
space is limited. 


SAFE! — Allows workman to perform 
his duties without excessive strain or 
fatigue. Hazards of impact or sledge 
type wrenches are eliminated. 

For complete information see your 


local distributor or write 
direct to: 


but a heavy-duty geared tool! 


MORE 
POWER! 
LESS 
EFFORT! 


Fi 


THE X-4 CORPORATION 


Dept. ID-10 West Acton, Massachusetts 





H. E. Pape 


Stanley Names Representatives; 
Pape And Milkey Retire 


Walter J. Finkler and Calvin H. 
Quick were appointed sales repre- 
sentatives for Stanley Electric Tools, 
division of The Stanley Works. 

Mr. Finkler, who joined the divi- 


W. C. Milkey 


sion in 1959, will cover the western 
Michigan, northwest 
northeast Illinois area. 
Mr. Quick, formerly with Airtemp 
will cover 


Indiana and 


Division, Chrysler Corp., 
the north Texas territory. 


Harold E. Pape Retires 


Harold E. Pape, vice president and 
assistant to the president of The 
Stanley Works, retired recently. 

Mr. Pape, a member of the board 
since 1954, was elected to his present 
position in 1959 and served as execu- 
tive vice president since 1957. He will 
continue as a director. 


Walter C,. Milkey Retires 
Walter C. Milkey, 


finance, retired from Stanley recently. 

Mr. Milkey served as a director 
since 1954 and as vice president 
finance since his election in 1955. He 


vice president 


will continue as a director of the com- 
pany and as chairman of the finance 
committee of the board. 


Curtis Appoints Representative 


Roland S. Boreham Co., Los Angeles, 
was appointed sales representative for 
the automotive and industrial prod- 


ucts of Curtis Mfg. Co. 
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The Henry G. Thompson & Son Co. held its annual sales conference in New Haven, 


Conn., recently. 


The Henry G. Thompson Co. recently 
held its annual sales conference at the 
main plant in New Haven, Conn. The 
conference was attended by Thomp- 
son's field representatives from all 
over the country. 

Under the direction of A. W. 
lucker, vice president, sales, portions 
of the meetings were devoted to plans 
for increasing support and assistance 
for Thompson’s network of industrial 
distributors. Plans for marketing and 
technical information covering new 
lines were discussed. 

Thompson Co. also appointed four 
new representatives to its sales force. 
The four men have received intensive 


training according to the firm. 


J. C. Craig J. C. DeBoer 


Thompson field representatives from all over U.S. attended. 


J. C. Craig will be based in the 
Cleveland area. He was formerly 
with Mau-Sherwood 
Cleveland. Ohio, and American Brake 
Shoe. 

J. C. DeBoer will work in the 
He has had 
Hibbard. 
Spencer & Barclay Co., of Evanston, 
Ill. 

R. E. Kirk will be stationed in the 


San Francisco area. He was formerly 


Supply Co.., 


greater Chicago area. 


sales experience with 


a representative for United Automo- 
tive Service. 

R. C. Stuart. who formerly had his 
own business, will cover northern 
Illinois and Northern Indiana. He 
operated a machine shop. 


R. E. Kirk R. C. Stuart 


Consolidated Brass Co. Completes Move To New Quarters In North Carolina 








“10in!” 


The Most Compact 
Decimal Package 
for Lock Washers 


The new Decimal Packaging System initiated by 
Positive lets you sell, buy, or stock lock wash- 
ers in the 9 most popular sizes . . . all 
packaged and counted. Each outer telescope 
carton contains 10 inner cartons, each of which 
contains either 50 or 100 Positive Lock Wash- 
ers, depending upon size. 
@ in sizes %,” through 4”, each outer cartes 
holds 1000 (medium section) Lock Washers 
in 10 immer cartons . . .100 in each. 


@ in sizes \,” through %”, each outer cartes 
contains 500 (medium section) Leck Washers 
in 10 immer cartons . . . 50 in each. 


Each outer carton is a Standard Telescope 
Shelf-Carton with 2-Way End Labels. Can be 
stacked in the upside-down manner which pre- 
vents spilling or in the conventional manner — 
with upright end label either way. 





Consolidated Brass Co.’s new plant was constructed adjacent to its foundry on a six 
acre tract on North Carolina Route #51 in Matthews, N. C., about 12 miles from 
Charlotte. The construction of the new plant joins all company manufacturing opera- 
tions in one location, will increase efficiency, customer service, according to the firm. 
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SEND FOR 
HANDY HOME 
ASSORTMENT 


the ‘'10-in-1 


The Handy Home Assortment of Non-Link Posi- 
tive Lock Washers will come to you in the 
new “10-in-1” Decimal Package. instead of 
ONE SIZE it contains ALL 9 POPULAR SIZES 
of Non-Link Positive Lock Washers. The outer 
carton contains 10 small inner cartons each 
containing ONE of the Popular Sizes. it demon- 
strates the ‘'10-in-1" package perfectly. Send 
for it today and see for yourself! You'll find 
many uses for the lock washers it contains . . . 
at home, or in your shop. 


POSITIVE 


LOCK WASHER CO. 


181 Vanderpool St., NEWARK 5, N. J. 











163 





How many of your distributor friends, 
employees, associates, know the facts 
behind these stories ? 


(If they have any difficulty, pass along this issue of 
INDUSTRIAL DISTRIBUTION and suggest mailing 


the subscription order form below right away! ) 


“Stockless Purchasing”—How do you answer your cus- 


| . . . . ‘ 
- tomers’ questions about this bold new idea? 


| | How does an efficient salesman “research” his customers to 
improve his skill in solving customer problems? 


~ | What is decision-making simulation? 
all 
f How can you use distribution cost accounting figures to 
set company profit goals—and reach them! 


What are the major markets and industries for industrial 
J products? How can you adopt the “creative selling ap- 
proach” to these markets? 


What were total distributor sales last year? Was gross 
— margin maintained? Were sales-per-salesmen up or down? 


Regular readers of INDUSTRIAL DISTRIBUTION should be 
familiar with these subjects. They were all covered in articles 
during the past year. (We'll be happy to tell you which articles, 
if you want to double-check your ID “I.Q.”—or if you became 
a new ID subscriber since January, 1960.) But here’s the point: 
every issue of ID is fresh, useful, vitally important to everyone 
interested in cutting costs, improving sales technique, building 
better profits. If you know someone who can cash in on ID's 


profit making articles each month, pass along this issue! 


INDUSTRIAL DISTRIBUTION 


OFFER GOOD FOR INDUSTRIAL DISTRIBUTORS ONLY 


INDUSTRIAL DISTRIBUTION TRIAI : helpful monthly 
330 W. 42nd Street, issues. Enter subscription: [J] 1 year, $4; 
New York 36, N. Y. []) 3 years, $9 (saves you $3). 

Payment enclosed ...... Send bill 


NAME . : ~~ POSITION 


. f Home 
Send to {H Business . . omse 


ciTy  , oe : a (P.O. ZONE) 
COMPANY NAME 


NATURE OF BUSINESS 
* Above rates are for U.8 (Foreign: 1 year, $20—Two years, $30. U.8. Dollars) 
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Wheeling COUPLINGS 
for the ‘Right Connections’ 


Indeed, the ‘right connections’ 

for SERVICE and QUALITY! 

Service because .. . your orders are 
shipped the same day we receive 
them. Quality because . . . Wheeling 
“X-L” Pipe Couplings are 
quality-controlled and precision 
engineered to A.LS.L, A.P.L, 

A.A.R., or other specifications 

Joseph Menduni in diameters %"’ to 16" in all types. 
. - Send for our free condensed 

1. B. Wood's Appoints Menduni ; : catalog today. Remember, 
To Houston Territory id Wheeling Couplings have 


-ed si 18. 
Joseph Menduni was appointed sales reg eany ig 


representative, Houston territory, for 
T. B. Wood’s Sons Co. He was form- 


erly with Allis-Chalmers Mfg. Co. WHEELING MACHINE P RODUCTS Co, 


His territory will include eastern 


Texas and southern Louisiana, ex- WHEELING, WEST VIRGINIA 


tending west as far as Austin and 


West Coast Factory - - Woodlake, California 


east to New Orleans. 








Load cable, wire, rope 
or anything on reels 
onto Roll-A-Reel for 
easy, smooth pay-out 


Jonathan Way, Jr. or take-up. 


Armstrong Blum Appoints Way 
To Boston Territory 
Jonathan Way was appointed to the eas pat hag 
Boston territory for Armstrone-Blum 55°00 "per set. a 
Mfg. Co. He succeeds Roy Bent who 
left Armstrong to become sales man- 
ager for Woodruff & Stokes Co. in 
Hingham, Mass. 

Mr. Way has been with Armstrong- STYLE A 
Blum for some time. He has worked _ po Ag 
Ss was 
f.0.b. Cincinnati 





in office sales, Armstrong’s test cut- 
ting and demonstration room, and as 
a service man. He is the son of the © Special sizes on request. Sees Saeenaige 


late Jonathan Way, Sr., who had been _-. 
with Armstrong-Blum for 17 years ie) § Rw ia 
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NOW! 


STOCK STAMPED 
SPROCKETS 


76 Sizes 
Immediate Delivery 








O.E.M. Sales are easy for you to get with 
these quality sprockets that are competi- 
tively priced and you make a good profit ; 
on liberal discount. =f Fred A. Coenen 


Special sprockets, special holes, hub Batebices Sam . . 
type and others can also be obtained at i Chain Belt Appoints Coenen 
competitive prices with fast delivery. rae Director Of Purchases 


For A.S.A. No.’s. 35, 40 & 41 chains 


; Fred A. Coenen was appointed di- 
From many materials 


Sant tet end eendeation eons rector of purchases of Chain Belt Co. 
Stamping principles and stock tools permit many modifications Mr. Coenen will continue to direct 
Special sizes tooled and run at surprisingly low cost purchasing and trafic department 


, activities for all Milwaukee opera- 
Make Extra D AYTON R OGERS tions of Chain Belt, as he has since 

PROFITS last April. In addition he will be 
responsible for the firm’s general pur- 


Cc Manus ac Cie uUnN”g 6 om paanep 


on sprocket sales 


you haven't been chasing policies, coordination of 


bi before. 
ae MINNEAPOLIS 7P, MINNESOTA reciprocal trade relations and counsel 


for all domestic purchasing opera- 





tions. 
He joined the firm in 1940. He was 
appointed assistant to the director of 


WITH VIKING 


purchasing in 1957, assistant pur- 
chasing agent in 1959 and later in 
1959, purchasing agent. 

6 * 


Eastern Regional Manager 


Harold M. Weil was appointed 
Eastern regional sales manager of 
Chain Belt Co., succeeding Joseph B. 
Roberts who retired. 

Mr. Weil will be responsible for the 
firms Philadelphia, Baltimore, East 

and similar Orange, New York, Springfield and 
ads are Boston offices. 
YOU HAVE: a, He joined Chain Belt in 1923. In 
5 GEAR REDUCTIONS, 4 PUMP SIZES, 20 appearing in 1936 he was transferred to San Fran- 
CAPACITIES ranging from 17 to 164 G.P.M. 30 leading cisco as a sales engineer. In 1945 he 


PLUS: joined the firm’s New York office 


1. Pumps built for 200 psi handling lubricating liquids, ublications / ‘ ‘ : 
100 psi non lubricating liquids. P where he served as a sales engineer 


- Fumpe fer delivering THIN or THICK liquide up to to help until his move to Philadelphia. 


. Positive, fast self-priming. 
. Smooth, even discharge. you sell 
. Exceptionally quiet operation. 
. Simplicity in servicing. Each component (pump, 
gearing and motor) can be removed separately. VIKING 


District Managers Appointed 


William W. Byrne succeeds Mr. 
; For complete information, write for catalog CMM, p. 27-28 PUMPS Weil in Philadelphia. He has been 


SO VIKING PUMP COMPANY with Chain Belt since 1952, recently 


a. Cedar Falls, lowa, U.S.A. in the Baltimore office. 
In Canada, It's ‘‘Roto-King’’ Pumps ° ° 
See Our Catalog In Sweet’s Plant Engineer's File Replacing Mr. Byrne is Raymond 
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T. Tippett, appointed head of the 
Baltimore office. He started with the 
firm in 1954. 

Two Directors Elected 

Thomas J. Bannan and David A. 
Meeker were elected to the board of 
directors of Chain Belt Co. 

Mr. Bannan is president of Western 
Gear Corp. of San Francisco. He is 
also vice president and treasurer of 
Air Mac, Inc. of Washington and 
holds the same position with Berger 
Industries, Inc., of Seattle. 

Mr. Meeker has been president of 
the Hobart Mfg. Co. since 1945. He is 
a vice president and director of the 
First Troy National Bank and Trust 
Co., in Ohio, a director of the 
Monarch Machine Tool Co., and 
president of Trojan Farms, Inc. 


| 


T. J. Bannan D. A. Meeker 


Holland Appointed To Texas Area 
For American Drill Bushing Co. 


Rendall E. Holland was appointed 
Southwest manager for American 
Drill Bushing Co., with offices in 
Dallas. 

Mr. Holland has had several years 
tooling experience with Boeing and 
Douglas Aircraft companies. He has 
seven years selling experience in the 
chemical field, according to Ameri- 


can Drill Bushing Co. 


Rendall E. Holland 
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Machine Tool Distributors: 


Wait till you show 
(...and sell) this Multiple 
Tapping Machine! 


New ANOKA. Gives 
BIG Capacity at Price 
Never Equaled! 


Sell today’s automated needs. 
ay pany on production runs 
3 ae may > md a — 

ti justa ‘apping 
Machine is the highest capacity, 
most rugged machine ever offered 
at its price. Has capacity of 6 
N.C. %" taps in free cutting steel, 
can be operated in any position. 
Works singly or with two or more 
units from different sides—or in 
clusters with other apparatus— 
through single built-in auxiliary 
switch. Six spindles adjustable to 
any pattern. Powerful 2 hp motor. 
Not just an attachment; a 
complete machine in itself! 
- nero oo and = i" 
“heavyweight” producer for a 
sales boost! 





JTORS: Good territories 
1 complete product 








COLUMBIA TOOL AND DIE WORKS 


716 39TH AVE. N.E. * MINNEAPOLIS 21, MINN. 








CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 


BUILT RIGHT—Best materials throughout tool 
steel cutters Right and Left hand Threaded Bushings 


col ame Ch aelsale bal Tightening 


EASY TO HOLD— Extra 


Weight well distributed 


for smooth handling. 
Also CALDER Fine Diamond Dressing Tools 


SOLD ONLY THROUGH DISTRIBUTORS 


CALDER MANUFACTURING CO. 


2049 North Prince Street ° Lancaster, Pennsylvania 








PROCEDURE FOR 
DISTRIBUTOR PROFITS 


a 
QUALITY PRODUCTS 


tion since 1926) 


VAST, EXPANDING MARKETS 


Our products face precisely this 


CONSTANT REPEATS 
That's where we shine, due to unfailing 


performance, simplicity and safety) 


AVAILABILITY 
That is what we wish to increase; many 


choice territories open 


PERFORMANCE PROOF 


We have the verifications from countless 


industries) 


PRODUCT PURPOSE 


Reduce Maintenance Costs 
Increasing Operating Profits 
through the elimination of Rust, Scale 
and Corrosion Problems in High and Low 


Pressure Boilers 


“Can-in-Hand” 
And in: 
Circulating Water Systems — both OPEN 
and CLOSED Types-Air Conditioning Equpi- 
Engines, 


ment, Compressors, including 


Diesels, etc. 


FEATURES 
All active ingredients; Use Ounces Only 
Once A Week; Guaranteed Harmless to 
Personnel and Equipment; Certified Per- 


formance Record. 


DISTRIBUTOR REQUIREMENTS 
Clean-cut & forceful; experienced, in keep- 
ing with the integrity of the company and 
the merit of the products. 


INTERESTED? 
Just inquire, giving background. You are 


assured of a prompt, courteous and com- 
prehensive reply. 





AMERICAN SAND-BANUM 
COMPANY, Inc. 


MERRICK, NEW YORK 


Our products have enjoyed that reputa- 











Acme Chain Corp. Holds Sixth Annual Sales Conference 
fons Ra tech aalonaall ~ meni 





Acme Representatives met in Massachusetts recently for a two day sales conference. 


Acme Chain Corp. held its 6th annual 
sales conference recently in Chicopee. 
Mass. Acme representatives from all 
parts of the country attended the two- 
day sales conference and plant tour. 

Carl Johnson, Acme president, wel- 
comed the guests. Herman E. Pihl, 
vice president and treasurer, reviewed 
the firm’s distributor policy. Mr. Pihl 
reafiirmed his belief in the economic 
soundness of the distributor, and his 
purpose to pursue the sale of Acme 
products through distributor channels 
and to further cultivate the market for 
Acme products. 

Conference Chairman John Hay- 
den, Acme sales manager, reviewed 
1960's satisfactory sales picture. 


Clark, Stevens, Tappen Appointed Sales Representatives By Lunkenheimer 


a 


George E. Clark, Jr. 


George E. Clark, Jr., James R. Stev- 
ens, and Melvin M. Tappen were ap- 
pointed sales representatives for The 
Lunkenheimer Co. 

Mr. Clark will cover West Virginia, 
southern Ohio and eastern Kentucky. 
He was formerly with Ludlow Valve 
Mfg. Co. and Walworth Co. 


James R. Stevens 


Guest speakers were from industry, 
a trade publication and an advertising 
agency. Guest speakers and topics 
were: Stainless Steel Gilbert Kingel, 
Steel, Inc.: 
Hugh Roome, Editor, Design News, 
John B. Babcock, Associated Busi- 


ness Publications and Charles E. 


Industries Stainless 


Vautrain, president, Charles E. Vau- 
train Associates, Inc., who reviewed 
Acme’s advertising program for 1961. 
Plant personnel conducted educa- 
tional talks on manufacturing meth- 
ods by Norman G. Klanche, sprockets 
by Robert Wilson, heat treat by 
Robert D. MacGregor, Acme circular 
chain by John F. McCann, manufac- 
turing specials, S. B. Norton, Jr. 


a 


a 
Melvin M. Tappen 


Mr. Stevens will cover the Houston 
area and Central and south Texas. He 
was formerly with G. A. Mosites Co., 
in Houston, 

Mr. Tappen, formerly with John- 
son Service Co., will cover Dallas- 
Fort Worth area ard west Texas, in- 
cluding El Paso, Midland and Odessa. 


INDUSTRIAL DISTRIBUTION 





J&L Opens Chicago Service Center 
For Wire Rope Division 


The Wire Rope Division of Jones & 
Laughlin Steel Corp. opened its new 
Chicago service center at 3434 South 
53rd Avenue, Chicago 50, IIl. 

D. D. Hyland, area sales manager 
—NMidwest territory, is supervising 
the new service center. The center 
will handle J&L’s complete line of 
safety in lifting equipment. 

The service center is located four 
miles from downtown Chicago. 


DISTRIBUTOR SALES AIDS 


Heald Appoints Branch Managers 


Joseph W. Whitaker was appointed 
branch manager of the Chicago office 
and Walter R. Szarek was promoted 
to branch manager of the New 
England area for Heald Machine Co. 


. . . advertised nationally 
to help you sell 


Lowell built its reputation on solid, re- 
liable service to industry For 90 years 
Lowell Wrench Co. has supported the 
industrial distributor with national trade 
ene that tells the story of its 
complete line of reversible ratchet socket 


wrenches. 


New Carmet Distribution Setup 
Formed By Allegheny Ludlum Corp. 


The Carmet Division of Allegheny 
Ludum Steel Corp. formed a new 
nation-wide sales organization for 
distribution of Carmet products in the 
U.S. and Canada, according to Mar- 
lin R. Hemphill, Carmet general man- 


FREE . . . attractive and infor- 
mative sales literature in the 
Quantities you need Get al! 
the profitable facts by writing 
now to DEPT. L-13D 


LOWELL WRENCH CO. worc 


ACHUSETTS 





ager. 
Four regional Carmet sales districts 


Thanks to 


DUAL action....-P MI§ ONE SELLS 
IN ANY SEASON! 


Right now this Genie-Air power ventilator is hot for 
the winter market. It can slice your customers’ heating 


were established. These are Atlantic, 
Central, Midwest, and Pacific. 


The managers and headquarters of 





these new districts are: Vincent T. 
Kepler, Atlantic District, West Hart- 
ford, Conn.; Vaux H. Adams, Central 
District, Detroit; and Howard L. 





Ludeman, Midwest District, Chicago. 
There has been no appointment made 
for the Pacific District. 

The Carmet districts will handle 
sales and service for all Carmet 
products except mining tools, which 
will continue as the responsibility 
of J. A. Graham, manager of mining 
tool sales. 


V. T. Kepler Vaux H. Adams 
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Recirculates in Winter 











costs in half — by re-circulating hot air that gets 
trapped under the roof line. Fuel bills sink — your 
profits soar. 

Summertime? It’s a money-maker then, too. It 
switches to an exhaust action — sucks hot air out of 
the plant, keeps the atmosphere cool and comfortable. 

Your customers will like its new DIVERTICO- 
DAMPER, too. It ends the sticking and binding typical 
of butterfly dampers — works automatically with no 
electrical control required. On all counts — and in all 
seasons — it’s a real profit-booster. Write to us now for 
complete distributor information. 











Exhausts in Summer 


]SenieAiv PRODUCTS 


A DIV. OF NTW CORPORATION 
3001 E. 11th Street / Los Angeles 28, Calif. 
K-1 





AVES A 


INDUSTRIAL 


BRUSHES and BROOMS 


This line is complete—there are brushes and brooms for every 
need—you can’t miss a sale. Keep in mind that here is a 
source of supply that never fails—top quality always—we are 
on the job to serve you and do it in every respect. Sell 
CAPITAL and sell to increase business and profit. 


Push Broom 


Warehouse and 


“Red Cap” Mill Broom Ploor Brush 


Metal Base Broom 
@ We urge users to nae thru their local distributor 


es etc ae 


BRUSH AND BROOW MA G CoO 





FLAMELESS BLOW TORCH 


FOR QUICK HEAT 
uw to 1,000’ F. 


For applications requiring quick concentrated 
heat blast up to 1000° F, without flame. Soft- 
en, form, mold and patch plastics, etc. Tem- 
perature varied by air intake adjustment. 110- 
120 V. AC-DC motor. 8 ft. heavy du cord. 
Intermittent duty. Other models available with 
lower temp. ranges. Most of the big names in 
industry use MASTER HEAT BLOWERS in Iabora- 
tories or in production. 


Model 12750—110 volt—$41.25 


AIR HEATER BLOWER 


For quick electrically heated air up 
to 500° F. For accelerating drying 
processes or for localized heating. 
B.T.U. 3400. Air velocity 2000 FPM. 
110-130 V. AC only. 8 ft. heavy duty 
cord. Continuous duty 2” dia. x 3” 
long discharge nozzle 


Order through your local laboratory 
or industrial supplier or direct. 


300° F. — 1000 Watts $41.25 
500° F. — 1400 Watts $43.45 











MAM 


Material Handling equipment orders in 
October showed a dip of eleven points to 
99.89, according to the monthly bookings 
index of The Material Handling Institute. 
This is the fourth straight month that 
MHI bookings have declined. 





Industrial Fastener Index 


The industrial fastener index of ship- 
ments for November 1960 is 81, ac 
according to the Institute. 

Institute. The two point drop from 
October's 83% rate confirms the low 
level of third quarter activity, 
cording to the Industrial Fasteners 


Hooven & Allison Appoints Chase 
Southwestern District Manager 


Stuart S. Chase was appointed 
Southwestern district manager of the 
Hooven & Allison Co. He succeeds 
Francis C. Orr, who is retiring. 

Mr. Chase, with the firm since 
1930, travelled in the Omaha terri- 
tory for 10 years. For the past 20 
years he has travelled the Southwest, 
particularly Texas. 

Mr. Orr, a 47 year veteran with the 
firm, was Southwestern district man- 
ager for 25 years. He joined the firm 
in 1914 as a mail boy. After WWI 
he went to the Kansas City sales 
office. Later he represented the firm 
in Seattle and St. Louis, returning to 
Xenia, Ohio, as company treasurer. 
He was appointed Southwestern dis- 
trict manager in 1936, 


S. S. Chase F. C. Orr 
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New Order Index Of Industrial Supplies & Machinery Down 0.5% In November 
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The index of new orders placed by distributors with their suppliers dropped 0.5% in 
November according to the American Supply and Machinery Manufacturers’ Associa- 
tion. The index fell a point to 181, continuing drop started with March index (221). 


Federal-Mogul Holds Three-Day Industrial Sales Conference In Detroit 


District sales managers, industrial sales engineers and headquarters staff of F ederal- 
Mogul Service group, Division of Federal-Mogul-Bower Bearings, Inc. recently held 
a three-day industrial sales conference in Detroit. The conference included panel, 
group, and field discussions and engineering presentaions of firm’s three lines, Bower 
BCA Bearings; and National Oil Seals. 


Roller Bearings, tapered and straight; 


Electric Overhead Crane Institute Elects 1961 Officers at Annual Meeting 


Newly elected officers of the Electric Overhead Crane Institute, Inc., are (front row, 
l to r) Gordon E. Seavoy, alternate director for Robert F. Rice, Whiting Corp.; 
William W. Peattie, Northern Engineering Works, president; Herbert W. Gledhill, 
Shepard Niles Crane & Hoist Corp., vice president; (back row, l to r) Raymond A. 
Hossinger, alternate director for Harold H. Bansau, Conco Engineering Works, Inc.; 
Joe H. Peritz, executive secretary and treasurer; and Edward J. Sohn, Yuba Bedford. 
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HARRISBURG 
FLANGES 


Harrisburg Drop-Forged 
Steel Pipe Flanges are made 
to A.S.A. standards for oil 
companies, ship builders and 
pipe fabricators. They come 
in threaded, butt-welding, 
slip-on welding, Van Stone 
and blind types and are shot- 
blasted and dip-coat finished 
with a rust preventative 
black lacquer. Be sure you 
make it Harrisburg when you 
want flanges. 


More then a Century in Harrisburg 18, Po. 


HARRISBURG STEEL CO. 


Division of HARSCO CORPORATION 


CYLINDERS 





4 REASONS WHY McKee Tool & Supply Co. Holds Industrial Supply Show In Armory 


should be your 


PREFERRED source 
of PRECISION SURFACE 


EQUIPMENT McKee Tool & Supply Co., Lima, Ohio, distributors of tools and abrasives recently 
held an industrial supply show at the National Guard Armory in Lima. Guests 
attending were personnel who determine product preference, according to the firm. 

i MOST COMPLETE LINE 
Challenge offers more than 
300 different types and sizes 
of both Semi-Steel and 
Granite Precision Surface 
Equipment items of the 
types shown—ranging from 
the smallest size of angle 
plates up to the largest floor 
plates. 


i PROMPT DELIVERY 

Most of the 300 Challenge 
Precision Equipment items 
can be shipped to you or 
your customer from factory 
stock. Immediate attention 
and fast production sched- 
ules are provided on special 
orders. 


~ ATTRACTIVE DISCOUNTS LJ 
...which provide a profitable 
selling margin...are avail- 
able on all standard equip- ~— Twenty-three exhibitors set up and manned the booths at the three-day show. 
ment items to all established . 


Industrial Distributors. MeO, 


PP HANDY BUYING AND SELLING 
INFORMATION 
Illustrated Info-book 
Catalog (shown below) 
with complete descriptions, 
specifications, and prices on 
standard equipment items 
makes it easy to sell. 





if you are not already 
set up to handle Pre- 
cision Surface Equip- 
ment sales this easy, 
profitable way, write us. 
SE-124 
Write: Precision 


® 
Equipment Gil 
Sales Manager 


The CHALLENGE MACHINERY CO. 


GRAND HAVEN, MICH. Exhibitors demonstrated the products. Many of the displays were in motion. 
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RUBBER _FILLS YO} 
LY... DEPEDOABLY 
...with ESTED KNOW-HOW! 


- o> ae eee 


— 


Home Rubber Company fills orders for as little as 5’ of a 
narrow conveyor or elevator belt... quickly and efficiently 
...and we're equally at ‘“‘Home’”’ with these smaller-sized 
jobs as with standard orders of one or more rolls. 


Home is a job house geared for production of standard and 





non-standard constructions in all widths up to 66 inches. 





Standard belts can be shipped from stock the same day. In 
an emergency, a ‘‘special’’, non-standard belt can be ordered, 
manufactured and shipped within several working days. 


Write Home for descriptive literature. 


RUBBER COMPANY 


Plant and Main Office: TRENTON 5, NEW JERSEY 


EXport 4-1176 
New York... WOrth 2-4460 Chicago... CEntral 6-0601 
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—CAP- SCREWS 
SET SCREW 


CUSTOM 
SCREW MACHINE 
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YOU WIN FRIENDS 


when you sell the best hose and duct 


FLEXAUST HOSE 


for dust collection, fume control, 
air and material handling 


MING 
iW, WS 


ty |e 


=e 
Wj), SS Wis) 
SS 


LIGHTWEIGHT - STRONG 
EXTREMELY FLEXIBLE 
DURABLE 


Made of top quality neoprene 
coated fabrics — Sizes 14” to 36” i.d. 


Easy to install — no preliminary 
layouts or special tools required. 


FLEXAUST hose and PORTOVENT ducts are made 
strong and versatile to satisfy a wide variety of conditions in 
dust collection, fume control, air and materials handling. 
Since 1938, Flexaust distributors have benefited from thou- 
sands of repeat orders, For durable, trouble-free installa- 
tions, which please present customers and gain new ones, 
there is no substitute for these quality products. 


Send today for free technical, application and price bulletins 


THE FLEXAUST COMPANY 


Dept. ID 100 PARK AVE., N.Y. 17, N.Y. 





H. W. Ocetjen 


A. L. Platky 


Pendleton Appoints Oetjen To Head 
Automotive And Industrial Sales 


H. W. Oetjen was appointed vice 
president for sales, automotive and 
industrial markets. At the same time, 
A. L. Platky was appointed vice presi- 
dent for sales, hardware and plumb- 
ing, Pendelton Tool Industries, Inc. 

Under this new marketing concept, 
Pendleton’s field sales force is being 
reorganized into task forces which 
will specialize in and serve specific 
market areas—automotive, industrial, 
hardware and plumbing, according to 
Pendleton Tool. 

Mr. Oetjen joined the firm in 1951 
as director of research and develop- 
ment. In 1953 he was appointed na- 
tional sales manager, Proto Tool Co.., 
and was appointed sales manager, 
western region, Pendleton Tool. 

As vice president and sales man- 
ager of the P & C Tool Co., in Port- 
land, Oregon, Mr. Platky spent much 
of his time in hardware stores and 
wholesale warehouses throughout the 


U. S. and Canada. 
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THE TRADE CALLS 


for 
DYKEM 
STEEL BLUE? 


SUR sos CGD 


braking | ~~ 7: 
Dies and SYKEN 


Templates| 


Po package 8-oz. can fitted with 
Bakelite cap holdi soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North 11th St. © St. Levis 6, Mo. 








Industrial Buyers End Cutting 
Purchasing Week Survey Reports 


The nation’s purchasing agents have 
nearly ended one of industry’s sharp- 
est inventory cutting sprees in history, 
but no significant increase in current 
buying rates is planned in the first 
quarter of 1961. 
the 
nationwide survey of more than 1,000 
firms conducted by Purchasing Week, 
McGraw-Hill publication. 

of responding 


These are conclusions of a 


A majority, 53%, 
buyers said they finally brought inven- 
tory levels of raw materials, parts and 
components, and semi-finished pur- 
chased goods into line with produc- 
tion needs. 

Most of the 47% planning further 
reductions said they would reach 
desired lower levels during or by the 
end of the first quarter 1961. 

Some of the purchasing agents said 
they might step up their buying in the 
next 60 to 90 days, but a large 
majority indicated their current level 
of days supply would remain un- 
changed, even if sales increase. 


Detroit Ball Bearing Co. Opens Fourteenth Branch In Wyandotte, Michigan 


VAN 


DETROIT BALL Brana? 





4 new branch office and warehouse was opened in Wyandotte, Michigan, by Detroit 
Ball Bearing Co., Detroit. This is the firm’s fifth branch in the Detroit metropolitan 
area. It will serve industries in the communities lying immediately south of Detroit. 


Wilkerson Appoints Manager 


William Cozard was appointed South- 
eastern regional manager for Wilker- 
son Corp. He will direct sales in 
North & South Carolina, Tennessee, 
Georgia, Alabama and Florida. 
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Goodrich Switches Wertz 


George R. Wertz, Jr., was appointed 
Chicago district manager for B. F. 
Goodrich Industrial Products Co., Di- 
vision of B. F. Goodrich Co. He had 


been Minneapolis district manager. 





Write for details, 
Power Hacksows and 


5 Sizes—10 Models 
Power 
Hacksaws 
Cut Cutting Costs 


JEFFERSON “601” 
Complete with 
motor, switch, 
ready - to - go. 
F.0.8 factory, 


a ONLY $8500 
5” x 4” Less motor only, $65,00 


No. 1 HB BENCH MODEL 


rn” 


Automatic Lift on return stroke 
saves blades. Rugged cast base, 
Oilite bearings, adjustable & re- 
placeable bronze guide bar bear- 
ing, 45° angle vise provide ac- 
curacy, fast cutting, long life. 


Complete with 1/3 
TOV. 1 ph. me. $19g900 

switch, wired 
0-90. F.0.B. Factory 
prices, discounts on KELLER 
KELLER Die Filers TODAY. 


KELLER DIVISION 





ALLEN FLUXES 


for all metals 


*°BRAZING 
*WELDIN G 
* SODERING 


L. B. ALLEN CO., Inc. 
9303 


Berenice (Metropolitan Chicago Area) 
Schiller Park, Hlinois 


SINCe, 


—— << = 





TYPES C and H 
Flexible Couplings 
UP TO 4250 h.p. 


Installed 
and Aligned 
in Minutes 


Eliminate 
Trouble and 
Service 
Calls 


Outlast 
Equipment 
Life 


Just slide on shaft, bring jaws together and insert 
cushions. Twist bolts on outside collar and cushions 
ore firmly retained. 

Alignment is equally simple. No gauges required— 
just use a straight edge. 


Lovejoy Couplings contain no intricate parts. All are in 
plain sight for rapid inspection. Lubrication is never 
required. Water, oil, dirt or weather will not decrease 
efficiency. The best care for Lovejoy Couplings is to 
put ‘em on shafts and let ‘em alone. 


Bodies are machined from electric steel or ductile 
iron castings. Load is transmitted by cushion com- 
pression, eliminating metal-to-metal contact and wear 
on metal parts and jows. 

Even the cushions last longer: (1) they are furnished 
in the material best suited to the service, (2) on non- 
reversing loads, their life can be doubled by revers- 
ing or advancing. 


Lovejoy Flexible Couplings can be delivered im- 
mediately from stock. Request full information and 
ask for Catalog C-58. Give details or specifications 


for prompt quotation. 


PE | 


Rohs Sle) 18 > 41:18: COUPLING co. 


4879 W. LAKE STREET 


CHICAGO 44, ILLINOIS 


LOVEJOY 
PRODUCTS 
ARE 


PRE-SOLD 


through ads 
like this 
... in leading 


national 
publications 








Legislators Agree SIBC’s 
Should Be Larger 


Two members of Congress agreed 
recently that one of the greatest 
dangers for small business investment 
companies was being too small. But 
they disagreed on how Small Business 
Investment should be 
made bigger. 

At the annual convention of the 
National Association of Smal! Busi- 
ness Investment Companies in Wash- 
ington, recently, Senator John Spark- 
man (D-Ala.), chairman of the Senate 
Select Committee on Small Business, 
reafirmed his proposal, introduced in 
the Senate last spring, that the gov- 
ernment hike its participation in 
individual SBIC’s from $150,000 to 
$1,000,000. Sen. Sparkman 
follow the present principle of match- 
ing private funds on a dollar-for- 
dollar basis. 

Rep. Wright Patman (D-Tex.) 
agreed that an expansion of this 
magnitude is in order. But he told the 
industry he felt the needed capital 
should come from private sources 
instead. He proposed that a new 
banking agency be set up to sell gov- 
ernment-guaranteed debentures to in- 


Companies 


would 


vestors and then advance the proceeds 
to individual SBIC’s, which would 
pledge their assets as security. 

Reaction to the proposals was 
mixed. Some officials of SBIC’s in- 
dicated they would prefer to increase 
funds by making their own public 
offerings. 


Hewitt Robins Elects Emmons 
To Board Of Directors 


Eugene F. Emmons was elected to 


the board of directors of Hewitt- 
Robins, Inc. Mr. Emmons is presi- 
dent of Union Chain Division. 

Mr. Emmons joined Union Chain 
in 1923. He was appointed vice presi- 
dent and general manager in 1943. 

Arley J. Ball was appointed Eastern 
regional sales manager of Hewitt- 
Robins. He will have headquarters 
in New York City and will be re- 
sponsible for sales in eastern states. 

He joined the firm in 1947 and 
until this appointment was sales man- 
ager of the Cleveland district. 
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C. Welles Fendrich, Jr. 


Walworth Appoints Fendrich 
Director of Marketing Research 


C. Welles Fendrich, Jr., was ap- 
pointed director of marketing re- 
search for Walworth Co. 

Mr. Fendrich will help develop new 
markets and coordinate marketing 
procedures for Walworth’s valve line. 

Prior to joining Walworth, he was 
an associate and marketing consultant 
with Stewart, Dougall & Associates, 
Inc. Prior to that he was with Me- 
chanical Handling Systems, Inc. and 


Link-Belt Co. 


Ramsey Appoints Marshall Manager 
Of Retaining Ring Division Sales 
Dick Marshall was appointed man- 
ager of sales of the Retaining Ring 
Division of Ramsey Corp., by Hans 
Siverts, general sales manager. 

Mr. Marshall joined the firm in 
1956 as a sales engineer serving in- 
dustrial accounts. Recently he has 
been training distributor organiza- 
tions in selling retaining rings. 


OEM Manager Appointed 

Norm Larsen was appointed man- 
ager of original equipment sales. He 
joined Ramsey in 1957 as district 
manager in the Milwaukee office. 


National Account Manager 


Dick Sparrow was appointed sales 
manager of national accounts depart- 
ment. He began with Ramsey in 
1946 as a field salesman. In 1950 he 
became a district manager for the 
firm. 
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» KEY-TITE® and KEY® Graphite 


Paste move fast . . . known 40 years 
as the best pipe joint compounds in 
all these industries: .Pipe Fabricating 
* Oil, Gas and Chemical + Plant 

Maintenance « Hardware « Original 
Eeuspment Mie * Food Processing 
nd Air  ceediionaa : 





Pune Uy 


DIVISION OF ACE movsrmes | 


INCORPORATED 


Dept. 2, P.0. Box 2117, NousTON, TEX. | 


Kc "6001 4 





m Reduce Inventory 
m Cut Service Calls 
mw Increase Tubing Sales 


Flexible 
Metal Hose 


for the U.S. Flex 
Seles Guide 


GJ.c>. cen X 
U.S. FLEXIBLE TUBING CO. 
223 MAIN STREET, BARTLETT ILLINOIS 
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The right gauge for 
your specific needs 


A complete line of gauges in stock 
available for early delivery. Gauges 
from 10-inches water pressure to 
30,000 P.S.I. to meet your specifica- 
tions on any equipment. 


@ Pressure @ Combination 
@ Vacuum @ Diaphragm 
@ Compound @ Hydraulic 
@ Altitude @ Special Purpose 
@ Dial Thermometer 
(Vapor Tension or Bi-Metal) 
Let Marshalltown answer your gauge 
problems . . . write for information 
and prices. 
MARSHALLTOWN MANUFACTURING, INC. 
A Subsidiary of the Electric Autolite Company 
MARSHALLTOWN, IOWA 





YOU'LL 
PREFER 
PROTO 


PROFESSIONAL 
FLAT WRENCHES 


Proto’s complete 
line of flat 
wrenches with 
U.S. Standard, 
Metric, and 





Whitworth open- 
ings give the 
professional user 
exactly the right 
flat wrench 

for any 

turning job. 


PROTO.TOOLS 


PRO 3 





HIDA: The Houston Industrial Distributors Association was host to 20 students and 
two faculty members of Texas A&M’s Industrial Education Dept. recently. The guests 
visited Rex Supply Co., Joseph T. Ryerson & Son Inc. and Applied Power & Equip- 
ment Mfg. Co. HIDA provide guides for the plant tours and a bus to transport the 
students. HIDA sponsors these tours to give students a first-hand view of the industry. 


Simonds Saw & Steel Opens New Warehouse & Sales Office In Los Angeles 


ae ‘9 mS He 4 _— 
oie i ste 


be & © coc maaabll © aati 
Simonds Saw & Steel Co. opened a branch warehouse, sales office and service shop 
at 1950 East 20th Street, Los Angeles. The branch, which will serve Southern 
California, Arizona, southern Nevada, New Mexico, and El Paso, Texas, will be 
headquarters for Heller Tool Co., Simonds Abrasive Co. and Simonds Saw & Steel 
Co., divisions of Simonds Co. A private wire provides direct contact with other 


branches and divisions of the firm. 


Marshall Tool & Supply Corp Represented At Los Angeles ASTME Show 


Marshall Tool & Supply Corp., Los Angeles, had a 100 foot booth at the recent Los 
Angeles Show of the American Society of Tool & Manufacturing Engineers. In this 
section are Charles Amorosa, sales engineer, Marshall Tool; George Wulff of Walker 
Turner; and Paul Mildner and Bob Dumas, sales engineers with Marshall. 
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purchased every 
through Di istribut 





Precision Brand 


FEELER STOCK 


@ Tool and die mokers— machinists 
— automobile technicians, and skilled Harry M. Parke 
men in other professions approve . 


» To gy of this handy thickness Bostwick-Braun Appoints Parke 
Easy to use and precision made for Assistant Sales Manager 


lasting accuracy. Cellophane wrapped 


for moisture protection. All popular : 
sizes and etched with thickness. Harry M. Parke was appointed to the 


Wore Zuality Products executive staff of The Bostwick- 


@ Shim Stock —pockaged in dispenser | Braun Co., Toledo, Ohio. He is now 
cartons for ease in handling. Available in | assistant sales manager under Robert 
brass, steel and stainless. M. Sh a: id 
© Music Wire — comes in tongle-free dispenser M. Shannon, vice president. 

cartons marked with size, gouge, and weight. In this post, Mr. Parke’s opera- 


(oe oe eRe eee | tional assignment will include sales 


POW) Ww A REHOUSE, INC promotion, training, and liaison with SHOPLIFTER new Merk i chatiat 
Bostwick-Braun salesmen and ac- The original lifter o its type and first 
. : : ichig: | choice with users for over 20 years... 
counts in Ohio, Michigan _ sm full 750 Ib. working capacity. New low 
Indiana. price of $195.00 f.0.b. Chicago, includes 
complete safety features. Several other 
models available. 


ELEVATING 





Standard Stock 
Au -Metal Mathias Klein Promotes Wilson TABLES 


A most useful tool 

“C3” To General Sales Manager in any shop as a die 
U C ; : handler, constant 
H. B. Wilson was appointed general height table, load 


CONNECTORS sales manager of Mathias Klein & ea eee 
Sons, Inc. He has been associated | puyjletin ET-245. te 


with Klein for the past twenty years. | Price $245.00. 


Charles Castino was appointed SHOVE-L TRUCKS 
sales manager, specializing in the ~ ney GMereet mroed 
electronics field. He was in charge of pe saunas my 
Chicago sales. models with choice of 
; . i heel size in both ! 

Richard Colsant will replace Mr. oan dikien Saeed = 
Castino in the Chicago area. $34.00. 

Don Swanson was appointed repre- DRUM TRUCKS 


sentative for the Pacific Northwest, For all 30 gallon and 
ith head _ S F et 55 gallon metal drums. 
wit eadquarters in San Francisco. Available with natural 


William Walley will represent Klein rubber or neoprene 
. can tread wheels. Priced 
in Atlanta, Georgia. from $64.00 


jidi 


paar 


_ ‘. 
MG 


err ae 
- e ad . 
og 


Ask for “UC3” 
assembled unit price list 
offering standard lengths 


in bronze, carbon steel, el — — || RED ROCKER BARREL STANDS 
304 or 316 stainless steel | * “ Everybody needs them! Safe 
in assorted fitting ii 0 a Tt a nen draining 
. . 4 of 55 gallon drums. 18” and 
combinations sf Paes 24” drain heights . . . with 
i and without wheels. 





QUALITY : ‘ U1. ° j 4 
Oe-Maet | acuersal ; 

“Diba laren eli wmeaeh : a Write for catalog and dealers discounts! 
4532 W. Lake St., 


2163 South Kedzie Ave., 23, Minois , | - 
zie Ave., Chicago : Charles Castino = 
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A Personal Message 


from 


VINCENT K. 
ALEXANDER 
V.P. and Dir. of Sales 


Manheim Manufacturing 
and Belting Company 


SIMPLE SH ADDITION! 


Add up the benefits 
and you'll see why 
it’s easy to sell 
Veelos quality 


Your customers get many plus 
benefits when they install genuine 
Veelos v-belts on their drives. 

Here are just a few of the ex- 
clusive advantages you can offer 
when you sell Veelos: 

1. Your customers can carry less 
v-belt inventory. Four reels of 
Veelos in O, A, B and C widths 
provide up to 316 different 
v-belt sizes. 

. Cuts machine vibration up to 
90%. Veelos is uniformly bal- 
anced through its entire length. 

. Adjustable to any length... 
adaptable to any drive. This un- 
usual versatility makes Veelos 
usable on many drives. 

. Ends slipping . . . delivers full 
power. Scientifically beveled 
sides provide greater belt grip. 

. Can be installed in minutes. Link 
construction permits easy in- 
stallation, easy change-over, with 
far less machine downtime. 

. Constant, equalized power de- 
livery. Uniform tension is easily 
maintained by removing links. 

. Runs cool for longer belt life. 
Circulation of air around and 
through Veelos links prevents 
internal heat build-up. 

Only genuine Veelos provides all 
these plus values. Add up these 
benefits and you'll see why it’s 
profitable to sell Veelos. If you want 
more ‘“‘reasons why,” drop me a line. 


P.S. Send for our folder, “Selling 


Veelos Quality is as easy as + — X 
+.’ It’s free for the asking. 


VEELOF 


LINK V-BELT 


MANHEIM MANUFACTURING & BELTING CO. 
MANHEIM 10, PA. 








Manufacturer's 
Appointments 





THomas F. McGovern was appointed 
marketing manager, WILLIAM Drex- 
LER was appointed product manager, 
ELwoop E. ParrisH was appointed 
director of international marketing, 
and THomas L. Mancuso was ap- 
pointed product manager, surveying 


products of Keuffel & Esser Co. 


MARSHALL was elected 
Ropert MaArRAn- 
VILLE, assistant treasurer, of Worth- 


Rosert E. 
treasurer and C. 


ington Corp. 


V. J. ScHWANITz was elected treas- 


urer and _ assistant secretary by 


Formsprag Co. 


C. T. OWEN was appointed division 
controller for the Tulsa Supply Divi- 
sion of Jones & Laughlin Steel Corp. 


Josepu E. ELLison was promoted to 
the position of factory manager by 
Western Machine 
Co., Division of Standard Screw Co. 


Automatic Screw 


Joun R. WARNER joined The Ferry 
Cap & Set Screw Co. as sales promo- 
tion manager, responsible for adver- 


tising, promotion and market analysis. 


HAMILTON M. Ross was elected vice 
president in charge of contract engi- 
neering for Hewitt-Robins Inc. Nor- 
MAN M. Goprrry replaces him as 
manager of the Robins Conveyor 


Division. 


EDWARD PETTENGILL was appointed 
manager of production control and 
Rosert L. Tripp was appointed pur- 
chasing agent of Continental Screw 
Co. 


James A. MAROHN was appointed 
financial vice president of Acme Steel 
Co., and Harry J. Cooper was ap- 
pointed director of public relations 
for Acme. 


BenJAMIN H. PritcHarp and Wi:- 
LIAM B. SEEMAN were appointed 
assistant purchasing agents by 
Youngstown Sheet & Tube Co. 


THE COMPLETE LINE 


of Conveyor and Transmission 
BELT FASTENERS 


Earn extra profits from cost 
savings by buying all your belt 
fastener needs from this one 
reliable source. 


PLATEGRIP 

Fasteners for convey- 
or belts of any width, 
from \ to 114" thick. 


HINGED PLATEGRIP 
for separable convey- 
or belts of any width, 
from % to 4” thick. 


STEELGRIP 

Flexible Belt Lacing. 
12 sizes for light con- 
veyor and power 
transmission belts. 


Safety 

Belt Hooks—patent- 
ed binder bars hold 
alignment and protect 
belt ends. 6 sizes. 


WIREGRIP 
Belt Hooks—Patent- 


ed alignment feature (72) rs opile 
Y - set 
alignment—6 sizes. \.@) p= 





ARMSTRONG-BRAY & CO. 


’ 





GRIPS ANY 
MATERIAL FROM 
0” to %” THICK 


4 ing blind fast with threads 
has unlimited uses for maintenance and 
in original equipment manufacturing. 
Grips any material up to %” thick 
and needs only %” expansion space. 
Made of steel, cadmium plated, or 
brass with 6/32, 8/32, 10/32, 10/24, 
12/24 and %4"—20 thread sizes, 





MOLLY JACK NUT IS EASY TO INSTALL 


Jack Mut now is 
installed and 
to receive 


ready 
attachment 
screw. 
SOLD BY WHOLESALE HARDWARE, ELECTRICAL 
WHOLESALE & INDUSTRIAL SUPPLY DISTRIBUTORS 


= MOLLY cov 














230Y N. Sth St, Reading, Pa. 
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Dates to Remember 





Feb. 5-9 


Associated Equipment Distributors, 
42nd Annual Meeting, Los Angeles, 
California. 


Feb. 6-7 


Rocky Mountain Association of Dis- 


tributors, Broadmoor Conference, 
Broadmoor Hotel, Colorado Springs, 


Colorado. 


Feb. 20-22 


Plumbing 


Winter 


Palm 


Institute, 


Hotel, 


Brass 
Meeting, Riviera 


Springs, Calif. 


Feb. 12-13 
Western States Distrib- 
utor’s Association Conference, Hotel 


Industrial 
Fairmont, San Francisco. 


Feb. 13-17 
National 
tional, Field Sales Management In- 
stitute ( East Central) , Sheraton-Cleve- 
land, Ohio. 


Sales Executive Interna- 


Feb. 22-24 
The Material Institute, 
Pacific Coast Show, Cow Palace, San 


Handling 
Francisco. 


Mar. 7-9 


The Material Handling Institute and 
Truck 


Meetings, 


Association, 
Early Sheraton 
Blackstone Hotel, Chicago, Illinois. 


The Industrial 


Spring 


Mar. 8-10 


llth Annual ISA Conference on In- 
strumentation for the Iron and Steel 
Industry, Roosevelt Hotel, Pittsburgh. 


Mar. 20-24 


American Society For Metals, 13th 
Western Metal Exposition and Con- 
gress, Pan Pacific Auditorium, Los 
Angeles. 


Mar. 13-17 


National Sales 
tional, Field Sales Management In- 
stitute (West Coast), Huntington- 
Sheraton Hotel, Los Angeles, Califor- 
nia. 


Executives Interna- 
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Mar. 21-30 


American Chemical Society, 139th 
National Meeting, St. Louis, Missouri. 


Apr. 5-7 
Central Supply Association, Spring 
Meeting, Palmer House, Chicago, IIl. 


Apr. 17-21 

National Sales 
tional, Field Sales Management In- 
stitute (East Coast), Barbizon Plaza 


Hotel, New York. 


Executives Interna- 


Apr. 18-20 


American Welding Society, Annual 
Welding York 


Coliseum. 


Exposition, New 


Apr. 30-May 3 

Chamber of Commerce of the United 
States, Annual Meeting, Wasihngton, 
a sé 


May 9-11 
The Material Handling Institute, 
Eastern States Show, Trade & Con- 
vention Center, Philadelphia. 


May 22-25 
Design Engineering Show, sponsored 
by American Society of Mechnical 


Engineers, Cobo Hall, Detroit. 


May 22-26 
1961 ASTME Engineering Confer- 
Tool New York 


Coliseum. 


ence, Exposition, 


May 23-25 
Annual Triple Industrial Supply Con- 
Hall, Atlantic 


vention, Convention 


City, New Jersey. 





AC. Simson! 


Pruyare 











eBisHoP 


“I think I'm due for something or other 
. yesterday the boss remarked about 
keeping an eye on me.” 





Buy Quality 
For TRUE Economy 


FOUISVILEE 
Aluminum Ladders 


AA 
M_.\ 
Be 
-T\\ L 
v x Ya * 
od 


Famous “BOSS” RUNG- 
TO-RAIL Construction — | 
the strongest rung joint Kj 
ever devised. es 
_ | 
im| 


| 
| 


a3 


%* MEETS ASA 
CODES 

* U.L. APPROVED 

LITTLE OR NO 

MAINTENANCE 


{4 


lightweight clumi- (i  —_ 
num gives super Vi apes 
strength with 

handling ease that | 

saves many man- 

hours. — a 


Exclusive Safety 
OVAL-LOK Rung- 
To-Rail Construc- 
tion for greater 
[| rigidity. 


Also . . . finest \ 

ALL-STEEL ROLI- Rae AN 

ING PLATFORMS aX 

with welded con- aX NN 

struction and fool- WV -+ 

proof Safety lock, oe 
et. 

WRITE FOR DE- ge 

SCRIPTIVE CATA- 

LOG on complete 

line of ladders; 

scaffolds and 

stages. 


OUISVILLE 








New Lines taken on 
by Distributors 


GRIND YOUR OWN TOOLS... 


SAVE AND 





TWIN FIXTURES To SHARPEN 


VAL aaey.Vam, EVERY TYPE OF 


IMPROVE! 


HARIG 


AIR-FLO FIXTURE 


END-MILL & MILLING CUTTER 
SHARPENER 

Spindle “floats on a cushion of air”! 
super sensitive, ultra precise, jerk- 

free, easy to use! Speeds and improves 

sharpening of end-mills and all types of 

milling cutters . . . small tools '42” up to 

1%" shank copocity. 


TOOL IN YOUR PLANT! 


NO SPECIAL OPERATOR SKILLS 
REQUIRED! 


HARIG STEPTOOL 


RELIEF-GRINDING FIXTURE 


© CAM-RELIEF GRINDER 
© DRILL POINTER 


| Versatile, dual-purpose grinder for an 


endless variety of tools. Fits any tool and 
cutter, or surface grinder. FAST: step o 
%” drill in 5 min. . . . sharpen tap in 20 
sec... . grind HELIXPOINT in 3 sec. 


ENORMOUS RANGE: '/4” thru 1'/2” 


EASY TO USE! 





$vif*10° MACHINE-KUT’ 


CUTTING OlL 


® POWER Dave 


FOR ALL TYPES OF POWER DRIVE THREADING MA 
AND TOOLS WHERE O81 IS PUMPED ON Th ‘ 
FOR MACHINING OF HIGH ALLOY STEELS. 


TRANSPARENT ON WORK 


JOINTS 


RESULTS IN LOWER THREADING COSTS AND LONGER 


TOOL UE 


INIFORMLY SMOOTH THREADS FOR TIGHTER 


$SvULFLO*...NO. 1 
CUTTING Oil 


JNEXCELLED IN QUALITY 
PERFORMANCE ECONOMY! 





Suifio Products Are Sold By Selective Distributors 


(If you don’t know who your local SULFLO Distributor is, write us— 
we'll be glad to send you literature and put you in touch with him.) 





Allis Chalmers Mfg. Co. appointed 
the following ten distributors: 


Torrance Electric Co., Inc. 

Rock Island, Illinois 

Carolina Machinery & Supply Co. 
Rocky Mount, North Carolina 
Liberty Electric Co., Inc. 

Liberty, Texas 

Blue Ridge Hardware & Supply Co. 
Bassett, Virginia 

Machinery Service Co., Inc. 
Tampa, Florida 

Sutton Electric Co. 

Mount Olive, North Carolina 
Scranton Tractor & Equipment Co. 
Scranton, Pennsylvania 

Stang Electric Supply 

Allentown, Pennsylvania 

New Haven Supply Co. 

New Haven, Connecticut 

Guyan Machinery Co. 

Logan, West Virginia 


Worthington Corp. appointed three 
new distributors: 


Syrayon Products, Inc., 


M. T. Gosset Co. 

ile, Tennessee 
Yeates Pipe & Supply Co. 
Salt Lake City, Utah 
Tidewater Supply Co. 
Columbia, South Carolina 


Industrial 


Supply Division, appointed the fol- 


lowing 51 distributors: 


© The Baeod Co. 


Springfield, Pennsylvania 
Barberton Hardware 
Barberton, Ohio 
Barrett Electrical Supply Co. 
St. Louis, Missouri 
Beard Campbell Co. 
Port Huron, Michigan 
Beighley Hardware & Tool Co. 
Pittsburgh, Pennsylvania 
The Bidwell Hardware Co. 
Hartford, Connecticut 
The Blakeslee Co. 
Baltimore, Maryland 
Bossert Company 
Kansas City, Missouri 
Chemical Processing Co. 
St. Louis, Missouri 

continued 
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STANDARD TYPES 








L$LEEVES-_ 


SOCKETS 
NOW! 


HEAT TREATED ... 


So popular with users. 
COLLIS Heat Treated Sleeves and Sockets 
are manufactured by skilled workmen to give 
long durabie service and extra long life. 
This type of sleeve has less chance of nicks 
and assures same accuracy with longer runs. 
Call at once for our representative to ex- 
plain about the Complete Collis Line of 
Lathe Centers, Arbors, Drill Drifts, and Magic 
Type Chucks as well as Sleeves and Sockets 
and Collets. 


“Call Collis for Service” 
THE COLLis ¢co. 
DEPT. A, CLINTON, IOWA 


DO YOU WANT TO SELL 
MORE DRILLS? 





This HUOT 
DRILL DISPENSER 


holds a large supply of drills 


keeps them in order' 


@ Built-in inventory helps sell re- 
stocking orders 

@ Roomy, round-bottom compart- 
ments—no drill-hiding corners 

@ Heavy-duty drawers in compact 
7 x 7 x 14 cabinets that stack 
neatly 

@ Three models for lettered, num- 
bered or fractional drills 


Write for catalog pages and circulars 
HUOT MANUFACTURING CO. 
551 No. Wheeler St. « St. Paul W4, Minn. 
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Cowan Supply Co, 

Altanta, Georgia 

Daniels Supply Co. 
Chicago, Illinois 

Dixie Supply Co. 

Metairie, Louisiana 

C. W. Farmer Co. of Florida 
Jacksonville, Florida 

M. L. Foss, Inc. 

Denver, Colorado 

Graco Supply Co. 

Fort Worth, Texas 

The Hawley Hardware Co. 
Bridgeport, Connecticut 
A. L. Holcomb Co. 

Grand Rapids, Michigan 
Ideal Hardware 

Idaho Falls, Idaho 
Industrial Supplies Co. 
Stubenville, Ohio 
Industrial Supplies Co. 
Zanesville, Ohio 

Johnson Tool & Supply, Inc. 
Des Moines, lowa 

Kass Hardware & Supply Co., Inc. 
Bronx, New York 
Kohlmyer Supply Co. 
Lorain, Ohio 

Laco Industrial Supply Co. 
Buffalo, New York 

Laco McMullen Co., Inc. 


Erie, Pennsylvania 


The Laco Roofing & Asbestos Co., 


Falconer, New York 
Lakeshore Machinery & Supply Co. 
Muskegon, Michigan 

Lucas Supply Co. 

Newark, Ohio 

John G. Maier’s Sons Co. 
Baltimore, Maryland 
Marshall-Newell Supply Co. 
So. San Francisco, California 
National Mill Supply 

South Bend, Indiana 
Noland Company, Inc. 
Newport News, Virginia 
Onondaga Supply Co., Inc. 
Auburn, New York 
Onondaga Supply Co., Inc. 
Fulton, New York 
Onondaga Supply Co., Inc. 
Rome, New York 
Onondaga Supply Co., Inc. 
Syracuse, New York 
Onondaga Supply Co., Inc. 
Watertown, New York 
Pattison Supply Co. 
Cleveland, Ohio 


continued 


The Belmont Packing & Rubber Co. 
Philadelphia 37, Pa 





Here’s what 
Belmont Packing 
Distributors say: 


ea 
A study of all lines 
handled proved Belmont 
to be our highest 
o 
profit line 


Memphis Tennessee 


aa 
The Belmont Line 
gives us our best 


profit dollar ? 


Pittsburgh, Pennsylvania 


ae 
A ‘repeat sales’ line 
with an excellent 


ae 
profit margin 


Akron, Ohio 


aa 
One of our best lines 


~o 
a fine profit margin 


New York, New York 


awe 
Handling the Belmont 
Line is profitable- 


oe 
very profitable 


Portland, Oregon 


Why don’t you con- 
sider handling this 
Key Line. A few 
desirable sales 
territories are now 
open. Ask about the 
Belmont Franchise. 


“THE BIG PROFIT LINE” 


——— 





IT WILL PAY YOU 


TO SELL-:-- 


MORGAN 
VISES 


BECAUSE 
they sell your service 
to your customers « « 


e We know that you will have no 
problems. 


@ You'll find that your customers will 
approve your service and the vise 
quality. 


Our vise quality, service and co- 
operation all count heavily in good 
vise business for you. All we ask is 
that you give us an opportunity to 
serve you. Find out what it means to 
make MORGAN your vise supply 
source. 


Write for the MORGAN 
Distributor Plan. 


We will gladly give you detailed information 








MORGAN VISE CO. 


108-112 N. Jefferson St. 
Chicago 6, Illinois 











Clifford Peterson Tool Co. 

Chicago, Illinois 

Plas-tex Industrial Distributors, 
Inc. 

Fort Worth, Texas 

R. M. Hardware Supply Co. 

Denver, Colorado 

Joseph C. Ryan & Sons, Inc. 

Yonkers, New York 

San Joacquin Distributors 

Bakersfield, California 

Schreiber Paint & Glass Co. 

Detroit, Michigan 

Southwest Supply Co., Inc. 

Glendale, California 

Stelwagon Manufacturing Co. 

Camden, New Jersey 

Stelwagon Manufacturing Co, 

Philadelphia, Pennsylvania 

Stelwagon Manufacturing Co. 

Reading, Pennsylvania 

United Tool & Industrial Supply, 
Inc. 

Lawrence, Massachusetts 

Wilco, Inc. 

Wichita, Kansas 


Worthington Corp. appointed the fol- 


lowing two firms as distributors of 


mechanical power transmission 
products: 

Bitco, Inc. 

Spokane, Washington 

Woodis Industrial Supply Corp. 


Worcester, Massachusetts 


Allis-Chalmers Mfg. Co. appointed 


the following seven distributors: 
Powr-Lite Electric Supplies, Inc. 
Bowling Green, Kentucky 
Northwest Filter Co. 

Seattle, Washington 

J. H. Larson Electrical Co. 
Minneapolis, Minnesota 
Benfield Electric Supply Co. 
White Plains, New York 
Mid-State Electric Supply Co. 
Phoenix, Arizona 

Bernstein Brothers, Inc. 
Paterson, New Jersey 

Coast Pump & Equipment Co. 
Oakland, California 


The Synflex Products Division of 


Samuel Moore & Co., appointed the 
following as authorized master 


distributors: 


(continued ) 





FAST 
DELIVERY 
AVAILABLE 


SPROUT-WALDRON 


- BELT-SAVER 
! PULLEYS 


Write for Bulletin 35-E 
SZ 
W 


SPROUT-WALDRON 
MUNCY, PENNA. 
IN/504 














Stainless Stan 
Says: 

“Star Screws 
have clean, 
bright-and- 
shiny heads” 


ONE-SOURCE RESOURCE 
w STAINLESS STEEL 
FASTENERS <2 


Fillisters 
* Bolts 
* Cap ews 
means more * Coss 
Socket Head 
fit f * Cotter Pins 
pro | or you ° Dowel Pins 
(less paper work!) > Machine 
®@ 8,000 types and sizes Screws 
® Immediate delivery, * Nuts 
any quantity : Set Sockets 
@ Speedy Service on ee 
“specials”. * Stud Bolts 
@ Thread Rod Studs * Taper Pins 
* * Washer 
Right Off the Shelf® ¢ Woodscrews 
Write, wire, phone NOW for copy of 
Star’s new catalog. 





OSTAR STAINLESS 


© TWX — LTFSNJ — 1382 
Direct N. Y. Phone: Wisconsin 7-6310 
Direct Phila. Phone: WAlnut 5-3660 
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ree samece orren |* imum tae: | Tha Ode ag 


Shields Rubber Corp. 


MARK UP Pittsburgh, Pennsylvania 
PROFITS! Buffalo Rubber & Supply, Inc. 
with the Fa 4 Hew Buffalo, New York 


“FLASHDRY ML sic wricasen | IN FeVOr OF the 
INK MARKER sracnceswcnsce = | Dpleox-Crittenden 


WHEN LEFT UNCAPPED Worcester, Massachusetts 


xclusiv Whitney Tool & Supply Co. e r 
Wer ‘Wick West Hartford, Connecticut {- é n 
7 ’ . . 
Valve Action* E. S. Phillips Co. 
Pittsburgh, Pennsylvania d 
*it's a brand-new concept... it's the ALL-NEW Curriers’ Tool Supply Co. tor (Op toréed 


FLASHDRY INK MARKER that's always ready Milwaukee, Wisconsin 


for use. Just push down and Presto! The ink is 
flowing again ... no matter how long the cop umn y CS 
hes been off Vascoloy-Ramet Corp. appointed the 


@ Writes on any surface, including metal : ogee 
@ Contains more ink than other markers of following distributors: 


higher prices! © Royle Industrial Supplies, Ltd. You get: 


ae re of writing St. Laurent, P.Q., Canada 


Can't evaporate, completely leakproof © H. S. Gray Co., Ltd. 1. Sizable reducti ons in 
Replaceable tips and inks mean economy Honolulu, Hawaii i rn buckle inventory 


4 Sizes 


Attractive Discount Schedule i 
sen ann ennnet won 397 up Parker-Hannifin appointed the fol- 7. Flexibility of Stock 
seampesmmane amempecee lowing two distributors: neyer befbre possible 


= 169 munnay svaser, wewanx s,m. 3. | ® Leinart’s Inc. 


CANADA: Seal-o-matic of Canada, 2 Matilda St., Toronto (lie y} Qui . +p 
7 ss cker service customers 





e K. C. Mosier Co. 


Dayton, Ohio Ze Increased S4les 


D 0 W EL PI N S Louis H. Hein Co., West Consho- 5. You make more money with 


hocken, Pa., was appointed a major +he ‘Uni-Semble' Plan 


new stocking distributor by Allied 


PRECISION BRAND® = WE) Metal Hose Co., for the greater Phila- Those are big odds 
Preferred by Machinists ‘>> delphia and surrounding area, but | believe { Can 


Distinguished for quality, ° t 
heey nie Alta Engineering Co., Denver, was pr ove IT to you ° 
dowel pins are made from the appointed to engineer, sell and service Wi [ ? 
replat me all Hydro-Line Mfg. Co. fluid and air il ved write me 
hardened and ground to power products in Colorado, Wyom- 
+ “ : . t 

pg ae on. 7. ing, Utah, southern Idaho, and north- 
lengths. Supplied in .0002” ern New Mexico. Sales offices are 
and .001” over basic sizes. ] ted i , ~ ; 
PRECISION BRAND dowel pins ocated in Denver and Salt Lake City. 


are attractively packaged 

end cho come in bulk quent Herbert A. Post, Inc., Long Island 
City, New York, was appointed 
Or. - exclusive distributor of Metal Edge 


dasthen M) owney 


MANAGER INDUSTRIAL SALES 


SPECIAL Industries’ materials handling spe- | shackle  Turnbuckle Hook Wire Rope Socket 
SIZES also cialties in eight northern New Jersey 
AVAILABLE counties. 

Send Us Your 

Speceations Towne Equipment Co., Spokane, 

PREECISION STEEL Wash., was appointed exclusive dis- 
Sw) WAREHOUSE. INC tributor of Uhrden Inc.’s Tubar mate- 

rials handling equipment in parts of WILCOX-CRITTENDEN 

: Washinetc mortgage Division, North & Judd Manufacturing Co. 

ashington state, p ae . 101 South Main St., Middletown, Conn. 
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Want to handle 
the fastest 
growing line 

of pneumatic 
production 
tools? 


~\¢ 
| 


Airetool has valuable distrib- 
utorships open for progres- 
sive companies with solid 
industrial followings. If you 
qualify, we invite you to in- 
vestigate the profit potential 
of our complete line of pneu- 
matic production tools. For 
more than 30 years, Airetool 
has pioneered air-motor 
developments that are the 
standard of the industry. We 
operate plants in Springfield, 
Ohio, Canada and The 
Netherlands and have branch 
offices and representatives in 
major U.S. cities and ten 
foreign countries. Write on 
your letterhead .. . tell us 
your background and sales 
territory. We'll send you full 
information along with our 
new Bul. 70 which describes 
the complete Airetool line. 


—————— 


More than 30 year 
experience in 


pneumoat 


BRANCH OFFICES: New York, Chicago, 
Philadelphia, Houston, Baton Rouge 
REPRESENTATIVES in principal cities in U.S.A., 

Canada, Mexico, Puerto Rico, South America, 

England, Europe, Italy, Japon, Hawaii 
CANADIAN PLANT: Brantford, Ontario 
EUROPEAN PLANT: Vicardingen, The Netherlands 


Tulsa, 








Obituaries 





Lemuel V. Ruffin, 
Hollis & Co. of Texas 


Lemuel V. Ruffin, 39, office manager 
of Hollis & Co. of Texas, Houston, 
died recently, of a heart ailment. 

A native of Millport, Alabama, 
Mr. Ruffin had spent most of his life 
in Texas. 

He is survived by his wife, Mrs. 
Bettye Ruffin; daughter, Janet Ruffin; 
son Stephen Ruffin; parents, Mr. & 
Mrs. C. L. Ruffin of Pittsburg, Texas; 
sister, Mrs. Yvonne Lawrence, Dallas; 
and brothers, Clyde Ruffin, Houston 
and H. E. Ruffin, LaGrange. 


Vincent J. Roddy, 
American Screw Co. 


Vincent J. Roddy, 62, president of 
the American Screw Co., a division 
of Noma Lites, Inc. died December 8. 

Mr. Roddy 
with the Willimantic, Conn. company 
for 27 


president. 


had been associated 


years, for the last two as 
He is survived by his wife, three 


daughters, two brothers and _ his 


mother. 


A. E. Gondas, 
Gondas Corp. 


A. E. Gondas, founder of the Gondas 
Corp., Miami, Florida, died Dec. 16. 
Mr. Gondas founded The Gondas 
Corp in Miami, Florida, in 1956. Pre- 
viously he had been a distributor in 
Pontiac, Michigan. 
He is survived by his wife and a 


son, 


A. E. 


Gondas 








SHACKLE CHAIN HOOKS 


Use on “HIGH TEST” Chain 
EXTRA STRONG 


Even the pin is made 
of high-strength steel and 
t-treated. 


SAVES TIME 


Can be attached 
anywhere on the 
job. Only a pair 
of pliers needed. 
SLIP HOOKS 
Available 
for Chain 
Sizes 4" 
5/16", Ye" 
7/16", V2" and 5e"" 


GRAB HOOKS 
Available 


ANCHOR and CHAIN 
: Screw Pin SHACKLES 


Size stamped on every 
shackle 


Forged of HI-STRENGTH STEEL 
Available in sizes 3/16” to 2”. EXTRA STRONG 
EXTRA TOUGH. Self er galvanized. 
Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 





HARRIS FLOATS 


and 
Stainless 
Steel 

Ball Floats 


2 to 12 Inch Diameters 
in stock at all times 
For more than a half century, leading indus- 
trial distributors have made Harris their first 
and principal source of supply for floats. 

A complete range of the most popular sizes 
of both copper and stainless steel ball floats 
is always in stock for prompt shipment. 

Harris builds special floats in a variety of 
shapes and sizes of Stainless Steel, Copper, 
Copper-Plated Steel, Aluminum, Nickel, Monel 
and Chrome-Plated Steel. 

Write for Complete Information 


ARTHUR HARRIS & CO. 


208 No. Aberdeen St. Chicago 7, lil. 
Established 1884 
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ADVERTISERS IN THIS ISSUE 
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Division 


Acme Steel Company 
Airetool Mfg. Co. 
Albertson & Co., Inc 
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F 


Fairbanks Co., The.. wee 

Federal-Mogu! Service, Div. of Federal- 
Mogul Bower Bearing, Inc...........7 

Fiske Bros. Refining Co., Lubriplate Div. 

Flash Mfg. Co. 

Flexaust Company, The 

Flexonics Corp. 

Flour City Brush Co 

Fort Worth Steel & Machinery Co 

Franklin Cotton Mill Co 
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Gates Rubber Company, The.... 

Genie-Air Products, A Div. of 
Corp. 

Greene, Tweed & Co 

Greenlee Tool 


Harig Manufacturing Corp 
Harrington Co., 
Harris, Arthur, 


Harrisburg Stee] Corp., Div. 
Corp. 

Hays Mfg. Co 

Heller Tool Co., a Subsidiary : of Simonds 
Saw & Steel Co. 

Hewitt-Robins, Inc. 


Holo-Krome Screw Corp., The 
Outside Back Cover 


Home Rubber Co.. 
Huot Mfg. Co 


Indianapolis Brush & Broom Mfg. Co... 


Jacobs Mfg. Co., 
Jenkins Bros. 


Keystone Lubricating Co 
Kreuger Metal Products Co 


L 


Louisville Ladder Co _ 

Lovejoy Flexible Coupling Co 

Lowell Wrench Co....... shear 
Lubriplate Div., Fiske Bros. Refining Co. 
Lufkin Rule Co.. 

Lug-All Co., The. 


MacLean-Fogg Lock Nut 

Manheim Mfg. & Belting Co 

Marshall Stee] Co.. 

Marshalltown 
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TALK OF THE TRADE 


Reports and Comments on Industry's Personnel from the Lighter Side 





American material comforts may 
be the Europeans who 


seem to deplore the emphasis we place 


envy of 


on good plumbing, etc., but don’t 


1 
Vien 
| 20% 


seem to be 
averse to ac- 
quiring the 
same when- 
ever possible. 


But, if 


Europeans 











more 


could afford a 
visit to this counrty, they might get a 
glimpse of the other side of the coin. 
Mr. Mrs. William Wahl, Far- 
quhar Machinery Co., Jacksonville, 
Fla., traveled last Summer through 
Italy, 


and, 


and 


France, Spain and Portugal 


naturally, encountered some 


“warm weather. However, Bill was 
comforted by the thought of returning 
to his office and enjoying the air-con- 
ditioning. Yes, you guessed it; when 
he returned in August, he found that 
the air-condiitoning system had 
phtt’ed and was being repaired. Oh, 


Bill, 


vania’s hills in the Summer time. 


well, there’s always Pennsyl- 


Carrying on for the industrial dis- 
John Wil- 
lams, Mau-Sherwood Supp'y Co., and 
Paskey, Drill 


Co., who teamed up for a presentation 


tribution industry were 


Dan Cleveland Twist 
on the industrial distributor’s role in 
the economy and industry at a meet- 
ing of the Cleveland Purchasing 
Agents in January. After their com- 


N.A.M.-A.S.M.M.A. 


Industry” 


ments, the film 


“Supermarket for was 


show n. 


Above and beyond the call of duty 
means nothing more than intelligent 


self interest which is why Paul Stine, 
Harry P. 


lando, Fla.., 


Leu, Inc. president, Or- 
received with a banker. 
utility executive, real estate operator, 
board and a 


industrial manager 


Chamber of Commerce secretary, the 


approbation of an editorial in the 
Orlando Sentinel recently. Paul, in 
addition to his job as president of 
Harry P. Leu, Inc., is also chairman 
of the Orlando Industrial Board, and, 
as such, was instrumental in captur- 
ing a 10-state industrial exposition 
for his home town. This is a show 
held only once in two years to bring 
together the big national prime con- 
tractors and the small regional com- 
panies looking for sub-contracting 
work. This work that Paul did might 
be called the third 
executive sales outlook. In 


dimension of 
the ex- 
position, the big firms show what 
kind of work they would like to farm 
out and the small ones show what 
kind of work they are able to do. It is 
expected that some 100,000 spectators 
from all over the country will see the 


exhibits in Orlando. 


Christmas party of Bayonne Plumb- 
ing Supply Co., Inc., Bayonne, N. J. 
ended with a bang. The staff was 
having its annual Christmas party in 
a hotel in Jersey City when a phone 
message was received that the store 
window had been blown out by the 
explosion of gas tanks in Bayonne. 





And I thought we might discuss 
the future of our company today.” 











Automation used to be somewhat 
of an esoteric word, the use of which 
was confined to production engineers 
and inventors, but life moves fast in 
these United 
States and it is 


now common 





enough for 


comics to use 








it with pass- 


able _ results. 

An entertainer 

at the Central States Industrial Dis- 
tributors Association meeting in Chi- 
cago tickled the collective risibilities 
of the group with this yarn. Some 
200 passengers boarded a new air- 
liner at Idlewild New 
York. When the final passenger had 


Airport in 


seated himself the doors closed with- 
out the help of human hands. The 
passengers looked around and saw no 
pilot, engineer, navigator or stew- 
ardess. Suddenly, the whine of 12 jet 
motors was faintly heard and the ship 
began to move out toward the take-off 
strip. Then a 
through a hidden loud speaker an- 
and 


voice, transmitted 


nounced: “Ladies gentlemen, 
welcome aboard the new ultrasuper 
Trans-universe Jet. In two hours we 
will land at Orly airport in Paris, 
thanks to those powerful motors, six 
of them on each wing and three in the 
rear of the fuselage. After we reach 
our cruising height of 45,000 feet. 
refreshments and lunch will be served 
by the automated servidor in front of 
you. Incidentally, this is the last word 
in modern aircraft. There are no 


flight 


aboard; 


crewmen, nor stewardesses 


everything from piloting. 


navigating, landing and service is 
automated on tape. You will not be 
subject to human error and therefore 


perfectly safe . . . perfectly safe ... 


perfectly safe . . . perfectly safe .. . 


perfectly safe . . . perfectly safe .. . 


safe... 


J.A.W. 


perfectly safe . . . perfectly 


perfectly safe! ! ! 


INDUSTRIAL DISTRIBUTION 





On every sales call, sell files first 
—blue chip Nicholson or Black 
Diamond files. Each of your cus- 
tomers has a continuing need 
for these basic industrial tools 
and while you talk, you are re- 
minding them that you are a 
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top-quality firm with blue chip 
lines to fit their requirements. 

It’s also a good time to dis- 
cover if each customer is using 
files for all those jobs which are 
done best by files. With over 6000 
cuts, shapes and sizes, there may 
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be many applications for files 
that he isn’t aware of. 

Start off your call with blue 
chip files and sell all your blue 
chip lines. An order for Nichol- 
son or Black Diamond files is the 
first order of good business. 


NICHOLSON “= 
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Think Profit... 





THERMO-FORGED* SOCKET SCREWS INCREASE YOUR CUSTOMERS’ PROFITS 


BY REDUCING INSPECTION REJECT AND IN-WARRANTY SERVICE COSTS 


Today’s profit-conscious industrial leaders are tak- 
ing a long, hard look at the profit-eating costs of 
inspection rejects and in-warranty service. They’re 
turning to quality—in materials and components— 
to reduce these costs and increase profits. 


Holo-Krome’s exclusive TTHERMO-FORGED process 
produces socket screws of unmatched uniformity 
and quality . . . virtually free from flaws and hidden 
imperfections. Sell the fact that a few extra pennies 
spent on quality socket screws can save many 


\ PVG AaKLEN 


*Trade Mark of The Holo-Krome Screw Corporation 


hundreds of profit dollars by reducing the high cost 
of inferior fasteners. Think customer profit . . . sell 
Holo-Krome quality! 


If you’re not now a Holo-Krome distributor, write 
and see if there’s a franchise open in your territory. 


HOLO-KROME 


Thermo-Forged* 
SOCKET SCREWS 
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